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United States Fire 
Loss at Record High 
In 1959 NFPA Says 


$1.4 Billion in Property Burned 
With 11,300 Deaths Also; Nearly 
2,115,000 Fires Reported 


FIRE PREVENTION WEEK NOW 
Residential Building Fires Respon- 


sible for Major Share of Increase; 
Other Losses Higher 











Fire left a $1.4 billion trail of destruc- 
tion across the nation last year, the Na- 
tional Fire Protection Association re- 
ports. With 11,300 deaths by fire reported 
earlier by the international fire safety 
organization, the overall 1959 ‘fire record 
added up to the worst in history. These 
statistics are presented in connection 
with Fire Prevention Week, being ob- 
served this week in every city, town 
and village in the United States. 

Compared with the previous year, the 
value of property destroyed increased by 
a staggering $160,000,000. While approx- 
imately $106,500,000 of this increase was 
due to a U.S, Forest Service change in 
the method of calculating forest fire 
losses, the cost of all other destruction— 


in buildings, aircraft and motor vehicles 
—reached a new high. 


Nearly 2,115,000 Fires 


The number of fires jumped by more 
than 120000 to a total of almost 2,115,- 
000. This figure has been matched or 
exceeded only once when in 1950 approx- 
imately 2,400,000 fires were reported in 
the NFPA’s annual estimates of fires 
and fire losses. 

American homes were struck by fire at 
the rate of more than 10,000 weekly last 
year, The total of 542,000 dwellings dam- 
aged or destroyed showed a decline of 
about 16,000 from 1958. But the cost to 
homeowners went up $3,000,000 in 1959 
to a figure of $312,000,000, a record high. 
_ Almost 50% of the year’s fire deaths— 
3,600—occurred in homes, In just 27 
dwelling fires, a total of 195 people died, 
according to a new study of large loss 
of life fires by NFPA. Inadequate escape 
facilities and failure to plan for fire 
emergencies in the home were major 
factors in 188 of these 195 deaths, the 
study shows. 

The 1959 dollar loss in buildings of all 
types—from churches and schools to 
industrial plants and commercial build- 
ings—reached a total of more than $l,- 
083,000,000 in 883,300 fires. This was an 
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Am. Life Convention 
Overflows Edgewater 
Beach For Meeting 


1,200 Including Guests Marks Rec- 
ord Attendance; Many Com- 
panies Seeking Membership 


TRIBUTE TO CLARIS ADAMS 
Adopt Beers Committee Group Re- 


port; May be Further Imple- 
mented; Features of Program 











By CLrarencrt AXMAN 


Chicago—With rooms booked weeks 
in advance at Edgewater Beach Hotel 
for the 55th annual meeting of ALC that 
organization is having such a large con- 
vention that two motels a block or so 
away from Edgewater Beach are being 
used to accommodate the overflow. More 
than 500 registered by Monday morning 
when Legal Section started sessions. By 
middle of week there will be twelve hun- 
dred including wives here for ALC 
events. 

A considerable number of companies 
wanted to join ALC but only five com- 
panies were admitted. New members are 
American Life of New York, an affiliate 
of American Surety Co.; Nebraska Na- 
tional, of Lincoln, president of which is 
former Commissioner Pansing of Ne- 
braska; Central National, Omaha; Bank- 
ers Life of America, located in Dallas; 
and Commercial Life, St., Louis. 

Among early arrivalsé@vere a dozen 
State Insurance Gogimissioners with 
more expected during the week. The 
state officials include’ President Sam 


Beery, Colorado Commissioner and pres- 
ident of Commissioners Convention. 


Tribute to Claris Adams 


W. Lee Shield, executive vice presi- 
dent ALC led a session paying tribute to 
the memory of Claris Adams, ALC’s 
chief executive officer for some years. 
ALC President Jay C. Higdon of Busi- 
ness 'Men’s Assurance, and others de- 
livered eulogies on what Adams had 
done for the business. 


Adopt Group Report 


Convention really got under way at 
meeting of ALC executive committee 
where joint ALC-LIAA insurance com- 
mittee’s report, Henry S. Beers, chair- 
man, was adopted. 

As this is one of most controversial 
reports in the business, the general 
opinion is that the approval was in 
reality a vote expressing appreciation 
for the deep, careful study the commit- 
tee had made of the complex develop- 
ments in Group insurance field with 
legislative and other situations varying 
in different states, and also believed the 
recommendations of the committee will 
be referred for further consideration and 
implementation to ALC’s legislative and 
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Satisfaction, Success, and Prestige Attract | 
MBL General Agents’ Sons to Life Insurance ; 


Six sons of successful Mutual Benefit Life general agents have 
followed in their fathers’ footsteps for a career in life insurance. 


A survey of the six young men showed 
that satisfaction in being able to help peo- 
ple solve their problems, to have profes- 
sional status, to be self-employed, and 
quality of salesmanship were the leading 
yeasons for entering life insurance. 

Most interesting is the fact that the 
father-son teams are from different parts 
of the country. 


For All These Reasons 


Charles L. Doane, Jr., B : 
son of Omaha general | 
agent Charles L. Doane, 
CLU, had three reasons 
for selecting a career in 
life insurance. They in- 
cluded professional pres- 
tige, ability to help peo- 
ple, and that his income “**"¢* & Deane: Jr. 
would depend on his willingness to work. 





The son of Miami general 
agent Alfred J. Lewallen, 
CLU, A. John Lewallen, 
Jr., chose a career in life 
’ insurance because of the 
prestige and a deep con- 
viction about the impor- 
tance of the job. 





A. J. Lewallen, Jr. 


Melvyn J. Huber, assist- 
ant general agent of the 
Solomon Huber-New 
York general agency, | 
and son of Solomon Hu- § 
ber, credits the knowl- 7% 
edge that he could help | 
people solve their prob- ™ 
lems, and make a good 

living doing it, plus the chance to train and 
develop good men, as the motivation be- 
hind his choice of a life insurance career. 





Melvyn J. Huber 





© Bill Robbins, son of Lex- 
4 ington general agent Earl 
G. Robbins, chose a life 
insurance career because 
of the satisfaction his 
father derives from the 
business and from work- 
ing with people, 


The son of Hempstead 
general agent Victor R. 
Goldberg, CLU, Bernard 
E. Goldberg, was influ- | 
enced by the fine exam- | 
ples of insurance men he | 
saw so frequently, plus @ 
the desire to enter a pro- 
fession in which he could 
help others and earn a good income. 





Bernard E. Goldberg 


Gerald E. Youngman, 
son of New York gen- 
eral agent Arthur V. 
Youngman, entered life 
insurance because of his 
father’s love for the busi- 
ness, and salesmanship. 





Gerald E. Youngman 





NEW MBL FIELD ADVISORY COUNCIL 
TO PROMOTE LIAISON, UNDERSTANDING 


Mutual Benefit Life Insurance Company 
announces the formation of a new Field 
Advisory Council to replace its Agents 
Advisory Committee and provide more 
sales assistance. 

The new group will represent full-time 
agents, and by means of an improved for- 
mat, election procedures and objectives, 
is designed to promote more effective liai- 
son and communication between Mutual 
Benefit Life’s home office and the field. It 
will provide a means for the agent to ex- 
press his opinions, and to channel ideas, 
questions, recommendations and _ prob- 
lems from the field to the Home Office. 
Among its additional objectives, the 
Council will aid creatively in sales and 
merchandising, consider agents’ special 
problems, enhance the independent con- 
tractor status of the full-time career un- 
derwriter and typify the professional 
career concepts of life underwriting which 
are ingrained in the history of the Mutual 
Benefit field force. 





And a High Average Sale — 


$15,459.00 


In the Annual Report to Policyholders 
last year, Mutual Benefit Life reported 
that the average MBL policy purchased 
in that year was $15,459.00. 











E 





FROM A GROCERY STORE 
TO“ OFFICE OF THE YEAR” 


When the Mutual Benefit Life Insurance 
Company was founded in 1845 by Robert 
L. Patterson, and a lawyer, tallow 
chandler, carriage manufacturer and sev- 
eral merchants, they held many of their 
early meetings in the back room of a New- 
ark grocery store. 

Today the MBL Home Office is a 
twenty-story tower of white limestone and 
blue-green glass. At the top, day and night, 
“Mutual Benefit Life” shines in twelve- 
foot stainless steel letters. Completed 
in 1957, the modern structure was hon- 
ored with the national “Office of the Year” 
award, with a commendation for the way 
it combines efficiency and economy with 
beauty and dignity. 


Mutual Benefit Life Has 10.16% 
Of Agents in MDRT 


Ranks 4th Among All Companies 


The high caliber of Mutual Benefit Life 
representatives was once again recognized 
with the current tally of Million Dollar 
Round Table memberships. 

156 Mutual Benefit Life agents hold 
Life and/or Qualifying membership in the 
national Million Dollar Round Table. This 
represents over 10% of the MBL field 
force. 

131 Mutual Benefit Life field men — 
8.5% of the entire field force — are Quali- 
fying members. 


High National Membership 


In the entire country, including all com- 
panies, there is a total of 3,040 Million 
Dollar Round Table Life and/or Qualify- 
ing members — of which MBL members 
represent 5%. Coincidentally, Mutual 
Benefit Life, which is the fourth oldest 
life insurance company in the country, 
last year ranked fourth in Million Dollar 
Round Table Memberships. 

In Mutual Benefit Life’s own Million 
Club, there are 90 members who each 
wrote a million dollars or more Mutual 
Benefit Life business last year. 
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Higdon Urges Broader Ownership Now 


Chicago—Broader ownership of life 
insurance will have the effect of slowing 
up a trend toward the welfare state, the 
president of American Life Convention, 
1. C. Higdon, said at the annual meeting. 
’ Mr. Higdon, who is also chairman of 


Business Men’s Assurance of Kansas 
City, said: 
“Life insurance is a great force in 


educating our people in the importance 
of recognizing and accepting individual 
responsibilities. As an example of what 
may be done along this line, I cite the 
great progress that has been made in 
the last five years in the sale of health 
insurance. This record of the growth of 
voluntary health been 
dramatic and most helpful in deferring 
legislation creating a plan of compulsory 
health insurance administered by the 
Federal government.” 

Mr. Higdon noted that economists say 
that two-thirds of the present gross na- 
tional product is over and above the ne- 
cessities of life. 

“We in the life insurance business can 
be, should be, proud of providing the 
security that has enabled people to move 
ahead, to take risks which enable them to 
enjoy this economy of abundance, May- 
be we should make it clear, too, that life 
insurance also protects the good life as 
well as the necessities of life,” he said. 

“Since one of the important functions 
of life insurance is to provide dollars 
for future delivery, it is important that 
the dollars delivered in the future have 
a purchasing power comparable to that 
of the dollars used to pay premiums. It 
is therefore important that the life insur- 
ance industry remain alert to the dangers 
of inflation and use every means to com- 
bat forces which would depreciate the 
purchasing power of the dollar.” 

Turning to ways in which the life in- 
surance business can improve its serv- 
ices to policyholders, Mr. Higdon told 
how scientists are crossing lines of inter- 
est, and that in this atomic and space 
age, we are experiencing an increasing 
coalescence of physics, chemistry and 
biology into one science. 

When a life insurance company in- 
stalls modern electronic equipment it 
becomes necessary, in order to use this 
equipment to best advantage, to cross 
departmental lines in performing many 
functions that previously were depart- 
mentalized. This is the “consolidated 
functions” approach, he said. 


insurance has 





AMA Head Sees Obstruction 
Toward Health Bill Passage 


Chicago—The president of the Ameri- 
ican Medical Association, Dr. E. Vincent 
Askey, charged that at the moment 
“there seems to be a conspiracy to pre- 
vent the new joint Federal-state med- 
ical care program for the aged from 
going into effect around the nation,” be- 
fore ALC. 

Dr. Askey said that “those favoring 
the Social Security approach would have 
states believe that the development of 
the Mills-Kerr bill at the state level is 
too difficult and too confused. 

“Their object obviously is to keep as 
many states as possible from adopting 
legislation implementing the new legis- 
lation passed by Congress and signed 
into law by President Eisenhower. 

“As backers of this voluntary, Federal- 
State matching grant program, all of us 
must do everything possible to see that 
all states participate. I am gratified to 
report that several states already have 
joined the program. In adopting regu- 
lations for eligibility and benefits, these 
Tst states apparently were neither con- 
fused nor slowed by so-called difficulties 
or ambiguities in the new law.” 





J. C. HIGDON 


“Perhaps we should think more along 
this line in order to modernize our 
services to our clients,” Mr. Higdon said. 
“Our various departments designated as 
insurance, accounting, administration, in- 
vestment, law and actuarial, include spe- 
cialists in the field of accounting, law, 
statistics, mathematics and office: serv- 
ices. As we progress in the jet age 
and move in the direction of reducing the 
number of departmental divisions, is it 
possible that we may combine these 
technical skills which we now have in our 
organization to solve more effectively 
the problems of our clients and their 
families in our present complex civiliza- 
tion ?” 





Taxes at Record High, 
Actuary Guertin Reports 


Chicago— Taxes on life insurance com- 
panies have leaped to a new high level 
and the big increase is a result of the 
Life Insurance Company Federal In- 
come Tax Act of 1959, said Alfred N. 
Guertin, actuary of ALC 

“Member companies of the Convention 
which collect 90% of all premiums col- 
lected by American life insurance com- 
panies and hold 94.5% of all assets held 
by such companies, paid Federal income 
taxes of $506 millions as a result of 1959 
operations, including about $26 millions 
resulting from an adjustment to 1957 
taxes provided for under the new law. 
Taxes for the year 1957, the last year for 
which taxes were paid under the 1955 
tax law had amounted to $286 millions. 

“Excluding the 1957 adjustment,” con- 
tinued Mr. Guertin, “the increase over 
the corresponding figure for 1958, col- 
lected under the same law, was 134%. 
This large increase was due primarily 
to the important increase in the net rate 
of investment return earned by the com- 
panies on their assets. This rose from 
3.85% to 3.96%. Assets of United States 
companies increased by 6% from $108 
billions to $114 billions at the end of the 
year 1959.” 

State taxes and other Federal taxes 
in 1959, excluding real estate taxes, 
amounted to $360 millions, including $270 
millions of state taxes on premiums. 
Total taxes incurred by all life insur- 
ance companies during the years, there- 
fore, were well in excess’ of $875 mil- 
lions or $5.25 for each $100 of premiums 
co'lected during the year. This, as a re- 
sult of the enactment of the new tax 
law, compares with $4. only three years 
ago. “There is no doubt that the. cor- 
responding figure for 1960,” said Mr. 
Guertin, “will be even higher,” 


te 


Beery Defends Record 
Of State Regulation 


Chicago — A spirited reply to the 
O’Mahoney Subcommittee’s recent “Cri- 
tique of the Structure of State Regula- 
tion” of insurance was given by Sam 
N. Beery, president of the National 
Association of Insurance Commissioners, 
and Colorado Insurance Commissioner. 

“The report contains some 20 conclu- 
sions and recommendations,” he said. 
“With several of them I find myself 
either in total or partial disagreement, 
and hopeful that they will be accorded 
the unfavorable reaction, in Commis- 
s'oner and business circles, that I think 
they deserve. With the reminder, I am 
in substantial agreement, and hopeful 
that some way will be found, through 
proper channels, to advance and imple- 
rient them, 

“A look at the record of the life in- 
surance business clearly reflects broad 
areas of real accomplishment—of sincere 
concern for the insuring public and, 
within the accepted concepts of our 
private enterprise system, a_ thorough 
knowledge of and understanding of the 
insurance operation. 

“Viewing back just a few short years, 
we note with pride several model laws 
initiated by the National Association of 
Insurance Commissioners in the public 
interest, that relate to or affect your 
own business of life insurance. These 
are: 

“Standard nonforfeiture and valuation 
legislation, and modernized mortality 
tables: Group insurance standard pro- 
visions; regulation of credit life insur- 
ance and credit accident and health in- 
surance; uniform accident and sickness 
policy provisions law, and accident and 
health advertising rules; state Fair Trade 
Practices Act. 

“In prospect are new Group insurance 
mortality tables; modernized mortality 
and morbidity tables in the case of an- 
nuities; total and permanent disability 
and accidental death benefits; plus model 
legislation with regard to direct-mail ad- 
vertising.” 

Mr. Beery said that one answer to the 
O'Mahoney recommendations lies in 
more adequate budgets for Insurance 
Departments, for more job security, in- 
creased staffing and improvement in 
salaries. 

“The insurance business strictly in the 
interest of maintaining and advancing 
state regulation, should affirmatively as- 
sist in promoting the idea that higher 
departmental salaries be made available 
for that function,” he said, 





Adams Memorial Service 

Chicago—An oil painting of Claris 
Adams, former executive head of Ameri- 
can Life Convention, was unveiled at the 
Adams memorial services at main con- 
vention Wednesray. J. C. Higdon, 
president ALC, introduced W. E. Bixby, 
president, Kansas City Life, who in turn 
presented Herbert M. Woolen, former 
chairman, American United; Joseph M. 
Bryan, senior vice president, Jefferson 
Standard; S. J. Hay, chairman, Great 
National; and Joha he Lloyd, president 
of Union Central. Woolen was re- 
sponsible for pe elle Ries hired by ALC, 
Lloyd’s summary of Adams character 
and achievements was a memorial mas- 
terpiece. 





On Executive Committee 

Chicago— The following four new 
members of ALC executive committee 
were elected: 

Francis M. Hipp, president Liberty 
Life, Greenville, N. C.; R. Howard 
Dobbs, president Life Insurance Co. of 
Georgia; John K. Macdonald, president 
Confederation Life of Toronto; Virgil 
H. Smith, president Beneficial Life of 
Salt Lake City, 





New ALC Head President 
Of Western States Life 


OTTO HAAKENSTAD 


Chicago—The new president of Amer- 
ican Life Convention elected here this 
week is Otto Haakenstad, president of 
Western States Life of Fargo, N. D. 

Mr. Haakenstad, a lawyer and grad- 
uate of North Dakota Agricultural Col- 
lege, 
executive committee for 
and served as state vice president of 
the Convention for nine years. He has 
been chairman or a member of several 
ALC committees. Holder of an LL.B. 
degree, he practiced law as a member of 
the firm of Burnett, Bergeson, Haak- 
enstad and Conmy and served as special 
attorney with the Department of Justice. 

He is a member of the American Bar 
Association, the North Dakota and Cass 
County Bar Associations and has been 
admitted to practice in state, Federal and 
the U. S. Supreme Courts. He is a co- 
founder of the Western States Life and 
served as executive secretary from 1930 
until 1944 when he was elected president. 


has been a member of the ALC 


several years 





Leighton Foster To Retire; 
John Tuck To Succeed Him 


Chicago—In his talk before the ALC 
this week R. Leighton Foster, Q.C., an- 
nounced that he is planning to retire 
next June as managing director of Cana- 
dian Life Insurance Officers Association 
and will be succeeded by John A. Tuck, 
Q.C., his long-time colleague. 

While Mr. Foster is retiring from his 
position as managing director of CLIOA 
he is not retiring from employment with 
the Association because it is the wish of 
its officers that he continue as a con- 
sultant and attend the annual meeting. 





Steere Legal Section Head 

Chicago—First of the ALC Sections to 
elect new officers was the Legal Section 
which named Allen C. Steere, vice presi- 
dent and general counsel of Lincoln 
National Life, as chairman for the com- 
ing year. 

Elected secretary of the Legal Section 
is Dwight Brooke, vice president and 
general counsel of Bankers’ Life Co. of 
Des Moines. 





Vesser Agency Chairman 

Chicago—The Agency Section elected 
Frank Vesser, vice president of General 
American Life, as chairman and Ray- 
mond C, Johnson, vice president of New 
York Life, was elected-secretary, 
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Too Much Left To Agent, Says Newton 


Chicago—The life insurance business 
has expected too much of the agent, and 
hasn’t done enough to help him, Blake 
T. Newton, Jr., executive vice president 
of Institute of Life Insurance, told the 
ALC meeting. He said that the job of 
public education and the task of shaping 
public attitudes has “pretty largely” been 
left to the agent. 

“While our annual expenditure for the 
maintenance and operation of our agen- 
cy operation exceeded two billion dollars 
in 1959, less than 5% of this amount— 
a 1 to 2 ratio—was expended in pre- 
conditioning and educating the public so 
that such an enormous expenditure could 
be fully effective,” he declared. “While 
much has been done by the agent, the 
dimensions of the job are too big for him 
alone. We must redress the balance of 
responsibility if we expect the public to 
impreve significantly its understanding 
and appreciation for our service. 

“Our failure to do a better job has 
undoubtedly contributed to the ease with 
which the public has fallen prey to the 
siren song of ‘buy term and invest the 
difference’—and this also helps to explain 
why other forms of savings have in- 
creased markedly at the expense of our 
service.” 

Although life insurance must be sold 
person-to-person, he said, “We have re- 
lied too long and too much on the ‘naked 
agent’ to get the job done. No other 
enterprise interested in mass distribution 
has relied so extensively upon its sales- 
men to transmit its message. 

“I’m not talking here solely about the 
need for more direct sales aids or im- 
proved training. I’m talking about the 
need for atmosphere-building that pre- 
cedes and accompanies our field man to 
the point of sale: constant, unremitting, 
continual public education, through all 
available media, of the blessings of ade- 
quate insurance and the curse of inade- 
quacy, to the point that the heads of 
families and their wives will think of 
adequacy when they think of life insur- 
ance; to the point that they will think 
of savings and security when they think 
of life insurance; to the point that they 
will really regard our field men as coun- 
sellors and friends when they call about 
life insurance.” 

This is no plea for additional paid- 
space advertising necessarily, Mr. New- 
ton said, because it will take more than 
advertising to do the job. What is called 
for is a more rounded program in which 
advertising plays only one part. Equally 
needed are: 

1. Enlargement and improvement of 
programs in the schools, and in adult 
education courses, designed to teach the 
wisdom and desirability of the savings 
feature of life insurance. 

2. Emphasis in the life insurance busi- 

ness—both in its public performance and 
in its private thoughts—that the main 
purpose of life insurance is to provide 
for the financial security of the public, 
and that its investment activity is 
wholly in furtherance of that purpose, 
and not an end in itself. 
_ 3. More effective dramatization of a 
fact which few people understand—that 
the individual man has no life expect- 
ancy, and therefore must rely on life 
insurance. 

4. Emphasis that only life insurance 
has lifetime guarantees, and that life 
insurance has the ability to provide 
against unforeseen financial emergen- 
cies as nothing else can. 

“What we have already done and are 
doing is not enough,” Mr. Newton said. 
“It is fine as far as it goes, but much 
more is demanded. I’m not enough of 
a dreamer to expect that we will soon 


be able to make the public actively crave 
our service. I don’t seek this objective. 
But we should do what is necessary to 
create widespread awareness of the de- 
sirable opportunities our service opens 
up for the public. 

“This alone would provide a reception 
for our salesmen that would promote 
better selling, faster selling and more 
selling. This would serve to reduce lapses 
and cost of production, promote the con- 
fidence and success of our salesmen, at- 
tract more and better men to our ranks 
and help bring about a more adequately 
insured public.” 





Management Training Plans 


Growing, B. W. Huey Reports 


Chicago—Today broad general interest 
is being expressed in managerial devel- 
opment plans—in industry, at the col- 
lege level, and in the life insurance busi- 
ness, according to Burkett W. Huey, di- 
rector of institutional relations of the 
Life Insurance Agency Management As- 
sociation, speaking before the Agency 
Section. 

Within the past year, he said, two 
important official steps have been added 
by the Life Insurance Agency Manage- 
ment Association in this field: 1. A two- 
week school for agency department of- 
ficers; and 2. A one-week orientation 
course for newly-appointed managers. 

Historically, life insurance companies 
have been much more concerned with 
agent development than management de- 
velopment, Mr. Huey said. When man- 
agers or general agents have been ap- 
pointed the most common yardstick has 
been: “How did he do as an agent ?”— 
the assumption has been that the suc- 
cessful agent would be a successful man- 
ager. 

While many successful agents have be- 
come outstanding managers, managerial 
selection based purely on agent perform- 
ance is a narrow point of view, Mr. 
Huey said. It fails to consider these 
vital factors. 1. Management and selling 
are two distinct and separate functions. 
2. The urgency for business organizations 
to give top priority to the whole process 
of selecting, educating, training and ma- 
turing their leaders. 3. If we are truly 
to meet the challenges and opportunities 
ahead, our management development 
must be related to our individual com- 
pany objectives and needs. 

There is a contrast of skills between 
agent and manager, and in life insurance 
companies, as compared with other busi- 
nesses, the agent’s job is not a lesser 
one to management. The agent’s job in- 
dependently is a wonderful career, offer- 
ing full scope for individual growth and 
increased earnings. 


Hartley Discusses The Syme Case 


Chicago—The Syme case, which deals 
with the admissibility of evidence of an 
application for life insurance, places a 
substantial burden on insurers, Joseph M. 
Hartley, Jr. home office counsel of 
Philadelphia Life said before the Legal 
Section. 

In Syme v, Bankers National Life, the 
Supreme Court of Pennsylvania handed 
down its decision on July 25, 1958. Mr. 
Syme had applied for an additional pol- 
icy from Bankers National, and signed 
an Application Part I requesting a base 
policy of $25,000 and supplemental fam- 
ily income benefit of $250 a month. After 
Mr. Syme signed the application, the 
agent wrote on the form in a space 
marked “Additional Requests” a request 
for an alternate policy in the same base 
amount, but providing $500 a month fam- 
ily income benefit. 

Thereafter Mr. Syme had a medical 
examination by a company-authorized 
examiner and executed Application Part 
II, making certain representations as to 
his present health and past medical his- 
tory. The company issued alternate pol- 
icies, attaching to each a_photostatic 
copy of the Applications Part I and II. 

Mr. Syme accepted the policy with the 
higher income benefit and paid the first 
premium. He died within the two-year 
contestable period provided in the policy 
and the company denied liability on the 
ground that the representations as to 
health and past medical history were 
false and fraudulently made. 

The beneficiary alleged that the Ap- 
plication Part I had been altered by the 
agent after Mr. Syme had signed, and 
that the copy attached to the policy was 
not part of the contract. The company 
admitted the alteration by the agent, and 
the plaintiff filed what amounted to a 
motion for judgment on the pleadings. 
The lower court denied the motion on the 
basis of the company’s allegation that the 
agent had acted as Mr. Syme’s agent 
in requesting the alternate policy. The 
Supreme Court reversed this decision and 
directed the court below to enter judg- 
ment against the defendant, 

The court said that (1) the paper 
attached to the policy was not a correct 
copy of the application signed by the 
applicant; and (2) the paper attached 
was not an application for the policy ac- 
tually issued within either the statutory 
language or the terms of the policy 
itself. The court further held that the 
positive language of the statute pre- 
cluded the insurer’s argument that the 
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acceptance of the policy constituted a 
ratification of the agent’s alteration. 

Mr. Hartley commented: “the true 
significance of the Syme opinion lies in 
the fact that the court did not even 
consider the question of whether or not 
the insured’s representations were in 
fact false and fraudulently made. The 
decision that the copy attached to the 
policy was an ‘incorrect’ copy eliminated 
the necessity of considering the good or 
had faith of Mr. Syme in making the 
representations, The effect of the de- 
cision was to hold that the policy was 
incontestable from its date of issue, 
It is this aspect of the Syme decision 
which necessitates a consideration and 
re-evaluation of company underwriting 
and agency practices.” 

The Syme case, Mr. Hartley said, is 
an extreme example of the rule of 
strict construction. No other state has 
gone so far as the Pennsylvania Supreme 
Court in this direction; nor, he added, 
is there much likelihood that the courts 
of other states will adopt the Pennsyl- 
vania rule. , 

“In this connection,” he said, “it should 
be noted that several states have re- 
cently adopted legislation specifically 
authorizing insertions by the insurer ‘for 
administrative purposes only, in such a 
manner as to indicate clearly that such 
insertions are not to be ascribed to the 
applicant.’ ” 





Wm. Bowe Reviews Federal 


Tax Laws as to Policies 
Chicago—The Federal tax laws, as they 
relate to life insurance policies, were 
reviewed by William J. Bowe, tax coun- 
sel of State Farm Life before the Legal 
Section. In general, Mr. Bowe pointed 
out, life insurance proceeds received as 
a result of death are exempt from in- 
come tax. On the other hand, proceeds 
in excess of cost, were received for any 
other reason than death, are taxable as 
gains or profits. 

Premium payments as such are never 
deductible. Occasionally a deduction is 
obtained when the payment can be class- 
ified under a standard deduction item, 
such as alimony, additional compensa- 
tion or a charitable contribution. 

Proceeds of a life insurance contract 
are specifically exempt from income tax, 
except where the policy had been trans- 
ferred for a valuable consideration. Con- 
gress, Mr. Bowe said, apparently felt 
that to the extent taxpayers speculated 
in life insurance contracts, any gains 
should be fully taxable. This rule, he 
commented, would make more sense if it 
were limited to cases where policies were 
acquired by persons without an insurable 
interest. 

The transfer-for-value rule does not 
apply to newly-issued policies. Thus a 
father may apply for a policy on his 
son’s life without fear of adverse tax 
consequences. But it does not apply 
where an existing policy is transferred 
by gift. A son may gratuitously trans- 
fer an existing policy on his life to his 
father, but the father may not purchase 
an existing policy from his son without 
subjecting the proceeds, insofar as they 
represent gain, to income tax. 

“This can be an unhappy pitfall, since 
in many family situations policies will 
be sold rather than given, even though 
the predominate motivation be love and 
affection,” he said. 

Mr. Bowe also cited examples of tax 
interest in partnership cases; alimony; 
on proceeds or premium payments as 
compensation or dividend income; an 
gain on the sale of a policy. 

The gain on the maturity of an en- 
dowment policy contract are taxable as 
ordinary income, whether the contract 
is owned by the insured or another, he 
explained. However, capital gain pro- 
visions are not available, since the gain 
is not the result of a sale or exchange. 
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American Life Convention Annual Meeting At Chicago 





Bentsen Tells of Small Company Growth 


Chicago—Smaller life insurance com- 
panies, with less than half-a-billion dol- 
lars of insurance in force, have grown 
appreciably in recent years, compared 
with larger companies—and “there is 
plenty of growth left for the small com- 
pany which is properly managed and 
financed,” according to Floyd M. Bent- 
sen, Jr. president of Lincoln Liberty 
Life of Lincoln, Nebr. He said that 
“there must be some solid reasons for 
this more rapid growth of the smaller 
companies, It seems to me that the 
smaller company offers a number of 
definite advantages to its policyholders, 
to its stockholders and to its manage- 
ment. The smaller company can far 
more easily tailor its over-all operations 
to meet the peculiar needs and require- 
ments of certain occupational or cultural 
groups. 

“For instance, a smaller company can 
specialize in selling life insurance to 
teachers, abstainers from alcohol and to- 
bacco, a religious group, farmers, or col- 
lege students; and design practically all 
of its advertising, sales tools and pre- 
sentations in terms that are most mean- 
ingful to that particular group. 

“Even its insurance policies can be 
developed with the peculiar requirements 
of that class of customers in mind... . 
The larger companies, of course, can 
modify their operations somewhat when 
working in each of these fields; but of 
necessity the large company must base 





its operations on its national needs, and 
any specialization must be simply modi- 
fications.” 

The smaller company’s management 
can be far more flexible—‘and life in- 
surance is a business that requires man- 
agement flexibility to a great degree,” 
Mr. Bentsen said. The more intimate 
relationship of the smaller organization 
revea's the need for change more 
quickly, and the necessary change can 
be made more easily and at less expense 
because there are fewer people and de- 
partments involved in the change. 

“Top management is directly concerned 
with operations throughout the organiza- 
tion,” he said. “Successful small com- 
pany management is truly a team per- 
formance. All of its officers have knowl- 
edge of all its operations. Departments 
are still people concerned with each 
other’s problems because they still share 
in their solution and the rewards.” 

Mr. Bentson said that in the smaller 
company the top officials take a personal 
part in building the field organization 
and it is the field organization that is the 
image of the company. 

The smaller company also has an ad- 
vantage in employe relations, he said. 
It is easier to maintain good employe 
spirit in the smaller company, where day- 
to-day working relations are between 
individuals who are personally known to 
each other. 

“As everyone concerned with manage- 
ment knows,” he explained, “it is easy 
for the inefficient worker to ‘become lost’ 
in the large organization because his in- 
efficiency doesn’t show up at once.” 
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Our General Agent’s Contract can be 
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THE UNION LABOR LIFE INSURANCE COMPANY 
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Sayler On Marketing Disability 


Chicago — Marketing disability and 
life insurance together as income con- 
tinuance will play an important part in 
making the service more attractive, said 
John W. Sayler, CLU, vice president of 
Business Men’s Assurance, addressing the 





Agency Section of ALC. 

“The market for disability coverage 
is a vast one and the need for the serv- 
ice is great—even urgent,” said Mr. 
Sayler, “The first step in an aggressive 

(Continued on Page 8) 








‘The Colonial Blacksmith’’ 


Like many of his neighbors, George Washington was forced to make 
many of his own tools and farm implements in the pre-Revolutionary 
days because they could not be secured from far away England. Here 


he is shown forging a new plow. 


This reproduction is one in a series of eleven original oil 

paintings by Walter Haskell Hinton which portray 
little-known events in the life of our Country’s first 
president, George Washington. 
A booklet containing full-color reproduction of all 
eleven paintings is available upon request. In addi- 
tion, we hope you will visit us and view the original 
paintings which hang in our Home Office Gallery. 
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CUT OUT AND SAVE...IT'S WALLET-SIZE 


'NEW ADVANTAGES} 
1 FOR YOUR CLIENTS | 


I Every broker sells service! You can i 
be of greater service to your clients 
i through: Retirement Income Bond | 
J (one illustration is all you need to be 
i able to apply this to many clients): I 
Executive Preferred Pian 
(cash values at end of first year); i 
New Lower Rates for 
Term (all the usual g 
safeguards, extra fea- 
tures). \ 
Your inquiries are t 
always welcome. 
No obligation, of | 
course, for infor- 
mation on this or 
any one of our 
complete range of i 
plans. 





close to you as your telephone J 


As 
Matt Jaffe Associates, Ltd. - 


431 FIFTH AVENUE,N.Y. «© MU fe 5779 ; 
General Agents } 
{ The Canada Life Assurance J 
{ Company, Toronto,Canada J 


Lee Shield Seeking Ways 
To Broaden ALC Services 


Chicago—The American Life Conven- 
tion is seeking to broaden aad improve 
its services to member companies and to 
the institution of life insurance, W. Lee 
Shield, executive vice. president of the 
Convention said. Mr. Shield, who was 
named to his post this year following 
the death of Claris Adams, told the 
meeting that “the beginning of a new 
administration provides a natural oppor- 
tunity for an objective reappraisal of 
the Convention’s operations and activi- 
ties. 


“Now is the best time to determine if 
the passage of time has caused any of 
their original 
Now we should know which 
of them need improvement, and how this 
can best be done.” 

He noted that attendance at annual 
meetings has been growing constantly, 
and that this poses a problem of main- 
taining the intimacy of contact which has 
always characterized the meetings. 

Mr. Shield said that convention serv- 
ices, which include observation of state 
and Federal legislative matters, are gen- 
erally regarded favorably. 

“On the whole, we believe that this 
has been a pretty successful operation, 
but because it is one of our most im- 
portant activities we must continually 
strive to make it even more successful.” 

Among the specific services under re- 
view are the Joint Bulletins and Joint 
Manuals (published with the Life In- 
surance Association of America) and the 
Legal Bulletins, Law Digest, Valuation 
and Policy Form Manual and the A.L.C. 
News Letter. 

The Actuarial Department is prepared 
to disseminate factual material bearing 
on actuarial problems. What is also 
offered is a wealth of experience in in- 
surance department matters and in vari- 
ous company operations. Mr. Shield 
urged member companies to use these 
facilities. 


our activities to outlive 


usefulness. 






Campbell on Future Possibilities 


Chicago—American business is now 
approaching one of the great decades in 
its history—a decade of unparalled pros- 
perity. Our basic economic indicators 
foreshadow a decade which 
more powerful economic incentives than 
we have ever had before, Charles W. 
Campbell, CLU, vice president South- 
Central home office, The Prudential, told 
ALC. 

“This prospect holds great significance 
for the leaders of the insufance industry 
but they must prepare themselves for 
the inevitable changes the decade will 
bring. Only by such 
they be able to 


holds out 


preparation will 
turn endless 
possibilities into boundless opportunities 
for their companies and employes and 
the public. 

“In some 


those 


instances in the past the 
has had an unfortunate hesi- 
tancy to accept important new develop- 
ments and changes. One of the danger 


industry 


signs to guard against in the future is 
the obsolescence of product. The public 
must be provided with the coverages it 
needs and wants. Thus, the industry has 
to be willing to explore new ideas and 
new products and not turn them down 
just because at first glance they may 
not appear to be 100% perfect. As an 
analogy every missile shot fired from Cape 
Canaveral has produced important re- 
sults although many may have appeared 
to be failures. 

“The 1960’s will see the insurance in- 
dustry enlarging the role of Group insur- 
ance and many companies will give addi- 
tional importance to individual sickness 
and accident insurance,” the speaker said. 
It is particularly vital that this latter cov- 
erage be broadened as it pertains to the 


po 


DEMOCRACY IS NOT 


..IT'S A WAY OF LIFE! 


ALL AMERICAN LIFE & 


older age group. 
The industry will also give increasing 
attention to the improvement of efficiency 


of operations, with electronic automation 
coming in for an important role. 

However, the vital job of selling life 
insurance will never be taken over by 
machine because it will continue to re- 
quire the qualities of human judgment 
and evaluation not found in a machine. 
The combination agents have proved 
by their past performance that they 
will accept the challenge of the sixties 
and move upward to new heights of 
achievement. In the past they have 
shown the ability to adapt to changing 
markets and changing dollar values. 
Example: In the past thirty-three years 
combination companies have increased 
their share of all ordinary business writ- 
ten from 23% to 43%. The combination 
agent has also up-graded his total pro- 
duction tremendously: witness the phe- 
nomenal rise in the number of million- 
dollar producers. 

This up-grading is necessary to keep 
pace in view of the changing income 
pattern of our markets, Another change 
affecting the insurance business is the 
movement of population—from cities to 
suburbs and between certain sections of 
the country. 

Companies must make the necessary 
changes in their sales organization to 
keep abreast of these changes and the 
living patterns of their customers. Dif- 


ferent companies will take different 
steps to adapt themselves to these 
changes. What may be good for one 


may not work for another, but the 
important thing is that they will all be 
trying to meet the needs of the changing 
times. 

It is the responsibility of insurance 
industry leaders to develop a field man- 
agement organization capable of attain- 
ing the great goals of the “Golden Six- 
ties.” In order to do this we must in 
the words of one company president, 
“keep ourselves in an imaginative frame 
of mind alert for new opportunities.” 
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CASUALTY COMPANY believes... 


“The producer should be AWARDED a greater per- 
centage of commissions for LARGER production.” 


Why not investigate NOW one of the most talked about 
companies in America and learn the startling facts about 
Democracy in action—through the outstanding contracts 
and policies of All American Life & Casualty Company. 
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LIFE - A&H 
INSURANCE 
OPPORTUNITIES 


Calif—tife Actuary $12,000 
East—Life Agency Dir. _ 12,000 
M. West—Life Agency Dir. 11,500 
South—Life Gen’l Agt. 10,000 
Puerto Rico—Group Sales Repr. 10,000 
East—Asst. Legal Counsel 10,000 
Penna.—Sr. Life Under, «9,000 
Colo.—Ass’t. Actuary «9,000 
Penn.—Group Claims Adj. ......--—»s- 7,500 
Ohio—Non-Can A&H Undr, Ss 7,000 
Mo.—A&H Underwriter 3. == s«7,000 
Penna.—Junior Life Undr. 6,000 

Our listings include 


openings in Casualty- 
Fire - Life - A&H in all 
areas. Write for "HOW 
WE OPERATE." No obili- 
gation to register. All 
inquiries given confiden- 
tial handling. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 
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Thompson Chairman 

Chicago—George B. Thompson, vice 
president, John Hancock, is new chair- 
man of Combination Companies Section 
of ALC. New secretary is Lloyd A. 
Brewer, Jr., agency secretary, Equitable 
Life of Washington, D. 

In ALC Financial Section 
H. Monohan, financial vice 
Provident Mutual, was 
tary. 


DeLong 
president, 
elected secre- 





Kastner on Legislation 

Chicago—Life insurance legislation in 
the past year, at both the Federal and 
state level, was definitely favorable to 
the policyholders and the people of the 
nation, Ralph H. Kastner, general coun- 
sel of ALC reported at the Legal Sec- 
tion. 

While much of the activity at the na- 
tional level had at least a political tinge 
this year, it was a more quiet Congres- 
sional session than most of its pred- 
ecessors in recent years, from a life in- 
surance point of view. Significant 
amendments to the Federal Social Se- 
curity Act, included liberalized medical 
care provisions under old age assistance, 
aind the controversial medical assistance 
provisions for other aged persons not 
receiving regular cash payments, but 
deemed unable to meet their medical 
care expenses, operating through Fed- 
eral grants to states, with states re- 
quired to pass implementing legislation. 

“Without question, expansion of these 
benefits will continue a live issue at 
future sessions of Congress,” Mr. Kast- 
ner said. He also reported on Congres 
sional action on problems of the aged; 
heaith benefits under government em 
ployes Group insurance; investments and 
mortgages; antitrust law investigation; 


and District of Columbia enactments,’ 
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ALC’s Record Meeting 


(Continued from Page 1) 


some other committees. Furthermore, 
LIAA’s executive committee, which 
meets later this month, will also take 
some position on the report. Chairman 
of ALC legislative committee is General 
Counsel Satterthwaite of Penn Mutual, 
who is chief officer of Assciation of Life 
Insurance Counsel. 

Group insurance in force at end of 
1959 was $160 billion compared to $102 
billion at end of 1955. 


Guertin Gave Situation on Actuaries 


A. N. Guertin, ALC actuary, gave an 
address this week describing in detail 
the important role played by actuaries 
which turned out to be a broad review of 
the subject. He called attention to the 
fact that the work of actuaries involves 
so many facets of the business that their 
contributions are of great importance. 
Publications of Society of Actuaries he 
described as a mine of technical infor- 
mation, its “Transactions” being a publi- 
cation that is a must in the business. 
During 1960 there was published the two 
volume work called “Build and Blood 
Pressure Study” which he described as 
a monumental work which received 
tremendous publicity in newspapers and 
magazines acquainting the public with 
the development of new height and 
weight tables and bringing out studies 
which have effect on longevity of varia- 
tions of blood pressure. It is providing 
a basis for new look at substandards of 
many companies. It forecasts even 
broader studies of impairments in the 
future. He said actuaries are continu- 
ously investigating mortality in many 
fields. 

Discussing shortage of actuaries he 
said the Society of Actuaries has set 
itself to more than double the number 
of Fellows of the Society in next 15 
years with a target of 2,500 Fellows by 
1975. 


ALC in electing Otto Haakenstadt, 
president of Western States Life, Fargo, 
N. D., as president, selected an executive 
who is of high integrity and standing in 
Fargo, a man who built a company now 
having 110 million insurance in force and 
which was started from scratch by 
Haakenstadt, then a lawyer, and his law 
partner. 

Among significant addresses was that 

of Professor William J. Nowe, tax coun- 
sel of State Farm Life and tax law 
professor of University of Colorado. He 
said that in general life insurance policy 
proceeds received as a result of death 
are exempt from income tax. On other 
hand, proceeds in excess of cost where 
received for any other reason than death 
are taxable as gains or profits. 
_ Institute of Life Insurance is consider- 
ing whether life insurance should be 
represented in exhibits of New York 
World’s Fair. 





Edmond F. Karam Dies 


Edmond F. Karam, secretary-treasurer 
of the David H. Baron Agency, Inc., 
general agents, United States Life, N. Y., 
died suddenly on Monday of this week at 
his home in Brooklyn. 

Mr. Karam attended CCNY, where he 
received a BBA degree in sales and ad- 
vertising in 1943. In 1947 he received 
his MA degree from Columbia Univer- 
sity. After two years with the Army 
Air Corps, Mr. Karam started his insur- 
ance career on the staff of the Eastern 
Underwriter. He joined the advertising 
and sales promotion department of the 
United States Life Ins. Co., of which de- 
partment he later became director. 

He left the home office in 1955 to join 
the David H. Baron agency. Earlier this 
year he was made a partner of the 
agency and named _ secretary-treasurer 
When the organization was incorporated. 

r. Karam is survived by his widow, 
Samira, and his mother, 


Lane Financial Chairman 

Chicago—Carleton G. Lane, president 
Union Mutual Life of Portland, Me., is 
the new chairman of the Financial Sec- 
tion. Franklin O. Briese, vice president 
of Minnesota Mutual Life, was elected 
vice chairman. 





Ask Searching Non-medical 
Questions, says R. H. Reno 


Chicago—A suggestion that life insur- 
ance companies ask more searching 
non-medical questions of applicants for 
policies was made by Robert H. Reno, 
general counsel of United Life and Ac- 
cident. Speaking before the group’s 
Legal Section he said that “examination 
of the application forms currently used 
by a number of companies indicates that 
very little attempts is made to elicit non- 
medical information concerning the ap- 
plicant. 

“There is the ubiquitous question 
about occupation—but there is a glaring 
weakness even in this question in many 
application forms which fail to inquire 
of the man who may have more than 
one occupation. 

“A few companies inquire about ex- 
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pected journeys or hazardous undertak- 
ings, but they are precious few. Al- 
though some companies may inquire gen- 
erally and in broad terms as to non- 
medical information which has a bear- 
ing on the risk, or specifically about 
hobbies and avocations; and gambling 
habits; and association with criminals 
and racketeers; and convictions of 
crimes involving violence or moral turpi- 
tude—yet none of these or simi ar ques- 
tions has come to my attention.” 


NALU Committee Chairman 


Roy D. Simon, CLU, agent for Penn 
Mutual in Chicago, has been named 
chairman of The National Association of 
Life Underwriters’ committee on con- 
stitution and resolutions for 1960-1961. 
Mr. Simon’s appointment is announced 
by NALU president William E. North, 
CLU, New York Life, Evanston, III. 











Pension Sales Schools 


Between now and April, Lincoln National Life pension sales schools 
will be conducted by home office officials in 30 cities throughout the coun- 
try. Twofold purpose: (1) Provide refresher course for all Lincoln Life agents 


interested in this profitable market, (2) Introduce and explain the Company's 


new pension sales materials. 


Such activities and sales tools are another 
reason for our proud claim that LNL is geared 


to help its fieldmen. 


The 
LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 
Its Name Indicates Its Character 
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J. W. Sayler Talk 


(Continued from Page 5) 


merchandising program is to sell our 
salesmen on the need and the market— 
then when he is sold enough to own it— 
he will do a better job selling his client. 
Our sales department needs to train 
our salesmen and merchandise our prod- 
uct as one and not two separate services. 
Home office operations must be closely 
integrated. We need to sell harder and 
smarter to make sure all our people have 
adequate income protection against dis- 
ability, death, and retirement. This is 
the job we need to do—this is the job we 
can do by proper marketing and selling 
methods.” 


Where the Market Is 


We find a market of more than 72 mil- 
lion people employed with only 42 mil- 
lion, according to the Health Insurance 
Council, owning some form of disability 
income, Let’s also look at the record 
amounts of income to be protected—a 
present annual rate of $354 billion after 
taxes. 

“This means there are more than 30 
million prime prospects for new cover- 
age and 42 million policyowners who, 
in all likelihood, need additional cover- 
age. As we look at the market, we need 
also to look continually for ways to offer 
better and complete service to all of our 
people remembering that when we sell 
only a part of our services, we are selling 
ourselves short—actually missing oppor- 
tunities for increased business. We are 
policyowner short be- 
insurance 


also selling the 
cause life won't provide in- 
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come to a disabled man just as a dis- 
ability income contract won't provide 
money for a widow and the children. 

“Concentrating on taking care of 
the needs of the uninsured and the 
underinsured will be the best possible 
answer to those who propose that health 
insurance should be provided by some- 
one other than the private company. We 
can show them by effective marketing 
and selling for obviously our market po- 
tential of the present exceeds our mar- 
keting efforts of the past. 

“Perhaps it would be a good idea for 
all of us to find out just how much dis- 
ability protection our salesman owns— 
for if he hasn’t been able to sell himself, 
it’s unlikely that he can sell anyone. 
If he doesn’t own any—he won't sell 
any. We may be amazed at the results of 
such a survey. In all likelihood, we'll 
learn that a goodly number of our men 
mistake their renewal account for dis- 
ability income protection.” 





Bryan Reviews Litigation 

Chicago—In_ reviewing 285 legal cases 
involving life insurance in the past year, 
the American Life Convention found 
that nearly 53% of the decisions were 
favorable to the life insurance com- 
panies, ‘C. Clark Bryan, associate gen- 
eral counsel of the Convention, reported. 
Mr. Bryan, who spoke before the Legal 
Section of the Convention, said that out 
of the 285 cases studied, there were 73 
accident and health cases. 

“The remaining 212 were not all life 
insurance company cases by any means, 
but involved other subjects of interest, 
including taxation, labor law, bank- 
ruptcy, community property and so on,” 
he added. 

The categories of cases studied in- 
cluded Aviation and War Clauses; Fed- 
eral Trade Commission; Welfare Funds; 
Green River Ordinances; Murder of In- 
sured; Community Property; Bank- 





LIFE INSURANCE 


Opportunity for successful personal producer to 
manage Brokerage Dept. of Life Insurance General Agency 
located in Essex County, New Jersey. Salary plus arrange- 
ment. Replies in confidence. 


Send full details to Box 2850, The Eastern Underwriter, 
93 Nassau St., New York 38, N. Y. 











ruptcy and Exemption Statutes; Invest- : ° ° 
ments; Soldiers’ and Sailors’ Civil Re- Equitable Society Wins 
lief Act; Binding Receipts; Double In- Award for Direct Mail 


demnity; and Taxation. 


One perennial problem seems to be An outstanding direct mail campaign, 


with us forever—binding receipts—or conducted by Equitable Life Assurance 
conditional receipts, as they are now Society. has been chosen as one of the 
, fe ” eye on) ° . ° ° 
more commonly called,” Mr. Bryan said. major award winners in the annual in- 
anal ak waren senes eocend She. Met ternational contest held under the au 
year, six were decided favorably to the : € ats 


spices of the Direct Mail Advertising 
Association, 

Selected from among 300 entries, rep- 
resenting many of the largest users of 
direct mail in the world, The Equitable 
Life company was adjudged a winner in 
the financial group. 

Announcement of the award was made 
in Miami Beach as part of the proceed- 
ings of the 43rd annual convention of 
DMAA. William F. McCabe, assistant 


supervisor of sales promotion, accepted 


insurer, which is a considerable improve- 
ment over last year, when only five out 
of eight cases were ruled in favor of the 
insurer, 

“The Court of Appeals for the Seventh 
Circuit was the ony court which found 
ior the beneficiary under a conditional 
receipt. That case, Johnson v. Equitable 
Life Assurance Society of the U. S.,, 
avanee their Assured Home Ownership 

lan. Here Part II (medical) of the ap- 
primed was never completed. 


“On March 27, 1958 insurer gave ap- a_ plaque emblematic of the award for 
plicant a conditional receipt tor Pre- Equitable. 


liminary Term Insurance to April 30 and 
for the first monthly premium on the 
policy applied for. Applicant died on 
March 29. The court interpreted the 
transaction as a contract for interim in- 


The award was based on a series of 
four sales letters made available to 
Equitable agents for mailings to pros- 
pects. Each letter was directed at a 
specific audience. The most signficant 


surance and based its decision on the aspect of the campaign was the results 
usual grounds of ambiguous language obtained. Over 23% of the prospects 
used by the insurer in its receipt.” replied. 





How do you judge a company’s progress? 


Generally speaking, a company’s progress is judged by the sale of its product. 


—— 





— 











































But a life insurance company is somewhat more complex than others. 
Its product is intangible and it is not for the moment, but often for 
the remainder of life and beyond. 


There are many things to consider in measuring the progress of a life insurance 


company. Its sales, of course, and the growth of its insurance in force... 


its assets . . . the way its policy plans meet current needs . . . the efficiency 


and training of its sales force . . . the completeness of the service which 
it can offer its policyholders . . . the enthusiasm and company 


loyalty that extends throughout the entire organization. 


Measured by any of these standards, the Sun Life of Canada 

has been successful ever since its first policy was issued 

in 1871, and its progress continues to be sure.and steady 

today. Its $9 billion of life insurance in force protects 

the holders of well over two million policies and group certificates; 
150 branch offices from coast to coast in North America 

provide the finest of life insurance service, and its policy plans 

are modern and up-to-date in keeping with the changing times in which 
we live. The Sun Life is, indeed, one of the great life insurance 
companies of the world. 


SUN LIFE ASSURANCE COMPANY OF CANADA 


HEAD OFFICE: 


MONTREAL 
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Manager of Buffalo Agency 





Halle Stiegel 
ROBERT B. GROTE 


Robert B. 
manager of the Buffalo branch office of 
Connecticut General Life, succeeding 
Kenneth H. Curle who will devote his 
full time to clients. He has served as 
manager in Buffalo since 1955. 

Mr. Grote who has been assistant man- 
.zer of the Cleveland brokerage agency, 
joined Connecticut General in 1954 as an 
agent in Hartford and later served as as- 


sistant manager of the Hartford branch 
office. He is a native of Hartford and 
graduate of Holy ‘Cross College. 


Grote has been appointed 





Little Rock Cos. Merge 


Two prominent Little Rock life insur- 
ance companies have announced their in- 
tention to merge following recent meet- 
ings of their respective board of di- 
rectors. The companies consolidating 
are American Foundation Life and Pi- 
oneer Western Life. Announcement of 
the merger plans was made jointly by 
Louis H. Hinkle, president of American 
Foundation Life, and Frank Whitbeck, 
president of Pioneer Western Life. 

As a first step in the consolidation, 
Mr. Hinkle was elected chairman of the 
board of American Foundation and Mr. 
Whitbeck was elected president. Other 
officers elected were Jean Woolfolk, sec- 
retary-treasurer, and H. Maurice 
Mitchell, vice president and _ general 
counsel. Edwin F. Jackson is first vice 
president; Jack Finnegan, comptroller; 

E. Witte, assistant secretary; and 
Dr. H. Fay H. Jones, medical director. 

During the period required for con- 
solidation, the officers of Pioneer West- 
ern Life will remain unchanged. 

The name of the consolidated com- 
pany will be American Foundation /Pi- 
oneer Western Life. 

The combined financial strength of the 
consolidated companies is in excess of 
$3,000,000 of assets. Of this, more than 
$1,500,000 represents capital, surplus and 
contingency reserves, not including legal 
reserves required by law to guarantee 
policy provisions. More than 75 agents 
and managers make up the field organ- 
ization of the combined companies, and 
the combined insurance in force of the 
two companies at mid-1960 was in excess 
of $60,000,000. Total annual income in 
1960 is expected to exceed $1,750,000. 





Druehl Made a Director 


Hugo W. Druehl of Los Angeles was 
announced as a new member of the 


oe of directors of Western Travelers 
ife, announced Edwin J. Garrett, presi- 
ent. Mr. Druehl is president and direc- 


a of Arrowhead and Puritas Waters 
ne, 





Nashville General Agent 

Thomas M. Harrison has been ap- 
pointed general agent in Nashville for 
Pan-American Life. He is president of 
the General Agents and Managers As- 
sociation and director of the Nashville 
Association of Life Underwriters. 

Prior to joining Pan-American Life, 
Mr. Harrison was general agent in Nash- 
ville for Lincoln National Life. Preceed- 
ing this he was agency vice president in 
Memphis for Columbian Mutual Life. 
From 1945-54 he was a general agent in 
Jackson and Memphis, Tennessee. 


C. G.-Department Hearing 

Wikie Bushby of Dewey, Ballantine, 
Bushby, Palmer & Wood represented 
Connecticut General at an oral hearing 
in Supreme Court, Appeal Division, Oc- 
tober 6 in case of that company vs. New 
York State Insurance Department, grow- 
ing out of a proposal by which the C. 
G. was to have obtained control of stock 
of National Fire. New York State In- 
surance Department refused to approve 
the proposed acquisition of stock. Rep- 
resenting the Superintendent of Insur- 
ance Thomas Thacher was Assistant At- 
torney General George K. Bernstein. 


Names Two General Agents 


Gordon E. Crosby, Jr., vice president 
and director of agencies for United 
States Life, has appointed Phillip B. 
White, general agent, in Fremont, Calit., 
and Clyde E. Morgan, General Agent, in 
Peoria, Ill. 

Mr. White entered the personal insur- 
ance business in 1953. He comes to The 
United States Life from the Genera! Life 
of America. 

Mr. Morgan first entered the insurance 
field in 1955. Since 1957, he has been a 
successful personal producing agent in 
Peoria for Mutual Of New York. 





FREE BOOKLET from MONY compares life insurance 





with stocks and bonds as an investment... reveals 
that life insurance can be superior in many cases 


In these inflationary times, do your clients sometimes ques- 


tion the investment possibilities of life insurance? Do they [ 
ask: “Should I buy term and invest the rest?’ 


MONY’s new booklet, “‘The Unique Investment Features of Life 
will help you answer these questions and others. 


Insurance,” 


insurance as against stocks and bonds, and cites advantages 
that life insurance often has over any other kind of invest- 
ment. The booklet has created so much favorable comment 
that we are making it available to all life insurance people. 


If you’d like a free copy, MONY will send you one. 


| 
| 
| 
| 
The booklet compares the investment performance of life : 
| 
| 
| 
| 
| 


Please send me a free copy of: ‘““The Unique 
Investment Features of Life Insurance.” 


Name. 








MONY, Dept. EU 106 
Broadway at 55th Street, New York 19, N.Y. 


| 
a) 





City. 


Address 





Zone 





Muw.aO- New Vor ees 


The Mutual Life insurance Company Of New York, New York, N.Y 
Soles and service offices located throughout the United States and 
For Life, Accident & Sickness. Group Insurance, Pension Plons, MOBY TODAY MEANS M@NEY TOMORROW! 
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Agent Efficiency Up To Management 


Frank O. H. Williams, Senior Vice President Connecticut 
General Life, Tells ALC There Is Need For 
More Direction From The Top 


ultimate responsibility 


that an agent is effec- 


Chicago—The 
for making sure 
tive in front of people rests squarely in 
the lap of the home office. said Frank 
O. H. Williams, senior vice president of 
Connecticut General Life. addressing 
American Life Convention this week. 

“This responsibility can be discharged 
only by the 
management, by 
by insisting that these standards be 
lived up to,” said Mr. Williams. 

“It would be fair to say that we have 


selection of strong field 


setting standards and 


become one of the more _ progress- 


minded, change-conscious of all busi- 


nesses. But if there has been and is a 
Change with a capital “C,” one fact of 
life remains constant—and that is: The 
Agent is Still King! 
“Life insurance is first, foremost and 
When 
distribution, he is 
talking about the agent. It still takes an 


agent to find and deal with the buyer, 
to uncover real problems, to solve these, 
and, in so doing, to move the product. 


Has The Agent Been Neglected 


“T have sensed, as have others, 
throughout our industry, a great involve- 
ment in the problems of taxation, auto- 


forever a distributive industry. 


one is speaking of 


mation, revised and modernized systems 
and the impact of poor legislation, at the 
federal level, upon our business. I have 
developed the feeling, occasionally, per- 
haps frequently, that similar attention 
has not been paid to the problems of 
the individual agent. 


“Something more must be done about 
recruiting. Much has already been done, 
but there has not been enough in the 
way of encouragement or demands from 
top level for finding and attracting more 
and better agents. When, under the guise 
of recruiting, one man is selected from 
an allegedly large group (which, in fact, 
usually consists of one or two men), 
there is something obviously wrong. Yet, 
this is still the general recruiting rule and 
not the exception. 

“No one ever benefits from bringing 
a future failure into life insurance, and 
least of all those who are called career 
agents. The addition of one good man 
enhances the stature of all good agents. 
The failure of one man who _ never 
belonged in the business is a severe blow 
to the prestige of all who do. 

“In spite of these facts, it is not true 
that top management has too often dele- 
gated or relegated to the shelf and, if re- 
sults are to be taken at face value, 
abandoned its responsibility for intelli- 
gent support and guidance of field man- 
agement in recruiting and selection ? 

“The solution to the problem of find- 

(Continued on Page 12) 





and assisted in developing 


AVAILABLE — ADVERTISING AND SALES PROMOTION MAN 
Over 10 years enarenee ,background. Has handled trade journal advertising 





a 
for sales aids and company literature. 
arranged com 


Prefer New York or within 300 miles. 





Has —_—. SS direct mail programs .. . 
ny convention . . . developed special sales campaigns . . . served as 
editor and handled publicity releases. Both lerge and small company experience. 


Box 2849, The Eastern Underwriter, 93-99 Nassau St., New York 38, N. Y. 


Chief copywriter and idea-man 








Beesley Sees Challenges 

Chicago—Speaking as chairman of the 
Agency Section, J. L. Beesley, CLU, 
senior vice president of Equitable So- 
ciety, said: 

“Perhaps never in our history has a 
decade proposed challenges comparable 
to those of the 60’s. We have built our 
program today around a definition and 
an examination of our opportunities in 
many areas of sales operations to meas- 
ure up to these responsibilities. It is 
trite for me to say that the life insur- 
ance business has a big stake in and 
perhaps the greatest responsibility for 
the victory of freedom as we observe 
the two living ideologies of government 
which are today vying for world supre- 
macy. 

“Life insurance is an 
freedom for the average man and his 
family. 


instrument of 


None other can match its ca- 
pacity to provide security—dignity—and 
peace of mind. It is born in thrift and 
sacrifice. Its motivation is love and self- 
reliance. It is indeed the antithesis of 
the communistic philosophy. 

“The life insurance industry is an in- 
strument of free enterprise for the so- 
ciety where it flourishes. None other 
can match its capacity to provide the 
life giving means of capital formation 
for the improvement and growth of a 
free ccc momy. Again, it is the antithesis 
of statism.’ 


Lapse Notice to Assignees 
Chicago—In the absence of contract or 
statutory obligation, a life insurance 
company should not be obliged to notify 
an assignee under a policy when pre- 
miums fall due, or when premiums have 
not been paid, according to Ralph J. 
Chittick, associate counsel of Connecti- 
cut Mutual Life, told the Legal Section. 
This was the ruling in Goldheim v. Con- 
necticut Mutual Life, in which the two 
policies involved were issued in May, 


1954. Each contained an automatic pre- 
mium loan agreement, and eventually 
each policy was assigned as security 


for the debt of the insured, although the 
assignments were absolute in form. They 
were recorded in the home office records 
of the insurer in accordance with the 
policy provision. 

The policies lapsed without value be- 
cause of failure to pay the December, 
1956 premiums, and the insured died 
June 17, 1957. The insurer was 
requested by 


never 
either assignee to give 
notice of premiums due, or of failure of 
the insured to pay such premiums when 
due, and no such notice was given to 
the assignees. 

The policies did not obligate the in- 
surer to give notice of premiums due to 
assignees, and in practice the insurer 
did not give such notice un‘ess required 
by statute to do so unless specifically so 
requested by the assignee. 
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does 
this man 
place on 

life 
insurance? / 





The answer in part may be seen in the amount of life 
insurance he himself owns — More than $100,000 — or 
in the amount he sells — over three quarters of a million 


dollars per year. 


Who is the man? He is the composite of Fidelity’s 75 
leading producers for last year. 





The FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


PARKWAY AT FAIRMOUNT AVENUE, PHILADELPHIA, PA. 





TO THE OME MAN in 
SEVERAL WHO WANTS MORE 
THAN JUST A WEEH’S PAY... 





This opportunity available in these states: 
California, Florida, Illinois, Indiana, Mary- 
land, Michigan, Mississippi, North Carolina, 
Ohio, Pennsylvania, Vermont, Virginia. 


For complete information write 
Box 2842, The Eastern Underwriter 
93 Nassau Street, New York 38 


Now get into 


the top earnings 
brackets made pos- 
sible with an amaz- 
ing new contract... 


specially designed 
for the personal 
producer who wants 
to be his own boss 
without the responsi- 
bility of agency 
building. Vested re- 
newals provision; 
pension program; 
TV deelulolivelatel Mit] om 
port to help the right 
man grow! 
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At Chicago 





Stoddart Gives Labor Decisions 


Chicago—As a result of five “land- 
mark” decisions of the U. S. Supreme 
Court in 1960 in the general area of 
iabor-management disputes, management 
decisions are more likely to be sub- 
jected to the judgment of impartial 
arbitrators, John B. Stoddart, Jr., assist- 
tant general counsel of The Prudential 
warned. Mr. Stoddart, who spoke before 
the Legal Section, listed the significant 
cases aS: 

1. N.R.L.B. v. Insurance Agents’ Inter- 
national Union. 

2. Order of Railroad Telegraphers v. 
Chicago and N.W.R. Co. 

3. United Steelworkers of America v. 
American Mfg. Co. 

4. United Steelworkers of America v. 
Warrior and Gulf Navigation Company. 

5. United Steelworkers of America v. 
Enterprise Wheel and Car Corp. 

As a result of these revolutionary de- 
cisions, Mr. Stoddart said, the role of 
arbitrators in resolving labor-manage- 
ment disputes will expand. “There has 
been a slow erosion of management 
rights in the never-ending battle by labor 
in seeking to either negotiate or arbitrate 
the exercise of management rights,” he 
said, “The quasi-judiciary—arbitrators— 
has been enhanced to the extent that a 
new common law of labor relations has 
been created. 

“The Southeastern Underwriters case 
of 1944 held that the business of insur- 
ance was commerce, and that when con- 
ducted across state lines it was interstate 
commerce, and therefore subject to the 
Sherman Anti-Trust Act. On the same 
day the court held in a unanimous de- 
cision in the (Polish-National Alliance 
case that a fraternity benefit society 
was subject to the National Labor Re- 
lations Act. 

“Consequently, where an employer-em- 
ploye relationship exists in the life insur- 
ance business, there can be problems with 
enert to the National Labor Relations 
ct. 

“The efficiency operation of a life 
insurance company demands aggressive 





Law Handbook For Agents 


_Chicago—The announcement of pub- 
lication of a handbook of law for life 
insurance agents was announced at the 
annual meeting of ALC by Barry L. 
Oakes, executive vice president of Re- 
public National Life, Dallas. Mr. Oakes 
said the new handbook, the first of its 
kind, would be interesting, valuable and 
informative to the life insurance busi- 
ness in general. It consists of a series 
of charts listing the pertinent phases of 
the laws relating to life insurance agen- 
cies for each state and territory in the 
nation, as well as the District of Co- 
lumbia. 

The Insurance Departments of each 
state, Puerto Rico and the District of 
Columbia have checked the material in 
the handbook. Information is given 
about the length of the license year; 
requirements for original license and re- 
newal applications; fees; special data is 
given for each state. 

In addition to the charts, the hand- 
book reports legal rulings pertaining to 
agencies, including the definition of an 
agent; material on creation, duration and 
termination of agencies; the authority 
of the agent, and limitations on his au- 
thority; duties of an agent to the in- 
Surer and the insured; and penal and 
criminal liability of the agent. There is 
also information given on agents’ com- 
pensation and commissions. 

In the preparation of this excellent 
handbook, Mr. Oakes was assisted by 
members of the legal staff of the Re- 
public National Life: John Fox Holt, 
vice president and general counsel; and 
Thomas G. Nash, Jr., assistant counsel, | 


decision-making which necessarily must 
be retained by management to protect 
the interest of the public and the policy- 
holder. The so-called management rights 
should be kept free from interference, 
except to the extent that state regulatory 


supervision is necessary to protect the 
policyholders. 

“The effect of the Supreme Court de- 
cisions possibly limits the right to man- 
age by subjecting management decisions 
to arbitration where such decisions are 
contested by a union in conformity with 
the arbitration clause of collective bar- 
gaining agreements. 

“Since the famous case of Lincoln 
Mills, decided in 1957 by the United 


States Supreme Court, there has been 
increased interest by Federal courts in 
the regulation of arbitration proceed- 
ings pursuant to collective bargaining 
agreements. The 1960 cases will create 
grave and serious problems in this area, 
and will require company negotiators 
to insist on more specific language in 
arbitration clauses to guarantee to the 
companies their right and responsibility 
to manage.” 
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audio-visual training 
technique visualizes 
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them in approaches that will 


make their field performances more effective. 
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Training Directors Meet 

A lawyer, an actuary, an economist, 
and a life company president, last week 
told members attending the Fall meet- 
ing of the New York Area Training 
Directors Association how their activities 
inter-relate with the training of agency 
and fie'd personnel. 

The supervising and interpreting of 
estate planning ideas and business in- 
surance possibilities were pointed out by 
Price H. Topping, vice president and 
general counsel, Guardian Life of 
America, as areas in which the company 
legal and training departments work to- 
gether. 

Milton J. Goldberg, director of re- 
search, Equitable Life Assurance Society, 
reviewed the actuarial responsibilities of 
creating and designing new policies, and 
noted that it is the training depart- 
ments’ responsibility to inform the field 
force of those innovations. 

Orson H. Hart, second vice president 
and director of economic studies, N. Y. 
Life, pointed out that the American econ- 
omy can be aided by selling the types of 
life insurance that will enab’e the life 
companies to contribute capital to the 
economy. 

Concluding speaker on the program, 
Richard E. Pille, president, Security 
Mutual Life, made four specific observa- 
tions on a company training department: 

Field attitude is best set by the train- 
ing department. The training department, 
should be and generally is, the major 
source of suggestions for company bz>t- 
terment and development. The training 
department can and should be one of 
the most important catalysts in making 
for a team operation within the com- 
pany. The training department must 
know its own job and how to do it. 


Frank 0. H. Williams 


(Continued from Page 10) 





ing and electing the one man out of 
many who has the capacity and the qual- 
ity to share the name agent is complex 
but not impossible. It does imply top- 
level responsibility for the adoption of 
standards so rigid and stringent that a 
man is hired only if there is a prepond- 
erance of evidence favoring his chances 
for success. 

“This calls for insistence on processes 
designed to answer these searching ques- 
tions: ‘Is this business teally right for 
this man?’ ‘Will this career bring him 
true satisfactions and adequate rewards ?’ 
Obviously, this calls for putting empha- 
sis on the man rather than on the im- 
mediate recruiting needs. 

“The accomplishment of these stand- 
ards requires continuing guidance and 
aid from the Home Office. This does not 
imply intervention or interference in 
matters of field sales management. It 
does call for a closer, more critical look 
from a high level at the fundamentals of 
distribution. 

“Before there can be high standards 
for agents, there have to be higher stand- 
ards for the men who select them. We 
need more and better general agents and 
managers. Is it not true that there has 
been too much substitution of potential 
promise for proven performance in ap- 
pointing field management? Have we not 
toc frequently substituted hope for judg- 
ment? The concept of a calculated risk 
is proper, but when it becomes a habit, 
the name for it is plain recklessness. 
[ hesitate to use the word foolishness, 
because the results have been too tragic. 

“Too frequently, the mere academic 
understanding of management matters 
has led to an appointment as general 
agent or manager. Too frequently, an 
agency has been the dubious reward for 
surviving, not necessarily succeeding, in 
field sales. 

“Too often our business has taken 
a successful agent and tried to force 
him into the mold of management with 


equally distressing results. Real strength 
is needed in field management. New an- 
thority and responsibility must go hand 
in hand with the old-fashioned account- 
ability for execution. Any company can 
vote in, by home office committee, man- 
agement conference or top-level consent, 
a powerful program of agent recruiting. 
This powerful program will continue to 
exist only on paper as the minutes of a 
thought-provoking meeting, unless there 
is strong support for it by stronger 
field managers. 

“Second, there is a need for more 
direction from the top in evolving a real- 
istic career for the agent. Appointing 
men destined to failure is not a matter 
of poor election alone.” 








LIFE BROKERAGE SUPERVISORS 


Five men needed to manage our Life brokerage operations in Char- 
lotte, Chicago, Cleveland, Pittsburgh and Washington. Must develop 
life business through licensed agents and brokers. At least five years’ 
experience in selling, agency supervision and brokerage in the ordinary 
field, also a good working knowledge of Group Life and A&H brokerage 
development necessary. Position offers excellent salary, car and ex- 
penses, plus incentive. Send complete resumé, or call Dir. of Sales, 
Valley Forge Life Insurance Co., Reading, Pa., member of American 
Casualty Group. All replies confidential. 











Why so many | 





brokers prefer 












































Great-West Life has many other advantages too! Here are the most important 
a wide range of quality contracts; rates that win sales; personal,attentive service 
on every contract; liberal commissions; complete co-operation and open-minded 
assistance from Head Office; plus the fact that Great-West is firmly established as 
one of the most experienced leaders in brokerage business. 


Increase your earnings . . . by selling Great-West Annuities. Call or write your 
nearest Great-West office today. . 








Great-West Life | 


Great-West Life Annuities offer your clients — at low cost — a life-time tax- 
sheltered investment . . . offer you a very profitable commission rate. In addition 
to the participating Annual Premium Retirement Annuity, Great-West has a wide | 
variety of participating and non-participating Single Premium Plans and many 
other contracts tailored to suit individual requirements . 
Annuity, Term Certain Annuity, Reversionary Annuity ... in fact, there’s a 
profitable Great-West Annuity to meet every need. 


. . such as Temporary 





The Great-West Life Assurance Company 


HEAD OFFICE - WINNIPEG, CANADA 
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Metropolitan Claims Head 
Retires After 31-Years 





JOHN B. NORTHROP 


John B. Northrop, third vice president 
in charge of claims, retired October 1 
after a distinguished 3l-year career with 
the Metropolitan Life. 

A lawyer by profession, Mr. Northrop 
was educated at Williams College and 
Harvard Law School, receiving his LL.B 
degree in 1925. He began his practice 
with the law firm of Hughes, Rounds, 
Schurman and Dwight, the senior part- 
ner of which was Charles Evans Hughes, 
who later became Chief Justice of the 
U. S. Supreme Court. 

Mr. Northrop joined the Metropolitan 
in 1929 as an attorney in the law divi- 
sion. In 1933 he was assigned to the 
company’s claim work as assistant man- 
ager of the claim division, and in 1937 
was made manager of the division. He 
was appointed an officer of the company 
with the title of third vice president in 
1944 


Last year the Metropolitan paid out 
$1,275.562.481, excluding dividends, to 
policyholders and beneficiaries. Of this 
amount, $527,189 369 was paid in death 
claims, and $748,372.843 in benefits to liv- 
ing policyholders, including $327.395,130 
in claims under accident and _ sickness 
policies. 





Tops Million in September 

The Lee Nashem Agency Ltd., general 
agents for Canada Life at 110 East 42nd 
Street, New York City, have paid for 
in excess of $1000,000 in September, 
according to Lee Nashem, general agent. 

The Nashem Agency led all agencies 
of another life insurance company with 
nearly $29 million of paid for in 1959. 
Changing to Canada Life April 1, 1960, 
the agency now has 76 people associated 
with it—20 full time representatives, 40 
brokers and six in office staff—the agen- 
cy remains at the same location across 
from Grand Central where it has been 
for nearly 13 years. 

Leaders in paid for business are Rich- 
ard H, Mayer, with approximately $1,- 
000.000 of Canada Life paid for since 
April 1, 1960 and Theodore E. Lewis, 
with approximately $800,000 of paid for 
since April 1, 1960. 

Associated in management operation 
are the following: Richard H. Mayer and 
Moe Stern, agency supervisors: James 
F. Toal, brokerage supervisor; Theodore 
E. Lewis, associate agency supervisor; 
Paul H. Mon, CLU, office supervisor; 
Fred Bitterfield, cashier; Lillian Hanser, 
agency secretary; Harry Blatt, mathe- 
Matician; Betty Madoff, new business 
«nd Laura Feurtado, receptionist. 


APPOINT LOSEY, HEESAKER 

Kenneth W. Losey, home office Group 
representative for Northwestern National 
Life, has been appointed regional Group 
manager for the company at Nashville. 
At the same time, Larry Heesaker, a 
member of the Group department staff, 
has been named a home office Group 
representative. 


Mr. Losey is a graduate of Bowling 
Green University, while Mr. Heesaker is 
a graduate of the University of Ne- 


braska. 


G. A. Hatzes’ Son Succeeds 
Him at Washington, D. C. 


Fidelity Mutual Life has established a 
general agency at Ft. Pierce, Fla. and 
named as general agent George A. Hat- 
zes, who has been general agent at 
Washington, D. C. for 21 years. Suceed- 
ing him at Washington is his son, R. 
Louis Hatzes, CLU, who has been as- 
sistant general agent there since 1958. 

George Hatzes is a former president 


of the District of Columbia Life Under- 
writers Association and also the General 
Agents and Managers Association. He 
is a Life and Qualifying member of the 
Million Dollar Round Table. 

Louis Hatzes, who got his CLU desig- 
nation in 1954, is a graduate of Butier 
University, Purdue Institute of Life In- 
surance Marketing and the LIAMA 
Management School. He joined the 
Washington agency in 1950, was made 
supervisor in 1951 and then assistant 
general agent. 

















GROW 

WITH 

A NEW 
PACKAGE 











From a dynamic new company has come a new family policy tailor-made to fit the needs 
and income of the average American family. For approximately one dollar a day, this unique 
Citadel Life policy will provide full life insurance as well as endowment payments at the age 
of 65 to the head of the family and his wife, plus $1,000 a year for four years to Junior, 
beginning with the end of the 17th year to insure a college education. 

Here is a family policy that will virtually sell itself. 
Citadel Life is a growing company. Grow with it. 


For furthe 





r information, call or write: 


@ 


THE CITADEL LIFE INSURANCE COMPANY OF NEW YORK 
444 Madison Avenue, New York 22, New York # PLaza 3-7800 


General Agency opportunities available throughout New York State 
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' American Life Convention Annual Meeting At Chicago 





Leighton Foster Tells Why Canadian 
Companies Had Sought Mutualization 


Chicago — Life insurance transacted 
across a common border is a good ex- 
ample of how two peace-loving nations 
can live and work together in a very 
competitive industry, R. Leighton Foster, 
Q. C., managing director of the Can- 
adian Life Insurance Officers Associa- 
tion, told the meeting of the 
American Life Convention. Life insur- 
ance men of Canada and the United 
States had helped the people of both 
countries to understand each other bet- 
ter and this fact, he said, had made a 
distinct contribution to the unity of the 


annual 


Western powers. 

Wherever possible, the speaker said, 
business across international borders 
should be a two-way street with a rea- 
sonably balanced flow in both directions. 
He pointed out that 35 United States 
companies were doing business in Can- 
ada while 13 Canadian companies op- 
perated in the United States. 


Life Insurance in Canada 


“The net amount of life insurance in 
force in Canada at the end of 1960 will 
approximate $47,000 million,” Mr. Foster 


continued. “Canadians now own more 


life insurance in relation to national in- 
come (163%) than the people of any 
other country — including the United 
States. During 1960 it is estimated that 
new policies issued and paid for in cash 
in Canada will total $6,000 million. The 
great bulk of Canadian life insurance 
continues to be carried by Canadian and 
United States companies although we 
now have companies from the Nether- 
lands, Switzerland and Germany, as well 
as British companies, writing new busi- 
ness in Canada. United States compan- 
ies carry 28% of the business. 
“While United States companies still 
have more life insurance in force in 
Canada ($11,790 million at the end of 
1959) than Canadian companies have in 
the U.S.A. ($8,057 million), and while 
more United States compan‘es (20) have 
entered Canada than Canadian compan- 
ies (1) have entered the U.S.A. during 
the past fifteen years, the United States 
business of the Canadian companies has 
been increasing more rapidly during the 
past thirty-five years. In 1925 it was only 
one-third the volume of the Canadian 
‘business of the United States compan- 
ies ($418 million compared to $1,377 mil- 
lion); today it is more than two-thirds 
as much.” 

Mr. Foster had the following to say 
about competition: . 

“If those of you who are associated 
with United States companies on this 
side of the line sometimes find the com- 
petition (for example, some of the pre- 
mium rates) of the Canadian companies 
unduly irksome, shall we say, may I re- 
mind you that United States companies 
have frequently given the Canadian 
companies a bad time on their own home 
ground. 


Investments in Canada 


“The total assets of United States com- 
panies licensed in Canada exceed $80,000 
million and some of them are heavily 
over-invested in our country. Contra, 
the assets of all the Canadian companies 
total only about one-tenth that amount 
($8,320 million). It follows that United 
States companies sometimes have quite 
an edge in investment and other situa- 
tions in Canada. For example, Canadian 
companies with federal charters may not 
invest their funds in real estate mort- 
gages if the investment exceeds 60% 


of the value of the real estate covered 
thereby, whereas many United States 
companies are not so restricted (except 
in respect of mortgages held in trust 
against liabilities in Canada). Then, very 
many Canadian corporations are subsid- 
iaries of United States corporations— 
often quite an important factor where 
group insurance is concerned. Again, 
Canadian companies generally have al- 
ways favored permanent insurance with 
guaranteed values; some of the United 
States companies in Canada that favor 
term plans gave Canadian companies 
and fieldmen no end of trouble for many 
years. Also, United States companies 
are not limited as to the amount of life 
funds that may be transferred to develop 
accident and sickness business. I hope 
you will bear these facts in mind any- 
time you are inclined to be a bit rest- 
less under the strain of some Canadian 
company’s competition here in the 
U.S.A.” 


Mentioning the recent mutualization of 


some Canadian companies, Mr. Foster 
commented: 
“A few years ago many Canadians 





were greatly concerned about the possi- 
bility that control of several of our 
larger life insurance companies having 
a capital stock might pass outside of Can- 
ada. Five of them are more than 
seventy-five years old and an additional 
six are over sixty years old. Each of 
the five largest has assets in excess of 
$000 million and each of three others 
has assets of more than $250 million. 
“While a young country like Canada 
certainly needs capital, and while most 
Canadians appreciate the confidence dis- 
played by many Americans and Euro- 
peans in Canada’s future prosperity as 
indicated by their large investments in 
Canadian enterprises, naturally no self- 
respecting country can afford to see the 
control of her major financial institu- 
tions, her larger banks and life insurance 
companies, pass into non-resident hands 
—no matter how friendly. Our Canadian 
chartered banks are well-capitalized and, 
so far as I am aware, their control by 
European or American investors has 
never been threatened. On the other 
hand, none ot our Canadian life insur- 
ance companies has a_ paid-in capital 
of more than $2 million. Our federal 
authorities have always held the view 
that, once established, a life insurance 
company does not need additional capital. 
This explains why Canadian life insur- 
ance companies have been characterized 
as ‘sitting ducks’ for investors chiefly 
(Continued on Page 15) 


Need For Permanent Life Insurance 


W. M. Anderson, President of North American Life, Shows 
Importance of Combined Protection and Savings Which 
He Calls the “Great Responsibility” of the Companies 


Chicago—No other method or combin- 
ation of methods possesses the versatile 
efficiency of a program of protection and 
& saving for securing the financial future 
of the family, said W. M. Anderson 
president of North American Life, ad- 
dressing the Agency Section of ALC. 

“From both the social and economic 
points of view,” said Mr. Anderson, 
“permanent life insurance has become 
the great responsibility of the life in- 
surance companies and of all of us who 
work for life insurance companies, either 
in the field or in the home office. 


More Than Half Is Term 


“Life insurance is in the position today 
where over half of the current protection 
furnished is under term coverages ot 
various kinds and about two-thirds of 
the annual expansion in protection is in 
this form,” continued Mr. Anderson and 
he cited the following figures. 

During the five year period from the 
end of 1954 to 1959, life insurance in 
force increased by $227 billion, an aver- 
age of $45% billion per year and an an- 
nual growth rate of about 10%. The 
permanent plans of insurance had an 
average annual growth of $17% billion, 
of which $3% billion represented the in- 
crease in policyholders’ savings in the 
form of life policy reserves and $14 bil- 
lion the expansion of net current pro- 
tection. The annual growth in term 
coverages of $28 billion comprised $16 
billion for Group insurance, $3% billion 
for credit insurance and $8% billion for 
individual term policies and temporary 
additions to other plans. 

“In case of policyholders’ savings, the 
policy reserves may be regarded as an 
indication of size and trend since other 
policy obligations are offset approxi- 
mately by policy loans and due and 
deferred dividends,” continued Mr. An- 
derson. “At the end of 1959, policy re- 
serves in United States and Canada were 
estimated to be over $100 billion, with 
an average annual growth during the 
last five years of close to $5 billion. An- 
nuity reserves, which accounted for more 
than one-fifth of the total and about 


30% of the annual growth, are expanding 
currently at about 9% annually as com- 
pared with a rate of less than 6% for 
life policy reserves which are combined 
with current protection under the per- 
manent plans of insurance. 

“From the foregoing figures it may be 
seen that to a substantial and increasing 
degree the life insurance business is pro- 
viding current protection in forms which 


are not linked with the policyholder 
savings and, similarly, that to a sig- 
nificant and increasing extent policy- 


ho der savings are being accumulated in 
forms not linked with current protection 


against the risk of death. From the 
over-all point of view, net protection 
currently in force is about 5% times 


policyholders’ accumulated saving but 
the annual growth in protection is about 
9 times the growth in saving, the an- 
nual growth rates being about 11% for 
protection and 6% for saving. 


Life Insurance in Context 


“Looking at our business in the 
broader context of the community at 
large, it may be estimated that the total 
need for protection either through in- 
surance or accumulated saving is of the 
order of $3 trillion and that this need 
is expainding by around $200 billion an- 
nually. I would be doubtful if the ag- 
gregate of life insurance in force taken 
with social security protection, employer 
benefit plans and accumulated personal 
saving of all types covers as much as 
two-thirds of the total need for protec- 
tion and, accordingly, it may be judged 
that the uncovered need today is at least 
$1 trillion, or roughly twice the total 
amount of private life insurance protec- 
tion now in force. This situation sug- 
gests that there is ample room for 
rapid and continuing expansion in all 
forms of protection, whether provided by 
individuals themselves or through mass 
coverages, without raising the possibility 
that the growth of one form of protec- 
tion may curtail the progress of another. 
In particular, it may be concluded that 
the future growth of permanent life in- 
surance wili be controlled largely by the 


extent to which personal saving is car- 
ried on through the life insurance com- 
panies and that the extent to which 
current protection is providel through 
life insurance or otherwise will have no 
important limiting effect upon the po- 
tential of the permanent p!ans. 

“The size and trend of policyholders’ 
savings present certain difficulties in 
measurement, both within the life insur- 
ance business and in relation to total 
personal saving or total institutionalized 
saving. Savings through the life insur- 
ance companies form an important part 
of the personal and institutional savings 
totals but the available evidence indi- 
cates that the importance of the life 
companies as a savings channel has been 
declining somewhat in recent years in 
relation to the share of total savings 
held and in the share of annual savings 
growth. Furthermore, within the life in- 
surance business the savings related to 
the permanent plans have not been grow- 
ing as rapidly as savings which are not 
linked with current protection. 


Economic Importance of Long Term 
Personal Saving 


“In examining the position of policy- 
holders’ savings, it is desirable to estab- 
lish the general context within which 
they operate. Today we live in a society 
where the possession of personal earning 
power is the predominant economic as- 
set, far out-shadowing the possession of 
property. The great bu‘k of this personal 
earning power is exchanged for money 
income in the employer-employe rela- 
tionship. The money value of personal! 
earning power is affected by many fac- 
tors but the most important of these is 
undoubtedly the amount of productivity 
invested capital per working person. 
Productive capital per worker is the key 
to high and rising productivity and, in 
consequence, the main source of high 
and rising standards of living. 

“In a free enterprise democratic so- 
ciety the only satisfactory way of su- 
staining a high and increasing level of 
productive capital per worker is through 
a high and sustained level of personal 
saving productively invested in long term 
form. The manner of operation of the 
life insurance business is aimed pre- 
cisely in this direction. The great bulk 
of the policyholder saving and the char- 
acter of the companies’ promises are es- 
sentially long term. In consequences, 
life company investments tend in the 
direction of the long term  non-call- 
able channels which provide an efficient 
and favoured method of financing pro- 
ductive capital facilities. 

“In addition, the mixture of national, 
regional and local companies in the life 
insurance business has the effect of pro- 
moting a flow of long term industrial 
capital which is diversified by locality 
and industry in a very efficient manner. 
No other type of financial institution 
possesses in the same degree that life 


insurance does, the ability to deploy long. 


term productive capital investment to the 
best advantage of the community at 
large. In short, a continuing high level 
of policyholder saving through the life 
insurance companies is most advantage- 
ous to the economic objectives of the 
society in which we live. Indeed, the 
prospective, continuing demand for long 
term investment capital imposes a duty 
upon the life insurance companies to 
maximize the growth of policyholder 
saving. 


Social Importance of Long Term 
Personal Saving 


“Turning to the social aspects of per- 
sonal saving, it should be most evident 


to any thinking person that the de--. 


velopment of our urbanized, industria! 
society which has brought in its train 
the two-generation family dependent 
upon money-wage personal earning 
power, has also produced a necessity for 
long term personal saving of substantial 
magnitude Under . today’s conditions 


(Continued on. Page 16) 
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Leighton Foster 


(Continued from Page 14) 


interested in long-term prospects and the 
control of large blocks of money. 

“Such being the situation, federal legis- 
lation was enacted in 1957 to permit 
Canadian life insurance companies hav- 
ing a capital stock to mutualize. Several 
of our large companies have now retired, 
or are in the process of retiring, their 
capital stock and the Canadian control 
of a large segment of the business is 
thus assured. In fact, 59% of the world- 
wide life insurance in force with Can- 
adian companies is now on the books of 
mutual companies or companies that 
shortly will be mutual. While it is pub- 
lic knowledge that the majority of the 
stock of eleven Canadian life insurance 
companies having a capital stock is to- 
day owned outside of Canada (two in 
Great Britain; four in Continental 
Europe and five in the U.S.A.) these 
eleven companies represent only 7% of 
the life insurance in force with all Can- 
adian companies. 

“I do not intend to imply that the 
other twenty-one Canadian stock com- 
panies will eventually mutualize or that 
new life insurance companies with a cap- 
ital stock will not be organized in the 
future in Canada. Canadian stock com- 
panies have grown in the face of com- 
petition from strong Canadian, British 
and United States mutual companies 
since 1870 and will doubtless continue to 
do so. All I am saying is that Canadian 
control of most of the larger Canadian 
companies today is now assured. 

‘Unlike most United States stock com- 
panies, all Canadian stock companies 
(except one) write business on both par- 
ticipating and non-participating plans. 
More than €0% of the insurance in force 
with the federally-chartered Canadian 
stock companies that have not ‘gone mutual’ 
is on participating plans. As required 
by the federal insurance legislation since 
1910, at least 90% (now up to 97Y%% in 
the case of the larger companies) of the 
‘profits’ distributed on this participating 
business must go to policyholders. Furth- 
er, Canadian mutual companies tradi- 
tionally write non-participating as well 
as participating bus‘ness. It follows that 
the line between stock and mutual com- 
pany operation is not as distinct in Can- 
ada as in the United States.” 

Speaking of government supervision 
of the life insurance business in Canada, 
Mr. Foster said: 

“There are several reasons why Can- 
adian life insurance companies enjoy 
such a fine reputation and have not only 
been able to hold their own in the Can- 
adian market but also to compete suc- 
cessfully with strong domestic comnanies 
elsewhere, including the United States 
and the United Kingdom. Good and 
stable management, based in part on the 
tradition that a fully, qualified actuary 
should be one of the chief executives of 
a company, if not the chief executive; 
the ‘know-how’ and confidence acquired 
in large foreign operations; and the prac- 
tice of getting together and protecting 
the policyholders on the rare occasions 





TO GENERAL BROKERS 

“ THE LEE NASHEM AGENCY st 
The Major League Agency 

(Canada Life Assurance Co., Toronto, Canada) 
HAVE YOUR OWN COMPLETE LIFE DEPT.! 
All communications on your letterhead—with 
Copies to you. All phone calls taken at your 
switchboard and relayed to us. Your client 
gets expert service from your own hand 
picked expert. Double your volume with half 
the effort—at no extra cost! 

PHONE US, THIS PLAN WILL MAKE 

MONEY FOR YOU! 
Call us at Oxford 7-2950 








LEE NASHEM AGENCY 


110 East 42nd Street 
New York 17, N. Y 


when a company gets into difficulty, are 
some of them. 

“However, in my view,” said Mr. Fos- 
ter, “sound federal and provincial insur- 
ance laws and their enforcement by 
competent long-term government super- 
visory officials constitute the principal 
reason why it can be proudly said today 
that no policyho'der in a Canadian legal 
reserve life insurance company has ever 
lost a dollar through non-payment of 
the amount guaranteed under his pol- 
icy at death or on maturity of the con- 
tract since the first Canadian company 
was established more than one hundred 
years ago.” 


Stein, Short Supervisors 

Henry Stein has been appointed super- 
visor of the Hilliard N. ‘Rentner Agency, 
general agent for the Berkshire Life in 
New York City. 

Ronald C. Short has been appointed 
supervisor of the William H. Melvin, Jr. 
Agency, general agent for the Berkshire 
Life in Pittsburgh. 


Made Medical Director 


Dr. Paul V. Reinartz has been trans- 
ferred and promoted to medical director 
in The Prudential’s home office, in New- 





Appoints Earl R. Smith 


Los Angeles—Earl R. Smith, veteran 
Los Angeles insurance sales specialist, 
has been appointed regional superintend- 
ent of agencies for Pacific Fidelity Life 
in charge of production activities in Cal- 
ifornia and Arizona. Prior to joining 
Pacific Fidelity, he operated the E. R. 
Smith agency in Los Angeles. 





ark, N. J. He has been medical director 
at the company’s South-Central home 
office, in Jacksonville, Fla. since 1953. 
He will take over his new duties on Oct. 





THIS MAN 


ISN’T AFRAID 

TO CLIMB FOR 
SUCCESS IN THE 
LIFE INSURANCE 


BUSINESS 


The climb for success isn’t easy. It takes an out- 
standing man with excellent training and experi- 
ence to reach the top. Many who have already 
succeeded give significant credit to AEtna Life’s 
training program. It is a comprehensive, five-step 
course which gives AZtna Life representatives the 
firm foundation necessary for successful field 


underwriting. 


1 Basic Estate Control Plan School. A four-week course 
at the Home Office with expert instructors teaching 


proved sales plans. 


Career Course. Under the general agent’s supervision, 
field work is combined with text book study. 


3 Advanced Training. Business insurance and tax courses 
at the general agency supplemented by field schools and 


clinics. 


4 C.Lu. Participation. The company provides financial 
assistance for text books and examinations. 


5 Leaders Seminars and Regional Meetings. Men who 
qualify exchange ideas with other top salesmen, Home 
Office personnel and prominent men from business and 


industry. 


Etna Life Trains for Success 


ZETNA LIFE 


INSURANCE COMPANY 


Affiliates: Attna Casualty and Surety Company 
The Standard Fire Insurance Company °* Hartford 15, Conn. 
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AT NATIONAL BUSINESS SHOW 
The Schmidt Agency of New York 
City, general agents of New England 
Life, will be a participating exhibitor 
at the National Business Show in the 
New York Coliseum October 24 through 
October 28. Special emphasis in the 
exhibit will be placed on pension and 
profit-sharing plans and the various 
uses of business insurance. The exhibit 
should be of interst to everyone in the 
field of life insurance and The Schmidt 
Agency invites all those who plan to 
attend the National Business Show to 
stop by its exhibit. 


LOMA Graduates Meet 


The Society of LOMA Graduates will 
hold its first meeting of the 1960-61 sea- 
son Tuesday, Oct. 18 at the New York 
Life, 51 Madison Avenue, according to 
Eugene R. Kintgen. Cost will be $1.00 
including meal. Mr. Kingten, the newly 
elected president, is administrative as- 
sistant in the Group department of New 
York Life. 

He said that the story of his com- 
pany’s $100,009,000 housing developments 


will be the topic for the evening. A 
panel of speakers will be led by second 
vice president Mendes Hershman, ex- 
pert lawyer on real estate and housing, 
and former -president of the Bronx 
County Bar Association. 





Named at Sault Ste. Marie 


Occidental Life of Calif. has appointed 
John C, Camirand general agent at Sault 
Ste. Marie, Ontario. He has been with 
Great-West Life for three years. 





UNITED 
STATES 
LIFE’S 


NON- 
MED 


SD EE: 


For the second time in I Non-Med limits are raised, 








enabling you to close more...bigger sales more easily. 























Producers and Brokers who primarily represent The 
United States Life, and who submit their business as first 
choice to The United States Life, may qualify for these 
maximum non-medical limits, subject to Company ap- 
proval. All other Producers and Brokers are permitted 
to write up to $5,000.00 non-medically on male and 


AGES AMOUNTS OF MONTHLY DISABILITY 
LIFE INSURANCE INCOME (MEN ONLY) 
0-17 $30,000 =_ 
18-25 30,000 $100 
26-30 20,000 $100 
31-35 15,000 $100 
36-40 7,500 $ 50 female lives, ages 0-40. 


Progressive Underwriting PLUS these Outstanding Producer and Broker Benefits 


GROUP LIFE INSURANCE provides up to $25,000 cover- 
age—based on all United States Life commissions, first year 


and renewal. 


GROUP HOSPITAL-SURGICAL coverage for you, your 


wife and your children. 


2% CONTINUING SERVICE FEE payable after the 10th 
policy year to producers satisfying low Basic Qualifications 


... retirement and disability provisions. 


Call us 





CONNECTICUT MICHIGAN 


REGIONAL CONFERENCES 1961: 
Grove Park Inn, Asheville, N. C.; Pacific and Midwest: 


Eastern Region: 


Broadmoor, Colorado Springs, Colo. Low requirement of 


lation. 


$2,500 first year commissions...for scenery and stimu- 


FOUNDED 1850 


INSURANCE COMPANY IN THE CITY OF NEW YORK 


The OLDEST LEGAL RESERVE STOCK LIFE INSURANCE COMPANY IN AMERICA 





Chapman Agency, Inc., N.Y.C. 


We’re always worth a check! 





Einar Pedersen, Freeport 





Berg, Ellis & Wolf Agency, 
New Haven 

Goodfellow-Ashmore Agency, Inc., 
Danbury 

Norman & Mann Agency, Inc., 
Hartford 


DELAWARE 


American International 
Life Agencies, Wilmington 


DISTRICT OF COLUMBIA 
Frank K. Smith 


ILLINOIS 

Brennan Insurance Agency, 
Waukegan 

Ira R. Jones, La Grange 

The Life and Accident Agency, Inc., 
Chicago 


MASSACHUSETTS 

Francis H. Curtin Insurance 
‘Agency, Inc., Cambridge 

Eastern Insurance Agency, Inc., 
Boston 

Shelbar Insurance Agency, Inc., 
Boston 





Higgins Insurance Agency, Detroit 

Holefca & Associates, Detroit 

Kenneth R. Lancaster, Benton Harbor 

R. H. Wertz Co., Detroit 

MINNESOTA 

Arthur R. Jepsen, Duluth 

Murphy Insurance Agency, 
Minneapolis 


NEW HAMPSHIRE 
John M. Fillmore, Jr., Milford 
NEW JERSEY 
C. J. Adams Co., Atlantic City 
Bernard Axelrod, Camden 
The Arthur De Biasi Agency, 
Margate City 
East | Agency, East Orange 
J. Stanley Husid Associates, 
Trenton 
Leone Insurance Agency, Hawthorne 
The Life and Group Agency, Newark 
Weiniger, Schleifer & Co., Newark 
Murray Goldstein, Lakewood 


NEW YORK CITY 

Alva Agency, Inc., N.Y.C. 

David H. Baron Agency, N.Y.C. 

Berg & Ellis Associates, Inc., N.¥.C. 


, 


Dascit Agency, Inc., N.¥.C 

The Di Loreto Agency, Inc., Queens 

Independence Agency, N.Y.C. 

Philip L. Y. Kong, N.Y.C. 

James F. MacGrath, Jr., N.Y.C. 

Paramount Agency, Inc., N.Y.C. 

Nicholas V. Sichenze Agency, 
Brooklyn 

Sidman, Okun & Scarano, Inc., 
Brooklyn 

Anthony J. Sollano, Bronx 

Ter Bush & Powell, Inc., N.Y.C. 

White & Winston, Inc., N.Y.C. 

NEW YORK 

Aberdeen Agency, Inc., Poughkeepsie 

Brownyard Agency, Inc., Rochester 

Chapman Agency, Inc., Buffalo 

Detto, Krapf Agency, 
Huntington Station 

Nicholas J. Esposito, Bohemia 

David C. Freeman, Rome 

Louis M. Karpel, Rochester 

The King Suburban Agency, 
Hicksville 

Herbert J. Lennox Agency, 
Gilbertsville 

Edward G. Maher, Inc., Hempstead 


Constitution Agency, Inc., N.Y.C. 


Donald H. Ruth Agency, Elmira 

Standard Insurance Agency, 
Williston Park 

Lester M. Wintz, Elmira 

Yackel & Rupp, Syracuse 


OHIO 

O. L. Boerste Agency, Dayton 
W. E. Lord Co., Cincinnati 
Herbert M. Ackerman, Cleveland 


PENNSYLVANIA 

Robert Adelman, Reading 

Gateway Underwriters, Pittsburgh 

Laird-Hagee Co., Harrisburg 

Marlyn Agency of Pa., Inc., 
Philadelphia 

Francis J. Radano, C.L.U., 
Philadelphia 


RHODE ISLAND 
The Gallagher Agency, Inc., 
Pawtucket 


WISCONSIN 

Raygen Life Insurance Agency, 
Milwaukee 

Gibson Wright, Inc., Eau Claire 








Agency Head Empire Life 


STANLEY E. ALLEN 


Empire Life and Accident of Indian- 
apolis announces three promotions in its 
agency department. 

Stanley E. Allen has been appointed 
agency director, succeeding Kenneth E. 
Yates, who has retired to assume the 
presidency of Speedway Savings & Loan 
Association, Indianapolis, where he has 
been a director for some time. Sianley 
Allen joined Empire Life in 1938, and 
has held every position in the sales field 
as agent, staff manager, district manager, 
division manager and now director of 
agencies. 

Howard T. Anderson and Gerald H. 
Phillips have been appointed to newly 
created posts as assistants to the agency 
director. Mr. Anderson has been em- 
ployed by Empire Life since November, 
1954. He started as an agent and was 
promoted to staff manager in 1956, Mr. 
Phillips joined Empire Life in April, 1958 
and was promoted to staff manager early 
this year, 





Equitable, Ia.’s New Policy 


The Equitable Life of Iowa has intro- 
duced a new policy contract, the Grad- 
uated Premium Whole Life, and has 
announced four other major develop- 
ments in its portfolio. 

The GPL contract features a low in- 
itial premium with an automatic step- 
up in premium during each of the next 
four years, after which it levels off. At 
age 55, or ten years later if issued after 
age 45, it provides options for conversion, 
upon payment of increased premiums 
only, to an endowment maturing in 10 
years or a life policy which will be paid 
up in 10 years. 

The other majdr developments an- 
nounced include: substantial reductions 
in single premium annuity rates; 4% dis- 
count on premiums paid in advance dur- 
ing the first ten years and 34% there- 
after; substantial reductions in special 
class extra premiums; and liberalizations 
in medical impairment ratings. 


W. M. Anderson 


(Continued from Page 14) 





marriages take place typically in the 
early twenties, children arrive early in 
married life and become self-supporting 
at a time when the father and mother 
still have many years of economically 
productive life in prospect and long 
years of retirement beyond. In this 


setting, and despite social security and 
the increasing prevalence of employer- 
employe insurance and pension plans, 
there is a substantial need for both life 
insurance protection and long term sav- 
ing for retirement.” 
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J. H. Brennan Retires; 
Kreer General Agent 


FIDELITY MUTUAL IN CHICAGO 





Brennan Has Been an Outstanding 
Leader in Chicago For Many Years; 
Kreer’s Career 





James H. Brennan, general agent in 
Chicago for Fidelity Mutual Life for the 
last 25 years, has relinquished active 
general agency responsibilities and 
Daniel P. Kreer, previously supervisor of 
the Brennan Agency, has been appointed 
general agent as his successor. 

Mr. Brennan graduated from Univer- 






DANIEL P. KREER 


sity of Notre Dame in 1920, and entered 
the life insurance business as an agent 
with Fidelity in Chicago in 1924, In 1935, 
he was appointed general agent for that 
agency. An able executive and an out- 
standing general agent, Mr. Brennan 
has built his agency into one of the fore- 
most agencies in Fidelity. 

In addition, he has served on all the 
important committees of the Chicago 
Association of Life Underwriters, and 
was president of that organization in 
1942. He was secretary and treasurer of 
the Illinois State Association and was 
twice president of the General Agents 
Association of Fidelity Mutual. During 
the years that he was president of the 
Chicago Association of Life Underwrit- 
ers, he was also president of the Life 
Agency Managers of Chicago. 

Mr. Brennan has been active in organ- 
ization work during his entire insurance 
career, particularly in Oak Park and 
River Forest where he resides. He has 
either been president or has held key 
offices in the Boy Scouts, the Lions 
Club, businessmen’s organizations, and 
the Notre Dame Club of Chicago. At the 
time of the death of the late Knute 
Rockne, Mr. Brennan was president of 
the Notre Dame Club and was appointed 
chairman of four key states in a drive 
to raise $1 million for a memorial to 
this great coach. 

Daniel P. Kreer is a graduate of 

Princeton University, class of 1941, 
where he was a member of the Tower 
Club; captain of the tennis team; and 
was National Inter-collegiate Table Ten- 
nis Champion. He joined the Brennan 
Agency in 1946 following his release, as 
a captain, from active duty in the Army 
Counter Intelligence Corps during World 
War II. 
_ An outstanding producer, Mr. Kreer 
is a life and qualifying member of the 
Million Dollar Round Table, having qual- 
ified for ten consecutive years, and qual- 
ified for the National Quality Award 12 
times, 

Mr. Kreer was appointed supervisor 
for the Brennan Agency in 1953, and 
has gained much experience in the areas 








of recruiting, training, and agency man- 


agement. A tstandi blic 
pone he haa tan an poy of Fidel- LIFE INSURANCE 


ity’s convention programs as well as 


numerous speaking engagements for in- 
surance and business groups all across 
the country. 





F. E. Bowen Superintendent 
Educators Insurance Co. of North 300 Park Avenue, New York 22, N. Y. 
Hollywood, Calif. has appointed Fran E. 





RENEWAL PURCHASE COMPANY 


PURCHASED ON 
EQUITABLE BASIS 


Plaza 3-2826 








Bowen superintendent of agencies. He ; 
has been with Canada Life, Pacific Mu- 
tual and Standard of Oregon. 





ve 


Our. Bases 


re Covered 


The growth and development of the Equitable 
Life Insurance Company of Iowa have been 
steady and sound. Starting in 1867 with opera- 
tions confined to one state, the Equitable has 
expanded until today our bases throughout 
the nation are covered. The guiding policy — 
as laid down by the founders — the determina- 
tion to serve our policyholders faithfully and 
well has never changed. Today, after years 
of strict adherence to this basic policy,, the 
Equitable Life of Iowa pridefully ranks among 
the top life insurance companies of America. 


Cyuitable LIFE INSURANCE COMPANY OF 10WA 


FOUNDED 1867 — DES MOINES 
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RICHARD W. MICHAELS 


Security Mutual Life of Binghamton, 
N. Y. has appointed Richard W. Mi- 
chaels as general agent at Buffalo and 
Seymour J]. Kamm as general agent at 
Trenton, N. 

Mr. Michaeis has been president of the 
Michaels & Reed, Inc. agency in Buffalo, 
was for several years agency vice presi- 
dent of a mid-western life company and 


SEYMOUR J. KAMM 


served on the A. & H. committee of the 


Agency Management Association. Na- 
tive of Buffalo, he attended University 
of Buffalo. 


Mr. Kamm was previously agency su- 
pervisor with Security Mutual’s Newark 
agency and also served as brokerage 
manager. He attended University of 
Wisconsin and New York University. 





F idelity in California 


The Fidelity Mutual Life has opened 
a new agency at 499 Van Buren Street, 
Monterey, Calif. with Harry N. Lyon, 
CLU, as general agent. He has been 
general agent for the Company in Oak- 
land. 

Harold F. Prochaska, formerly 
supervisor in the Kenney Agency in Los 
Angeles, has been appointed general 
agent to succeed Mr. Lyon in Oakland. 

Mr. Lyon was appointed general agent 
in 1946 and in 1954 he was made general 
agent for a new agency in Oakland. A 


graduate of the U. S. Naval Academy 
Class of 1925, Mr. Lyon is a brigadier 
general in the Marine Corps Reserve. 


During World War II Mr. Lyon served 
on active duty in the Pacific and was 
discharged with the rank of lieutenant 
colonel. He was recently elected presi- 
dent of the Oakland General Agents and 
Managers Association. 


Wyo. Sales Increase Leader 

Wyoming led the country in percent- 
age increase in Ordinary life insurance 
sales in August, with South Dakota sec- 
ond and Alaska third, according to the 
Life Insurance Agency Management As- 
sociation of Hartford, 
alyzed August sales by 
wide, Ordinary 
in August, 


which thas an- 
states. 
business 
compared with 
while Wyoming sales gained 36%. In 
South Dakota, August sa’es were up 
32% and Alaska sales showed a 29% in- 
crease in the month. 

For the first eight months of 1960 
with national Ordinary sales practically 
unchanged from the year before, Hawaii 
led with an increase of 23% , with Nevada 
and Alaska in second place, each up 17% 
from the corresponding period of last 
year. 


Country- 
increased 6% 
August, 1959, 








Consultant to A. & H. and 


Life Insurance Companies 


155 EAST 44TH STREET, NEW YORK 17, N. Y. 
Phone: MUrray Hill 7-7255 





Prepared for Consultation 


on all phases of Home Office agency activity as well as Field 
Manpower Development — on per diem basis by appoint- 
ment. Background of 30 years of H. O. and Field supervision 
with unqualified success in every undertaking. 











CONSULTING ACTUARIES INTERNATIONAL, INC. 


Consultants to Insurance Companies and 
Employe Benefit Plans 
666 Fifth Ave., New York 19, N. Y. 


ClIrcle 5-2300 











G. A. N. Y. area C.L.U. 
& Management Certificate 
Major Eastern Co. contem- 
plating change. Strong 
background in Brokerage 
& Agency Bldg. Will con- 
sider Agency or Home Of- 
fice opportunity. Send re- 
plies to Box 2852, The 
Eastern Underwriter, 93 
Nassau St., New York 38. 











Committee Assignments of 


New York CLU Chapter 


Major committee assignments for the 
New York CLU Chapter, have been an- 


nounced for the period 1960-1961 by 
President Gerald D. Good, Equitable 
Society. 


Under the overall chairmanship of 
CLU, Executive Vice-President A. Leslie 
Leonard, Insurance Society of N. Y., 
Jack Garfunkel, Mutual Benefit, will be 


chairman of the law and legislative com- 
mittee and Carl Spero, independent, will 
head the ethics committee. 

Educational Vice-President Wilbur 
Neustein, Prudential, will be chairman of 
Estate Planners Day and will oversee 
the following committees and chairmen: 
management publication, Paul Goodman, 
Union Central; new candidate, Henry 
Schainholtz, Mutual Bene fit; program, 
Howard Rosan, Continental Assurance; 
and conferment luncheon, Marica Hor- 
vat, National Life of Vermont. 

Donald Shepherd, Equitable of Iowa, 
CLU public relations vice-president, will 
have overail responsibility for the pub- 
licity and public relations committee 
under Charles Barton, Union Central, 
and the scholarship committee under Carl 
Spero. 

CLU Treasurer Alfred Cranwill will 
direct the assignments of the following 
committees and chairmen: Membership, 
Frank E. Crohn, U. S. Life; attendance, 
Alfred H. Winston, U. S. Life; budget, 


Portrait of the Man Who 
Knows How 
to handle Tough Cases 





Bernie Haas 


Get fo | hin 
Bernard A. Haas Agency 


MANHATTAN LIFE 
60 East 42nd St., N. Y. 17, N. Y. 
MU 2-3963 . 











Helen Olson Honored 


Helen Olson, editor of Pacific Mutual 
Life’s award winning employe magazine, 
retired last month after 43 years with 
the Los Angeles company. She was hon- 
ored by nearly 150 of her associates and 
top executives with a tea at the home 
office. 

Mrs. Olson edited the company’s em- 
ploye publication for 14 years. Under her 
direction, it was awarded dozens of ci- 
tations for excellence in city, state and 
national competition. In 1952 Mrs. Olson 
was singled out by the Los Angeles area 
Community Chest to receive its “Editor 
of the Year” trophy for the most out- 
standing company magazine promotion 
of its annual fund drive. 





Ralph Fensterwald, Continental Amer- 
ican; luncheon, Gershen Konikow, Mon- 
arch Life. 

















JOHN A. NEWMAN 








JOHN A. NEWMAN AGENCY 


130 William St., New York 38, N. Y. 


NATIONAL LIFE 
OF 
VERMONT 





ABE EISEN BRANCH 
ABE EISEN, CLU 
110 East 42nd Street 
New York 17, N. Y. YU 6-2490 


General Agents 


WO 2-2163 





ABE EISEN 
Maximum Protection— Desi ened Premiums 


— Top Commissions 
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Congratulations, NALU 


The new Headquarters Building in Washington, D.C., is an impressive 


tribute to the stature of America’s life underwriters! 


New York Life salutes the officers of the National 
Association of Life Underwriters and its many mem- 
bers whose vision, energies, 
and faith have made this 
new building a reality. The 
aims and purposes of this 
great Association have our 
enthusiastic support for con- 
tributing so importantly to 
the life insurance industry. 
We are proud, too, of Bill 
North’s election as the new = Meet the new NALU Pres- 
President of NALU. Hisout- ‘44, William E. North, 
3 Manet Se 5 C.L.U., General Manager 
standing service in life insur- 9 New York Life's North- 
ance counseling, hismanyim- — ern Illinois Office. 





portant civic endeavors, all reflect the high ideals 
of the Association. A graduate of Oregon State, Bill 
became a Nylic Agent in 1930 in Portland, Oregon. 
Later he was appointed General Manager in Mon- 
tana and in 1938 was transferred to Chicago. Since 
1943, Bill has been General Manager of the North- 
ern Illinois Office now located in Evanston. 

Our warmest congratulations to NALU and its 
new President and our best wishes for their con- 
tinued success. 


NEW YORK LIFE 
INSURANCE COMPANY 


51 Madison Avenue, New York 10, N.Y. 
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Dr. Jas. O’Leary Sees 
Expansion in Sixties 


FORCES STIMULATING GROWTH 





Director of Economic Research of LIAA 
Addresses Marquette University 
Symposium at Milwaukee 





Milwaukee—An optimistic view of the 
nation’s prospects for substantial and 
sustained economic expansion in the 
Sixties was expressed here by Dr. James 
J. O'Leary, director of economic re- 
search, Life Insurance Association of 
America. He spoke on a discussion series 
on current real estate problems, spon- 
sored by Marquette University 
operation with the Milwaukee Board of 
Retailers. 

The major threat, 
opinion, was the Federal Government’s 
embarking on a forced-draught program 
for a faster rate of growth in the econ- 
omy to meet the Soviet challenge in this 
area, and thereby bringing on another 
round of inflation which might have more 
serious consequences than what oc- 
curred in the Fifties. 

Such a development after the extent 
of the inflation this country has experi- 
enced in the last two decades, during 
which the dollar lost more than half its 
buying power, Dr. O’Leary warned, would 
destroy the basic source.of growth in our 
economy—the willingness of the people 
to save and to make their funds available 
for expanding our industrial capacity, 
our housing, our public improvements— 
the whole gamut of capital goods 

In the absence of this, Dr. O'Leary 
foresaw a gross national product of c'ose 
to $750 billion by 1970 in constant dollar 
terms, half again as great as it is now 
and a rate of growth of just under 4% 
a year. Along with this he estimated 
that personal consumption expenditures 
in real terms might reach $435 billion 
by 1957 as compared with $314 billion 
last year, and non-farm residential con- 
struction expenditures would be of the 
order of $31 billion at the end of this 
decade against somewhat over $22 bil- 
lion in 1959. 

But emphasizing the danger of the 
Government’s pursuit of inflationary pol- 
icies to stimulate growth, Dr. O’Leary 
continued: 

“The heart of the economic growth 
process in our kind of market economy 
is that willingness of the A-nerican peo- 
ple to save a portion of their income 
The growth of industry, commerce, hous- 
ing, and many public works has been 
financed by the saving of the Amer'c2n 
people through such institutions as life 
insurance companies, savings banks. sav- 
ings and loan associations, pension funds, 
and the like. 

“The distressing fact is that inflation 
destroys the willingness of the American 
people to save. It replaces the willing- 
ness to save with the urge to speculate. 
We saw this only too clearly in the great 
bull market in common stocks during 
1959. Inflation inevitably produces rising 
interest rates because it inflates capital 
demands and discourages saving. It is no 
answer that the rise in the general price 
level will be of a ‘creeping’ nature. ues 


in co- 


in ‘Dr. O'’Leary’s 





O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempsteed Avenue 
QUEENS VILLAGE 29, NEW YORK 








HAIGHT, DAVIS & HAIGHT. Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 











Rosser a Vice President 

Election of C. F. Rosser as a vice pres- 
ident of Aviation Employees Life Insur- 
ance Co. has been announced by S. J. 
Solomon, president of Aviation Em- 
ployees Life and Aviation Employees 
Corp. of Silver Spring, Maryland. Mr. 
Rosser has been associated since 1953 
with Connecticut General Life. 





the American people come to expect 
‘creeping inflation’ as a regular thing, 
‘galloping inflation’ is bound to develop.” 

Dr. O'Leary outlined some of the forces 
that he expected to promote economic 
growth in the coming decade. Among 
these he listed the continuation of the 
cold war with its impact on Federal 
spending, a further increase in expendi- 
tures by state and local governments to 
meet the needs of rising population, an 
upward trend in household formation, 
and continued increases in business ex- 
penditures on research and development 
and plant and equipment. 

He likewise anticipated that ample 
funds would be available for the needs 
of the economy, with the likelihood that 
this would be particularly evident in the 
field of housing and construction in gen- 
erai. He expected pension funds to be 
more active in the mortgage field than 
they had been in the past, He anticipated 
little change in interest rates over the 
years immediately ahead provided the 
Government refrained from inflationary 
policies, and he doubted that the country 
would experience a major depression or 
serious recession in the coming decade. 





own agency within 3 years. 





ASSISTANT MANAGERS (2) 
for openings in Queens & Westchester offices 


Our dynamic, constantly expanding organization is now able to offer you the chance 
of a stable, dignified and profitable future with the opportunity to operate your 


We will train you for management responsibilities if you have a successful back- 
ground in sales and the ability to recruit, hire and train new agents for our com- 
pany (at the same time building your own unit at our office and at our expense). 
The position also offers continuation of personal production. 
Outstanding method of remuneration 
giving you full opportunity for excellent earnings 
will be explained during interview. 
PLEASE FORWARD COMPLETE RESUME 
STATE MUTUAL OF AMERICA 
Suite 407, 175 Main St., White Plains, New York 








R. S. Volkman General Agent 


Promotion to general agent of Ray- 
mond S. Volkman, CLU, manager of 
New England Life’s Salt Lake City 
agency, was announced by President O. 
Kelley Anderson. 

Mr. Vo'kman, a native of Baltimore, 
attended George Washington University, 
and graduated from University of Utah 
and University of Baltimore Law School. 
He joined New England Life in Salt 
Lake City in 1952 and was named super- 
visor in 1954. In 1956 he was transferred 
as manager of the company’s Fresno 
agency, and returned to Salt Lake City 
as manager of the Utah agency in Au- 
gust, 1959. He is a director and educa- 
tional chairman of the Utah Chapter of 
CLU and a member of the Alta Club. 





Newly completed 
City Docks on Lake Erie, 
Ashtabula, Ohio 


Photograph by A, Aubrey Bodine 


Mid-Ameriea’s Ocean Port 


With the advent of the St. Lawrence Seaway, Ashtabula has 
become one of the mid-continent ocean ports which will expand 


its industrial progress immensely. 


The Baltimore Life “Guardian of Security” service is also expand- 
ing to meet increased activity here. 
Our office at 3316 State Road serves Ashtabula and vicinity. 


“) 


Anvanos 3° 


The Baltimore Life 
Insurance Company 


A Progressive Mutual Organization Since 1882 








HOME OFFICE: BALTIMORE, MD. 
L.U.T.C. and C. L. U. Training equips you to serve better! 


Named Recruiting Director 





FERD B. ENSINGER 


Ferd B. Ensinger, former sales di- 
rector in Boston for Northwestern Mu- 
tual Life, has been appointed director 
of recruiting for Ohio National Life. He 
will have charge of all manpower re- 
cruiting for the company’s national sales 
organization and will take an active part 
in its training schools. 

Mr. Ensinger has been with North- 
western Mutwtal since 1951, when he 
joined the company as a special agent 
in New York City. In 1953 he developed 
the college recruiting program for 
Northwestern Mutual’s eastern division. 
Three years later he advanced to their 
Boston agency as sales director. A native 
of New Rochelle, he was graduated from 
Middlebury College in 1945. From 1945- 
1951 he served as executive secretary and 
director of national office of Kappa Delta 
Rho Fraternity. He has also served as 
sales consultant and guest lecturer for 
a number of New England firms and has 
taught sales courses at Northeastern 
University. 





Manager in Austin 
Republic National Life of Dallas has 
appointed E. John Scheffel manager in 
Austin, Texas. He has been a leading 
producer for a large Southern com- 
pany. 








“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 














Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 
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Mrs. Lewis C. Sprague Dead 


Mrs. Lewis C. Sprague, wife of Provi- 
dent Mutual’s vice president and man- 
ager of agencies, died October 2 after 
an extended illness. 

Mrs. Sprague, the former Helen New- 
man, and ‘Mr. Sprague, had lived in sub- 
urban Wynnewood since Mr. Sprague re- 
signed as general agent in New York 
City to become an official at the com- 
pany’s home office in Philadelphia. 








“But I don’t have the 
know-how for life!” 


CG: You don’t need it! Our Life 
Department takes care of all the 
technical knowledge, plus all the 
paperwork! And does it gladly, with- 
out charge to you. Yow take all the 
commissions! 


YOU: Now wait a minute...what’s 
in it for you? 


CG: We're like you...we take the 
long view. Here’s what happens...we 
make analyses of your clients’ poli- 
cies, show them how to make their 
present premium dollars work most 
effectively. The sales come gradually, 
over a period of time...only in answer 
to specific client needs. 


YOU: You’re reaching me... what 
about profits? 


CG: You may have an increase in 
your profits of 15% or more per year. 
And, at no extra expense to you. It 
will pay you to call our nearest office 
-.. right now! 


CONNECTICUT 
GENERAL 


Life Insurance Company, Hartford 


— 





New York Life Names 4 Second V.P.’s 


Four home office executives were 
named second vice presidents in a series 
of promotions just announced at the 
New York Life. They were: Edwin P. 
Brooks, Group department; Mendes 
Hershman, Housing department; James 
H. McLellan, Investment department; 
Edward C. Rose, Jr., Real Estate and 
Mortgage Loan department. Fred G. 
Kimba/‘l, director of sales training in the 
marketing department, was named as- 
sistant vice president. 

Other promotions saw Philip J. Lynch 
and James V. Phelan advanced to assist- 
ant general counsels in the legal depart- 
ment; Doctors Thomas P. Jernigan III 
and Louis J. Tedesco named associate 
medical directors. 

Mr. Brooks joined New York Life in 
1951 as assistant manager of the Group 
service control division. In 1954 he was 
appointed director and, in 1955, manager 
of Group policy owners’ relations. Early 
in 1957, Mr. Brooks became divisional 
sa’es manager and later that vear as- 
sistant vice president. A native of Ohio, 
Mr. Brooks was graduated from Ohio 
Weslyan University in 1939. Before com- 
ing to New York Life he was associated 
with Aetna Life and Massachusetts Mu- 
tual. 

Mr. Hershman supervises the housing 
department under Vice President Otto 
Nelson and in addition acts as a legal 
counsel for the department. A native of 
Pennsylvania, he received his A.B. from 
New York University in 1929, and his 
law degree from Harvard University 
in 1932. He joined New York Life in 
1932 as an attorney in the office of the 
general counsel. In 1946 he was trans- 
ferred to the housing department as a 
special counsel, and was appointed as- 
sistant vice president in 1958. 

Mr. McLellan came with New York 
Life in 1948 as a senior investment 
analyst. He was appointed executive as- 
sistant in 1952 and assistant vice presi- 
dent in 1954. He served with the Atlanta 
investment office from 1955 to 1958. A 
native of Beacon, N. Y., he was grad- 
uated from New York University in 
1934 and attended the advanced man- 
agement program at the Harvard Busi- 
ness School. Prior to joining New York 
Life he worked at various Wall Street 
investment houses, among them J. P. 
Morgan & Co. ; : 

Mr. Rose has been an assistant vice 
president since 1955, specializing in com- 
mercial and industrial mortgages. He 
joined New York Life in 1954 as a super- 
visor of field operations. He had pre- 
vious'y been employed by Feist and 
Feist, a real estate firm in Newark. A 
native of Trenton, N. J., he attended 
the Lawrenceville School and Princeton 
University where he majored in geology. 

Mr. Kimball is a native of Rochester 
and. after graduation from University 
of Rochester, worked for the U. S. De- 
partment of Labor and John Hancock 
Mutual Life. In 1950 he became associate 
director of the Life Insurance Marketing 
Institute of Purdue University. He 
joined New York Life in 1952 as assist- 
ant manager of basic training in the field 
training division. He was named man- 
ager of basic training two years later. 

Mr. Lynch was born in Jersey City, 
was graduated from New York Uni- 
versity, and joined New York Life’s legal 
department in 1927 when he was still a 
student at Fordham Law School. He was 
appointed administrative assistant in 
1951 and counsel in 1954. He is a mem- 
ber of the American Bar Association, 
the New York State Bar Association, 
and the Association of the Bar of the 
City of New York. 

Mr. Phelan, who has been a counsel 
since 1957, joined New York Life in 1931. 


He has worked in selection and rating, 
policy loans and program agreement de- 
partments and joined the office of the 
general counsel in 1947. He was ap- 
pointed assistant counsel in 1954. A 
member of the New York State Bar 
Association, Mr. Phelan received his 
bachelors and masters degrees in law 
from Fordham University. 

Dr. Jernigan was born in Paris, Tenn. 


University in 1942. He received his M.D. 
from Vanderbilt in 1944. Dr. Jernigan 
joined the company as chief medical ex- 
aminer and cardiologist in 1955. He be- 
came assistant medical director in 1958. 
Before coming with New York Life, Dr. 
Jernigan was on the staff of Walter 
Reed Hospital in Washington, D. C. 

_Dr. Tedesco is a graduate of New York 
University and New York Medical Col- 
lege at Flower Hospita!. He joined the 
company as a part-time medical director 
in 1942, and became a full-time examiner 
in 1945. In 1947 he was appointed as- 


and was graduated from Vanderbilt sistant medical director. 
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EVEN IF 
YOUR 
CLIENTS 
ARE OVER 
100... 


They're Not Too Old for 
Guardian's NC-23 
Hospitalization Plan! 


One month after we passed our 100th Birthday, we issued 
our new NC-23 Senior Hospital and Surgical Expense 
Policy to three women* older than The Guardian! That’s 
dramatic proof of our “no age limit” policy on this pace- 


setting plan. 


NC-23 is the plan your over-60 clients need. It is the 
only Senior Hospitalization Plan with all these features: 


*% Non-Cancellable 


% Guaranteed Renewable for Life 


%& Guaranteed Premium 


It’s the policy with many exclusives, few exclusions, Choice 


of three benefit plans. 


For more information, call or write your Guardian 
Manager for a copy of PUBLICATION 482. 


* Names on request 


The GUARDIAN Life Insurance Company 
OF AMERICA 


Park Avenue South at 17th Street, New York 3, New York 
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Series of New Riders 


The American Life Insurance Co. of 
New York has announced the addition of 
a series of new riders to increase the 
flexibility of its accident & sickness line 
of policies. They are the sickness par- 
tial disability, maternity exclusion, re- 
duced total disability and ownership 
riders. 

A partial disability rider for sickness 
extends this form of coverage to the 
company’s Guaranteed Renewable In- 
come Protector policy. 

The maternity exclusion rider enables 
insureds to obtain Family Hospital Ex- 
pense insurance at a reduced rate, by 
deleting the maternity benefit from the 
policy. 

The reduced total disability rider per- 
mits the company to write five-year, 
two-year and one-year accident total 
disability limits on its Schedule Disability 
policy at a premium saving to the in- 
sured. 

The ownership rider enables an indi- 
vidual to purchase A. & S. protection 
for another person, where there is a 
legitimate insurable interest relationship 
between the two parties. This is espe- 
cially valuable for business insurance. 





Daley and Stein Advanced 
At Prudential Home Office 


James A. Daley has been promoted to 
associate director of electronics research 
and Robert T. Stein to assistant director 
of methods research in the planning and 
developments department of The Pru- 
dential. Mr. Daley, who joined The Pru- 
dential in 1950 upon his graduation from 
MIT, was assistant director of methods 
research prior to this promotion. 

Mr. Stein, who joined the company 
in 1933 and was later graduated from 
New York University, was a_ senior 
methods analyst in the electronics re- 
search division prior to this promotion. 


D. C. Gaut Named to NALU 


Nominating Committee 

Dave C. Gaut, agent for Mutual Ben- 
efit Life in Memphis, has been named 
to the 1960-1961 nominating committee 
of The National Association of Life Un- 
derwriters. 

Mr. Gaut’s appointment was made by 
NALU President William E. North, 
CLU, after Arthur Priebe, CLU, Penn 
Mutual Life, of Peoria, Il, declined to 
serve as a member of the committee. 
Mr. Priebe was elected at the recent 
1960 NALU annual convention in Wash- 
ington, D. C. Mr. Gaut ranked second to 
Mr. Priebe in balloting for agent mem- 
bers of the committee. 





. ° 
Loss of Time Policy 

A new Loss of Time policy with an 
unusual conversion option for the insured 
has been developed by Provident Life 
and Accident. In announcing the new 
policy, Vice President James E. Powell 
pointed out that the new policy “is 
basically a Renewal Equity contract in 
which the coverage is guaranteed re- 
newable and the premiums are subject 
to adjustment at renewal on a class 
basis.” 

The conversion option permits the in- 
sured, at any time before age 60 to con- 
vert his policy, without underwriting, 
to a contract providing the same benefits 
in which both the premium and the cov- 
erage guaranteed to age 65. 


FEROE, HANSEN, ADVANCED 

Don Feroe, a member of the policy- 
holders’ service department of North- 
western National Life since 1956, has 
been advanced to assistant manager of 
the department, while James Hansen, a 
unit supervisor in the department since 
1956, has been named section supervisor 
in charge of the correspondence and 
titles & settlements units. 
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President League Life 


ROBERT E. VANDERBEEK 


Columbus, Ohio— Robert E. Vander- 
beek of Columbus has been elected pres- 
ident of League Life Insurance Co. of 
Detroit. 





Member, N. Y. C. Insurance Agent's Ass'n. 


WEGHORN 
IS GOOD 
FOR LIFE 


Representing 
“Canada Life’’ 


13%2% 2nd year commissions 





For the past four years Mr. Vander- 
beek has been Nation- 
wide Insurance here in the Group de- 
partment. 


associated with 


His most recent position was 
Group pension sales manager. Prior to 
that he headed the company’s Group 
activities in Ohio, Indiana, and ‘Michigan. 
He came to Nationwide from Connecticut 
General. 

League Life is controlled by the Mich- 
igan Credit Union League and has ap- 
proximately $150 million of life insurance 
in force. At present, it confines its ac- 
tivities to Michigan. He has been in the 
insurance business for nine years. He is 
a native of Plainfield, N. J., and a grad- 
uate of Cornell University. 


“Our sales would zoom if we only had Anico’s line, facil- 
ities and commissions.” 


ANIC SALES LEADERS 


Ecoh-0-Master Family Policy 
Econ-0-Parent & Children Plan 
Ladies Special Policy 
Preferred Premium Life 
$25,000 Executive Special 
Gtd. Renewable A& H and H&S 
Policies 
Non-Medical to Age 45 
Annuity Conversion Rider (free) 
Equity Builder Policy for Pension 
and Profit-Sharing Plans 
(Ask about other specials) 





OPENINGS EVERYWHERE IN 
TERRITORY FOR REPRESENTATIVES, 
BROKERS AND SPECIAL BROKERS 


Inquiries about these or other open- 
ings for those with special qualifi- 
cations and experience will receive 
prompt attention and answer. For in- 
formation address: COORDINATOR 
OF SALE 


Ss 
AMERICAN NATIONAL 
INSURANCE COMPANY 


GALVESTON, TEXAS 


OVER 5 BILLIONS OF 
INSURANCE IN FORCE 








DD PERSONNEL 


SERVICES, INC. 


"Specializes in Insurance" 


BRANCH MANAGER—Fee Paid............ $13,000 
It's the deep south and 5 good years of life 
field experience is needed. This is brokerage 
so this background will help. Relocation is 
paid & yes, they pay a bonus. 

GROUP ADMINISTRATION MGR. $9-10,000 
This is a new department and we need a 
well rounded group education. Some under- 
writing, some claims and some general con- 
tract bkgd. 

LIFE DIRECTOR OF TRAINING $10,000 
N/Eng location for 5-+- yrs. of field & mgmt. 
LIFE UNDERWRITERS (Many)............ $8-10,000 
4+ years of solid ordinary experience. 
MANAGEMENT TRAINEE .................. $8-10,000 
3+ yrs. of top life prod & relocate N/Eng. 
GROUP CLAIMS SUPERVISOR—NYC ....$6,500 





50 CHURCH STREET NEW YORK 7, N. Y. 
WOrth 4-8410 











General Agent at Columbus 


T. BERTRAM ANDERSON, JR. 


Connecticut Mutual Life has appointed 
T. Bertram Anderson, Jr., as general 
agent at Columbus, O. He succeeds Vic- 
tor K. Miller who is retiring after eleven 
years as general agent. Mr. Miller will 
remain with the agency to serve his 
personal clients. 

Mr. Anderson has been associated with 
the Hartford agency of the company 
since 1957 as brokerage supervisor in 
charge of the organization and develop- 
ment of the agency’s brokerage depart- 
ment. A Yale University graduate, he 
was with Connecticut General for 
twenty years before joining Connecti- 
cut Mutual. Member of the Hartford 
Life Underwriters Association, this year 
he served as vice president of the Hart- 
ford Supervisors Club. His work, espe- 
cially in agency management, has won 
many company awards. 





L. I. Investors Report 

Life Insurance Investors Inc. of which 
Raymond T. Smith of Chicago is presi- 
dent has issued its semi-annual report 
dated July 31, 1960. Its assets on that 
date were $12,175,000. Number of shares 
of life company stocks it owned on that 
date in excess of 15,000 shares were 
these: Commonwealth Life, 20,750; 
Trans-America Corp., 19,000; Life Insur- 
ance Co. of Virginia, 18,943: Nationwide 
Corporation, Class A, 15,144. 

In additicn to Mr. Smith, the directors 
of LII, Inc. are J. C. Bradford, and 
Guilford Dudley, Jr., Life and Casualty, 
Nashville; Murray D. Lincoln, Nation- 
wide Insurance Companies; George W. 
Wells, former Minnesota Insurance 
Commissioner; and Frank L. Higgins, 
Chicago, 
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ASK YOUR SECRETARY FOR 
PENSION TRUST PROSPECTS 


... LHEY’RE ONLY A FILE AWAY 


Nearly all your business clients are prospects for Pension 
Trusts, for even a firm with only one employee may qualify. 
You’ll find a lot of interest in these Travelers plans since there 
are numerous advantages—especially favorable tax advantages 
—for both employer and employee. 


There are many sound benefits for you, too. Commission 
earnings from Pension Trusts are high. Selling and servicing 
these plans enhance your reputation and open doors to addi- 
tional sales opportunities for other forms of personal and 
business insurance. 


To serve you and your clients better, The Travelers has broad- 
ened its Pension Trust Program and expanded its facilities. 
Why not put your clients and prospects under The Travelers 
umbrella for Pension Trusts...and all forms of insurance. 
Get in touch with The Travelers Branch Office or General 
Agency nearest you. 


THE TRAVELERS 


Insurance Companies 


HARTFORD 15, CONNECTICUT 
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LIFE INSURANCE AMERICAN 
SCHOOL IN JAPAN 
The recent school which Life Insurance 
Agency Association of 
Hartford conducted in Japan turned out 
to be a success in every particular. Mem- 


Management 


bership in LIAA includes an unusually 
large number of life insurance companies, 
which have their head 
abroad. The school, held at 
Fujiya Hotel in Hakone, was attended 


a number of 


offices 


by 99 companies from Japan, one from 
Philippines and one from Pakistan. The 
Post Office Life of 
Karachi, a government-owned company, 


last named was 


and its trip to Japan was sponsored by 
the United Nations. 

The school was conducted for LIAMA 
by Burkett W. Huey, its director of in- 
stitutional relations; Charles K. Reid, 
associate director of company relations; 
and Donald Bramley, director of man- 
agerial training 

Each lecture given by Messrs, Huey, 
Reid and Bromley was in English, an 
interpreter speaking on the microphone 
at the same time. Individual earphones 
attached to each desk were used by all 
but a dozen students. While presenting 
some mechanical problems at first they 
were eventually straightened out. The 
interpreters were not professionals but 
English speaking staff members of Jap- 
anese companies. Chief interpreter and 
secretary of the committee 
sponsoring the school was Hakaru Itami 
of the Dai-ichi Life 

The Japanese life insurance business, 
after being nearly ruined during the war, 
is enjoying a tremendous revival. New 
business is at an all time high, companies 
aggressive and optimistic. Many new 
home offices are being erected. There 
is great interest in research and the 
LIAMIA school was avidly received. A 
leading company executive gave as his 
opinion that the value of the lectures 
went far beyond the actual school mate- 
rial. He felt that the school would do a 
great deal to promote friendship between 
the two countries. “This point is of 
particular interest to us, and we believe 
that whatever voice life insurance has 
international relations is being benefi- 


executive 


cially,” said Mr. Huey to The Eastern 
Underwriter. 

Gen. Hirose, president of Nippon Life, 
largest company in Japan, was chair- 
man of executive committee sponsoring 
the LIAMA school. Among other prom- 
inent Japanese executives taking an in- 
terest in the school were Ichiro Yano, 
Dai-ichi (Mutual Life, second largest Jap- 
anese company; Shin-ichiro Kiga, vice 
president of Chiyoda Mutual Life, 
Tokyo, who was leader of the first 
Japanese study team which visited the 
United States in 1956 to study life insur- 
ance in the U. S.; Kiyoshi Matsuki, ex- 
ecutive vice president, Yasuda Mutual 
Life and who will be leader of the Jap- 
anese study team which will visit the 
U. S. in spring of 1961; and Tsutomi 
Inada, executive vice president of Meiji 
Mutual Life who attended Wharton 
School, University of Pennsylvania, in 
the 20’s. Mr. Yano is chairman of the 
International Rotary Convention to be 
held in Tokyo next year. 

LIAMIA has 14 member companies in 
Japan, representing 92% of the total life 
insurance in force. LIAMA has similar 
representations in such nations as Aus- 
tralia, South Africa and Sweden. 





FIRE PREVENTION WEEK 

Care in handling of fire is urged by 
the National Board of Fire Underwriters 
as the nation observes Fire Prevention 
Week—October 9-15. Fire losses to date 
this year are running 4.1% above a year 
ago, according to Lewis A. Vincent, 
general manager of the National Board. 

For the first eight months of 1960, fire 
losses in the United States totaled $747,- 
006,000, compared with $717,860,000 in 
the like 1959 period, an increase of over 
$29,000,000. One-fourth of all fires, or 
24.2%, are caused by matches and smok- 
ing, (Mr. Vincent stated. Another 20.4% 
are the result of misuse of electrical 
equipment. And three-fourths of all fires 
are the result of carelessness or forget- 
fulness. 

Not only the National Board, but the 
National Fire Protection Association, the 


National Association of Insurance 


Agents, and many other insurance groups 








GUY E, MANN 


Guy E. Mann, elected a director of 
Aetna Life Affiliated Companies is senior 
vice president of Aetna Casualty and 
Surety Co. and the Standard Fire, and 
is in charge of the companies’ casualty, 
bond, fire and marine insurance opera- 
tions. A University of Pennsylvania 
graduate, he joined Aetna in 1926, and 
after being manager of Washington and 
Boston field offices he went to home 
effice as assistant vice president, being 
named senior vice president in 1959, 
He was the first chairman of the re- 
cently-organized Insurance Institute for 
Highway Safety; is on advisory board 
of Hartford College of Insurance and was 
a director of Greater Hartford Chamber 
of Commerce. He is an executive com- 
mittee of Association of Casualty and 
Surety Companies and the National 
Board of Fire Underwriters, a governor 
of the Insurance Institute of America 
and American Insurance Association, and 
a trustee of American Institute for Prop- 
erty and Liability Underwriters. 


* * * 


The Rt. Hon. C. D. Howe, formerly 
Canadian Minister of Trade and Com- 
merce and Minister of Defense Produc- 
tion, has been elected to board of direc- 
tors of General Reinsurance Corp. James 
A. Cathcart, Jr., chairman of the board 
and chief executive officer, announced. 
Mr. Howe, a distinguished engineer and 
business executive, is chairman of the 
hoard of Price Brothers & Co.. Ltd., of 
The Ogilvie Flour Mills Co., Ltd., and 
is a director of the Bank of Montreal. 





are cooperating closely with the public, 
industry and commercial interests in this 
intensive drive to make people every- 
where more fire prevention conscious. 
Newspapers in every section of the 
country are giving publicity this week to 
the need for reducing fire risks to save 
lives and property. Local fire depart- 
ments, schools, civic minded citizens and 
others are devoting time and effort to 
this never-ending drive to control the 
scourge of fire. There is little that can 
be done to curb the fury of a hurricane, 
but hostile fires are essentially the prod- 
uct of carelessness. An enlightened pub- 
lic, not indifferent to fire hazards, can 
aid tremendously in preventing fires, and 
limiting damage which may be done by 
incipient blazes, 





Fabian Bachrach 


SIDNEY W. COE 


Sidney W. Coe, a vice president of 
Irving Trust Co., New York City, has 
accepted the position of financial vice 
president for Nationwide Insurance at 
Columbus, Ohio, a new position created 
to supplement the rest of Nationwide’s 
financial offices. With the Irving Trust 
since 1932, and a vice president since 
1940, he most recently has been adminis- 
trative head of the Wall Street division 
ot the bank. Currently he is a director 
of Nationwide Corporation, holding com- 
pany associated with the insurance 
group, but will resign this post October 
31. Mr. Coe also is a director of VU, S. 
Slicing Machine Co. of La Porte, Ind.; 
Cooper-Jarrett, Inc., Chicago; Beaux 
Arts Properties, Inc., and Johnstown 
Coal and Coke Co., both of New York 
City. He is also a trustee of the Bullis 
School in Silver Spring, Maryland. A 
graduate of Harvard College he has 
taken advanced studies at Harvard Busi- 
ness School. In World War I he was in 
the Navy. 

a 


H. S. Payson Rowe, financial vice 
president of John Hancock Mutual Life, 
has been elected a director of the Nor- 
folk and Western Railway Co. Mr. 
Rowe is also a trustee and member of the 
executive committee of Eastern Gas and 
Fuel Associates; a director of Boston 
Gas Co.; vice chairman of the commit- 
tee on administration and accounts, Har- 
vard University; and director and mem- 
ber of the trust committee, State Street 
Bank and Trust Company. 

ok * * 


Robert Spering of Middletown, N. J, 
vice president of the Loyalty insurance 
companies of America Fore Loyalty 
Group, retired October 1 under the 
group’s retirement plan. He spent 49 
of his 65 years in the insurance field, 33 
of them with the Loyalty companies. Mr. 
Spering was officer in charge of fidelity 
and surety operations at Loyalty’s New- 
ark head office and served in this field 
of insurance throughout his career. Born 
in New York City, he entered insurance 
in 1911 with the National Surety as a 
trainee in the bonding department. After 
subsequent service with five other in- 
surance companies, he joined Loyalty 
Group in 1927 in the Newark fidelity 
section of Commercial Insurance Co. 

* * 


Thomas C. Deane has been elected to 
the board of directors of Marshall and 
Stevens Inc., national firm of appraisal 
engineers with headquarters in Los 
Angeles. Until hist recent retirement Mr. 
Deane was vice president of the Los 
Angeles main office of Bank of America, 
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Mental Health in Business 

A forum on mental health in business 
and industry, announced as “Human 
Problems in Industry,” will be held on 
October 19 in Hartford. It is designed 
to enable Connecticut business men to 
hear first hand how three of the largest 
American industrial firms use psychiatry 
to cut overhead by increasing efficiency. 
The forum is sponsored by Connecti- 
cut Mutual Life which began a human 
relations program of this type five years 
ago. President Zimmerman of that com- 
pany explains that as an insurance com- 
pany executive he believes that mental 
illness is one of management’s major 
problems today, and is therefore of di- 
rect interest to the well being of policy- 
holders. “Beyond this,” said Mr. Zim- 
merman, “We believe business must as- 
sume its share of responsibility for the 
problem of all its people.” : 

The speaking program for this year’s 
forum includes Dr. John Maclver, as- 
sistant medical director, United States 
Steel Corporation; Dr. Alan MacLean, 
psychiatric consultant, International 
Business Machines Corp., and Dr. Ger- 
ald Gordon, chief psychiatric section of 
the duPont organization; and President 
Stuart E. Judd, Mattatuck Manufactur- 
ing Co., who is chairman of the board 
National Association for Mental Health. 
Moderator will be Dr. Davis Luchs, as- 
sociate medical director, Connecticut 
Mutual. Ab 

Summarized careers of the principal 
speakers follow: ; 

Gerald Gordon has been on the medi- 
cal staff of duPont since 1946. Awarded 
his B.A. degree from University of Ala- 
bama, he continued there for two years 
in the School of Medicine. In 1938 he 
received his M.D. degree at University of 
Louisville. During World War II, he 
served as a U. S. Army medical officer 
in military psychiatric hospitals in Eng- 
land. After military service, he estab- 
lised private psychiatric practice in 
Wilmington for one year before joining 
duPont. Dr. Gordon is a member of the 
American Psychiatric Association and 
the American Academy of Occupational 
Medicine. He is Diplomate of the Amer- 
ican Board of Preventive Medicine in 
Occupational Medicine. 

Stuart E. Judd was graduated from 
Yale’s Sheffield School and later re- 
ceived his M.B.A. degree at Harvard. 
In 1955 he founded Arrowhead Asso- 
ciates, in Meriden, where only handi- 
capped workers are employed making 
products for the furniture industry. He 
has served as president of the non- 
profit Community Workshop sponsored 
by Waterbury industrialists where handi- 
capped persons train for gainful em- 
ployment. Mr. Judd is chairman of Na- 
tional Association for Mental Health. He 
is a member of the Menninger Founda- 
tion Board of Governors and serves on 
its Industrial Mental Health committee. 

Alan McLean is a graduate of Long 
Island College of Medicine. For two 
years after internship and _ psychiatric 
training, he was Deputy Chief of Psy- 
chiatry at the U. S. Public Health Hos- 











pital in Lexington, Kentucky. He has 
also served as consultant to New York 
Telephone Co., American Syanamid Co., 
and Genera! Electric. Recently, Dr. Mc- 
Lean joined Dr. Graham C. Taylor of 
McGill University to co-author the book 
“Mental Health in Industry.” In addi- 
tion to his present duties, he is a faculty 
member of Cornell University Medical 
College. 

John Maclver graduated from the Co- 
lumbia University College of Physicians 
and Surgeons in 1949 and has the de- 
gree of Master of Public Health from 
Yale, where he also obtained graduate 
training in psychiatry. He was formerly 
Director of the Safety and Occupational 
Health Bureau of the Metropolitan Life 
Insurance Company, and most recently 
served as full-time psychiatrist for the 
America Fore Loya'ty Group, Dr. Mac- 
Iver is a member of the American Psy- 
chiatric Association, the Industrial Med- 
ical Association, and the American Col- 
lege of Preventive medicine. 

David Luchs after receiving an A.B. 
degree in Business Administration from 
Marietta College and serving in the 
Army, was an accountant with the Cur- 
tiss-Wright Corporation. Resigning as 
assistant to the vice president of finance, 
he tackled pre-medical studies at Ohio 
State and obtained a B.Sc. In 1950 he 
received his M.D. degree from McGill 
University. After internship and _ resi- 
dency in internal medicine, Dr. Luchs 
served as the civilian medical officer 
at Walter Reed Army Medical Center. 
In 1955, he joined the Connecticut Mu- 
tual as Assistant Medical Director and 
was promoted to his present position 
this year. Dr. Luchs is on board of di- 
rectors, Connecticut Association for 
Mental Health. 


* * * 


Lincoln Considers Car-Leasing 

In the Murray Lincoln autobiography, 
called “Vice President in Charge of Rev- 
olution,” and which was published by 
McGraw-Hill Book Co., Inc., earlier this 
year the author discussed what he con- 
sidered as a new potential market for his 
organization (Nationwide Insurance). It 
was the possibility of entering the car- 
leasing business, 

Mr. Lincoln’s comments on the subject 
were made in a chapter in which he re- 
viewed the activities of some of Na- 
tionwide’s affiliates, one of which was 
Approved Finance, which the organiza- 
tion started in 1951. 

“We started it first to establish another 
vehicle for the use of people’s money so 
that they could borrow from themselves 
at a lower rate of interest than they were 
currently having to pay. Second, we 
did so to maintain our auto insurance. 
... What we discovered was that many 
times there was more money to be made 
by the dealer on the car loan and insur- 
ance commission than on the sale of the 
car. We figured that if we could set up 
a company which would lend the policy- 
holder the money to go and buy a new 
car for cash, he would probably save 
some money on the car in terms of the 


interést charges he would have to pay if 
he bought on credit. At the same time 
we could retain his insurance with us.” 

While the plan, says Mr. Lincoln, is 
working reasonably well today the aver- 
age man seems to feel that “it is easier 
to buy the whole package—car, financ- 
ing and insurance—from the auto dealer 
than it is to go through the various steps 
of calling his agent, making an arrange- 
ment for the loan and then dickering 
with him.” 

He then discussed the possibility of his 
organization entering the car-leasing 
field. Along that line he said in part: 
_“Many people seem to have an emo- 
tional attitude toward car-buying and 
not a practical dollars-and-cents attitude. 
The recognition of this problem has led 
us to investigate the possibility of going 
into the car-leasing business. We've 
found that through mass_ purchasing, 
financing and insuring we can make it 
to the average driver’s considerable ad- 
vantage to lease a car rather than buy 
one. The problem that we've run up 
against, and we’re struggling with it right 
now, is the amount of money involved. 

“We made a survey and found that 
the potential leasing market in the Col- 
umbus, Ohio area is about 5,000 cars. 
If that figure is extended nationally, we 
discover that the American public would 
want to lease more than a million new 
cars per year. At $3,000 a car, the cost 
runs into billions. We've continued to 
investigate but haven’t yet found the 
answer as to where to find the money to 
finance the plan for our policyho!ders.” 


* * * 


Oklahoma Forums 

More than 650 capital stock insurance 
agents attended the 7th Annual Okla- 
homa Insurance Forum recently held 
in six state cities. Sponsored by the 
Oklahoma Capital Stock Insurance As- 
sociation, the Forum covered these sub- 
jects: special automobile policy, business 
interruption, new home owners, safe 
driver rating, public and_ institutional 
property forum and “You Asked Your 
Field (Man.” 

The Forum is a continuing educational 
program offered to capital stock insur- 
ance agents by their companies’ field 
nien, and is a series of one day meetings 
held in strategically located cities 
throughout Oklahoma. 

Chairman of the Forum committees 
were W. B. Highleyman, Travelers; J. 
W. Butler, James V. Gray, E. Allen 
Tillotson, Aetna; Malcolm N. McCarty, 
Home Insurance Co.; Jessie E. Murray, 
and V. L. Seaman, United States F. & G. 


* * * 


Award for J. E. Callaway 

_ Joseph E. Callaway, assistant vice pres- 
ident of Government Employes Life In- 
surance Co., received the coveted Fellow- 
ship Diploma in the Life Office Man- 
agement Association Institute’s Educa- 
tional Program, at the annual conference 
in Toronto on September 27, 1960. 

In the past 23 years a total of 1,038 
LOMIA Fellowship Diplomas have been 
awarded. During 1960, only 70 students 
qualified for this honor. For Mr. Call- 
away, the award marks the culmination 
of seven years of intensive study and 
successful completion of 13 examinations. 

The LOMA educational program which 
consists of a three-part course involving 
a practical, integrated study program 
for office personnel in life insurance 
companies, was developed in 1932, Since 
that time, the Institute courses have 
been widely used in life insurance com- 
panies to train their personnel. The 
12,000 students who took approximately 

000 examinations this year repre- 
sented 484 companies and organizations 
throughout the United States and Can- 
ada. 

rs ae 


Driver Improvement Study 

An extensive study of driver improve- 
ment under the point system used by 
some state driver-license administrators 
was named the nation’s top safety re- 
search project by the National Safety 
Council. It was the first such citation by 
the Council, The study was conducted 


- 
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Sees Car-Leasing Market 





Sheldon Merrit Machlin 
MURRAY D. LINCOLN 


by B. J. Campbell, now administrator 
of research with Cornell University’s 
Automotive Crash Injury Research pro- 
gram, 

Mr. Campbell will receive $1,000 and 
a plaque for winning the -Council’s 
Metropolitan Life award for research in 
accident prevention. Chairman Frederic 
W. Ecker of Metropolitan will present 
the award. 

The award, administered by the Coun- 
cil under a grant from Metropolitan Life, 
is designed to recognize researchers 
studying the causes of accidents so as 
to encourage more research workers to 
include the problems of accident causa- 
tion in their studies. 

Mr. Campbell’s project was judged to 
be “the most signficant contribution to- 
ward the reduction of accidental in- 
juries and deaths” of 65 projects sub- 
mitted for consideration. All forms of 
safety were represented by the projects. 

Mr. Campbell completed his Ph.D. in 
experimental psychology at the Uni- 
versity of North Carolina, where he was 
an assistant director of the Institute of 
Government. 

Mr. Campbell asked such questions as 
these in his study, which was financed 
by a grant from Esso Safety Founda- 
tion and sponsored by the American As- 
sociation of Motor Vehicle Administra- 
tors: 

“Ts there a direct link between the 
number of nonaccident traffic violations 
of drivers—young and old alike—and the 
number of traffic accidents they have?” 

“Does the driver-licensing point sys- 
tem actually reduce the number of traffic 
accidents ?” 

He came up with “yes” answers to both 
questions. 

The point system, the National Safety 
Council explained, is a device used in 
driver-licensing programs to identify 
problem drivers—through traffic arrests 
and convictions and warnings issued by 
police. 

(Illinois has such a point system, 
which it uses at its discretion, the Coun- 
cil said. In other words, a certain num- 
ber of convictions of traffic offenses does 
not mean automatic loss of license.) 

Every state with the point system was 
considered in the study, as well as the 
traffic records of 40,000 drivers. 

Mr. Campbell will receive the award 
during the week of Oct. 10-14 in Chicago 
at the annual meeting of the American 
Life Convention, an association of sev- 
eral hundred life insurance companies. 

Judges of the award were the com- 
mittee on research and education of the 
National Safety Council’s board of di- 
rectors. Dr. William P. Yant, director 
of research, Mine Safety Appliances Co., 
Pittsburgh, is chairman of the board of 
judges. 
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Smith, INA, Sees Package Premiums 
Exceeding Those of Separate Risks 


Firmly committed to the concept that 
packages offer the best value to insureds, 
the best opportunity to the producer and 
for an insurance com- 

Company of North 
not too far off, 
when total package premiums will dwarf 
premiums for separate contracts, Execu- 
tive Vice President Bradford Smith, Jr., 
told a press-luncheon in New York last 


the best future 


pany, Insurance 


America foresees the day, 


week. 

The conference was in connection with 
announcement of Edgar 
R. Johnson as resident secretary in New 
York City and of A. Wesley Barthelmes 
to a post in Washington, D. C. Mr. 
Smith says INA has an “alert and stable 
market for all kinds of property insur- 


appointment of 


ance classes, as also in. fields of marine 
and liability insurance,” and “I would 
like to say we make our own rates on 
an independent basis for over half of 
our property insurance covers.” 


Mr. Smith who 
from a trip abroad, 
sponsibilities of 
surancewise. 

“As individuals and as workers in our 
chosen fields we have an obligation to 
strengthen the free institutions of the 
United States,” said “It is perhaps 
on.y natural that he touch on this subject, 
however briefly, because of the special 
heritage of Insurance Company of North 
America. Founded as it was in 1792, in 
the very room in Independence Hall 
where the Declaration of Independence 
was signed, we have believed steadfastly 
in the destiny of free men and free in- 
stitutions in a free nation. Those, too, 
were perilous days. 


returned recently 
also spoke on re- 
Americans abroad, in- 


American Expansion Abroad 
“Today, 
litical and 
the world, 
dustry is 


despite the rising tide of po- 
idealogical controversey in 

American business and in- 
moving abroad at an unprec- 
edented rate,” Mr. Smith stated. “In 
this past decade, for example, direct 
private investments overseas by United 
States companies has grown from less 
than $12 billion in 1950 to nearly $30 bil- 
lion last year. United States producers 
are spending about 17% of their annual 
capital outlays overseas. In 1959 United 
States private investments overseas 
totaled 1.2 billion to which must be 
added about 800 million of overseas earn- 
ings which were reinvested. 

“Since service to the _ policyholder, 
whether to individuals or to corporations, 
is such an important concept at INA, 
we have stressed our own expansion in 
the overseas markets. And to those mar- 
kets we bring to bear the same multiple- 


line philosophy that permeates our do- 
mestic operations. 
“In this regard, INA is the only in- 


dividual American insurance underwriter, 
as far as we know, independently han- 
dling client needs both here and, at last 
count, in 34 countries of the free world. 
We anticipate that our overseas business 
will continue to grow. 


Visit to London Office 


“Within the past month I visited our 
London office and there consulted with 


our staff and with our resident vice 
” 

mg; for Europe,” Mr. Smith re- 

lated. “Our business in Britain and on 


the continent is growing and we look 
forward to developing it even more ag- 
gressively in future months. 





BRADFORD SMITH, JR. 


“British insurance agents are very 
much like American agents. I found this 
to be true when I called on some insur- 
ance agents in towns and hamlets out- 
side of London. The reception accorded 
me as a representative of an American 
company was warm!'y cordial and the 
results most gratifying. Believe it or 
not, I was told by some fine British 
agents, that they had never before heard 
of an insurance executive of a top-rank- 
ing insurance company calling at an 
agent’s office to ask for business. The 
fact that I was an American did not 
lessen their astonishment. 

“My friends at London 
in a while remind me that 
us Americans the insurance business. 
Perhaps we can return the favor by 
teaching them something about market- 
ing insurance. 


Lloyd's 
they 


once 
taught 


Homeowner Competition Keen 


“The recent past has seen a great 
upsurge in competition in the Home- 
owners field—a field in which INA pio- 


neered,” Mr. Smith observed. “This Fall 
we are celebrating with an extensive 
sales program the 10th anniversary of 


the introduction of this modern package 
of protection. Competition, it would ap- 


pear, in certain sections of the country, 
is reducing premiums to unrealistic 
levels, levels that inevitably invite un- 


derwriting loss. 


“Homeowners policies are an attractive 
buy for the public, and with expansion 
of the market, with everyone pushing 
for the business, some underwriters of 
limited experience in this field may find 
that an increasing book of this business 
is not quite the pot of gold they thought 
it was. 

“INA’s Homeowners policy was_ in- 
vented as a package of protection for 
the prudent family. Its protection fea- 
tures, its convenience and its economy 
appealed to this group in the public. 
We shall be steadfast in offering this 
protection by maintaining a stable and 
health growth market. We are aware 
of the complaint that handling personal 
business at the brokerage- -agency level 
is unprofitable. This is an unhealthy 
condition and a problem we cannot leave 
unsolved,” 


NAIC MEETING COMMITTEE 


Barry Chairman and Mulvehill Treas- 
urer; Commissioners at Commodore 


November 28-December 2 

New York Superintendent of Insur- 
ance Thomas Thacher, as host commis- 
sioner, announced appointment of an in- 
surance industry committee on arrange- 
ments for the semi-annual meeting of 
the National Association of Insurance 
Commissioners. This meeting of NAIC, 
will be held in New York City from No- 
vember 28 through December 2, inclusive. 
Meeting headquarters will be held at the 
Hotel Commodore. 

The committee named by Superintend- 
ent Thacher, which has held preliminary 
meetings, is headed by John R. Barry, 
president Corroon & Reynolds, as chair- 
man, Edward L. Mulvehill, 
American Re-Insurance, is treasurer. 

Other members are: Kenneth E. Black, 
president, Home Insurance Co.; William 
H. Deatly, president, Title Guarantee 
Co.; Thomas R. Dew, vice 
Chubb & Son; J. 


eral manager, 


president, 


president, 
Dewey Dorsett, gen- 
Association of Casualty 
and Surety Companies; Charles G. 
Dougherty, vice president, Metropolitan 
Life; Dudley Dowell, executive vice 
president, New York Life. 

Also J. Victor Herd, chairman, Amer- 
ica Fore Loyalty Group; Roger Hull, 
president, Mutual Life of New York; 
Davidson Sommers, senior vice president 
and general counsel, Equitable Life As- 
surance Society; Miles F. York, presi- 
dent, Atlantic Mutual. 





Conferment Luncheon of 


CPCU at Astor Oct. 20 

The New York Chapter, Society of 
CPQU, announces that tickets for the 
local conferment luncheon, to be held at 
the Hotel Astor on Thursday, October 
20, are available through Milton R. 
Ulrich, Room 1200, 90 John Street, New 
York City, 

Price of each ticket is $7.50 and reser- 
vations for tables can be made in units 
of 10 persons. As announced, A. L. 
Kirkpatrick, manager, Insurance Depart- 
ment, Chamber of Commerce of the 
United States, will be guest speaker. 





INA Gets Direct Mail 
Award for Annual Report 


Insurance Company of North Amer- 
ica’s 1959 annual report was chosen as 
one of the major award winners in the 
yearly contest held under the auspices 
ot the Direct Mail Advertising Associa- 
tion (DMAA). Selected from among 
close to 300 entries, INA’s 1959 report 
was adjudged top winner in the financial 
classification. 

Public announcement of the award 
was made October 10 in Miami Beach, 
Fla., as part of the proceedings of the 
43rd annual convention of DMAA. 
Frank K. Middleton, INA’s sales promo- 
tion manager, was at that time presented 
with a plaque emblematic of the award. 





Edward H. Everest Dies 


Edward H. Everest, pioneer in organi- 
zations of mutual insurance agents and 
member of the national board of the Na- 


tional Association of Mutual Insurance 
Agents, died of a heart attack in his 
home in New Haven, Conn., Sunday 


morning. He was stricken while watch- 
ing television Saturday evening. 

Mr. Everest developed the group in- 
surance plans of the New England Mu- 
tual and was a trustee of the plans. A 
specialist in group insurance, he had 
planned to retire soon as president of 
J. C. Bradley & Co. Inc., New Haven 
insurance agency which he had headed 
for years, and live in Florida for nine 
months of each year. He would have 
spent three months in New Haven as a 
consultant in group insurance. 





Former Asst. Chief Eng. 
Of National Board Dies 


ROBERT C. 


DENNETT 


Dennett, assistant chief en- 
gineer of the National Board of 
Underwriters before his retirement in 
1954, died September 29 at his summer 
home in Wayne, Me., following a heart 
attack. 

Mr. Dennett joined the National Board 
as a young civil engineer recently grad- 
uated from Cornell University. At the 
time of his retirement he had concluded 
50 years of continuous service with that 
organization. During that half century, 
served as field engineer, 
engineer and assistant chief engineer. 

A specialist in hydraulics, early in his 
National Board career he surveyed = 
water supp!y systems of 150 major U. S 
cities. During World War I he was 
called to Washington to head the fire 
protection section of Emergency Fleet 
Corporation. Some 20 years later he was 

called on again to serve his country, 
this time as advisory engineer in charge 
of fire protection for the Navy’s Bu- 
reau of Yards and Docks. 

Mr. Dennett made his home in Free- 
port, N. Y. Born in Maine, he had made 
his summer home there for many years 
He is survived by his wife, Majorie, and 
a sister. 


1961 Officers Elected by 
Underwriters Golf Assn. 


Officers for 1961 were elected by the 
Underwriters Golf Association preced nz 
its recent annual tournament at_ the 
Garden City (L. I.) Golf Club. The 
slate as proposed by Alfred C. Bennett, 
special counsel, New York Insurance 
Department, and approved by the mem- 
bership was as follows: 

President—Ernest S. Winter, vice pres- 
ident, Merchants Fire of New York; vice 
president—John P. Madigan, vice pres- 
ident, General Reinsurance Corp.; sec- 
retary-treasurer — William Keller, Jr. 
secretary, United States F. & G. New 
members of the governing committee 
include John N. Blegen, secretary, Amer- 
ica ‘Fore Group Companies; Rankin Mar- 
tin, resident vice president, Standard 
Accident; Edward J. Gorman, New York 
manager, Fidelity & Deposit; Scott 
Harris, executive vice president, Joseph 
Froggatt & Co., and John J. Mulvehill, 
retiring president, who manages the 
claim department of Corroon & Reyn- 
olds. 

In the golf tournament George F, 
Meredith, vice president, Federal In- 
surance Co., was the winner of a leg 
on the championship cup and Andrew 
Bucksar, suburban division manager, New 
York Fire Insurance Rating Organiza- 
tion, won a leg on the Seniors’ cup, 


Robert C. 
Fire 


he had office 





newly put into circulation by the U.G.A 








> 





960 


ies 





en- 
Fire 
in 
mer 
eart 


yard 
rad- 
the 
ided 
that 
ury, 
ffice 
aT, 
his 
the 
1, i 
was 
fire 
‘leet 
was 
try, 
arge 
? 
»u- 


ree- 
rade 
ars, 


and 


Mar- 
dard 
’ ork 
scott 
seph 
ehill, 

the 
eyn- 


» F, 
In- 
leg 

lrew 

New 

11Za- 

cup, 


G.A. 





October 14, 1960 





Page 27 








old Tax Meetings 
In Washington Now 


ON EQUALIZATION MEASURES 
Dept. Will Not Take Any 

eof Position Until After Consul- 
tation With Insurers 





A series of meetings on tax problems 
affecting all segments of the fire and 
casualty business is being conducted 
this month by the Treasury Department 
in Washington with a number of key 
industry groups. Principal topic of dis- 
cussion is the bill introduced more than 
a year ago by Representatives Boggs (D., 
La.) and Baker (R., Tenn.) to “equalize” 
the tax treatment of stock and mutual 
fire and casualty companies. 

The Treasury, in its invitation to the 
industry organization, pointed out that 
the Department has not taken any final 
position on this proposal “because of the 
complexity of the field in which the pro- 
posed legislation would apply and cer- 


tain questions as to their competitive 
and revenue effects.” 


Treasury Position 


And the letter pointed out that the 
Treasury has informed the tax-writing 
House Ways and Means Committee that, 
before making definite recommendations, 
“we would want the benefit of consulta- 
tions with representatives of all sectors 
of the fire and casualty insurance busi- 
ness.” 

Other matters on which the Treasury 
said it would focus attention during the 
meetings include features of the tax 
laws applicable to the fire and casualty 
business which were brought up during 
the recent hearings of the Senate Judici- 
ary Antitrust Subcommittee on the op- 
erations of foreign companies doing busi- 
ness here under the surplus line laws. 

These hearings also dealt with the 
establishment of overseas reinsurance 
subsidiaries by American insurers as an 
alleged tax-avoidance scheme, and _ this 
subject also well be discussed, the Treas- 
ury stated. 

Organizations scheduled to participate 
in the conferences include: American 
Mutual Insurance Alliance, National 
Committee for Insurance Taxation, Na- 
tional Board of Fire Underwriters, As- 
sociation of Casualty and Surety Com- 
panies, Association Factory Mutuals, 
American Reciprocal Insurance Associa- 
tion, Reciprocal Interinsurers Federal 
Tax Committee, Philadelphia Contribu- 
torship (representing the perpetuals), 
American Foreign Insurance Associa- 
tion, American International Underwrit- 
ers, Lloyd’s of London, Lloyd’s Under- 
writers of Illinois, a number of other 
Lloyd’s organizations, and the National 
Association of Insurance Commission- 
ers. 


Argue Mutuals Have Advantage 


The National Committee for Insur- 
ance Taxation last week urged the 
Treasury Department to support legis- 
lation designed to “equalize” the tax 
treatment of stock and mutual casualty 
companies. Had a bill along the lines of 
that introduced by Representative Boggs 
(D., La.) and Baker (R., Tenn.) been 
in effect in 1959, an additional 30 million 
dollars in tax revenue would have been 
collected by the Treasury from non-life 
mutuals and reciprocals, spokesmen for 
the NCIT alleged. 

Appearing on behalf of the 400 stock 
companies comprising NCIT—chief of 
which is Allstate—Arlindo S. Cate of 
Chicago and Adrian DeWind of New 
York charged, at the first of a series of 
meetings called by the Treasury, that 
mutual insurance companies now have 
an unfair tax advantage over stock com- 
panies because of inequities in existing 
tax laws. 

The Boggs-Baker proposal would tax 
all fire and casualty companies alike— 
on the same basis and at the same rates 
aS corporations in other industries. 

It was said a thorough study of in- 





Left to right: E. Clayton Gengras, president of Security-Connecticut, Mr. 
Goodwin, and Peter Berry, chairman of the board of Security. 


Ernest V. Goodwin, vice president of 
Security-Connecticut in charge of fire 
underwriting, was feted on the occasion 
of his 40th anniversary with the com- 
pany. During a luncheon meeting at the 
Quinnipiac Club, New Haven, Mr. Gen- 
gras, president of Security, and Mr. 
Berry, chairman of the board, joined in 
their appreciation of Mr. Goodwin’s long 
service and valuable contributions, They 
presented a stereo-hi-fi record player to 
Mr. Goodwin in a gesture expressing 
their admiration and gratitude. 

Mr. Goodwin’s entire insurance career 
has been spent with Security. Starting 
in the fire underwriting department in 


October, 1920, he became general agent 
of Southern fire business in 1935. He 
was elected assistant secretary in 1940, 
in charge of South and Midwest fire 
business of the Security. In 1948 he was 
elected vice president. 

Past chairman of the executive com- 
mittee of General Cover Underwriters 
Association, Mr. Goodwin has served on 
a number of important committees of 
the National Board of Fire Underwriters, 
Eastern Underwriters Association, South- 
Eastern Underwriters Association, West- 
ern Underwriters Association, Texas In- 
surance Advisory Association, New Jer- 
sey Insurance Rating Organization, Vir- 
ginia Insurance Rating Bureau, North 
Carolina Fire Insurance Rating Bureau. 





Homeowners’ Courses by 
New York Ins. Society 


A course covering the new_ Home- 
owner’s forms 1, 2, 3, 4. and 5 will begin 
on October 26 at the Insurance Society 
of New York. The instructor, ¥; &. 
Schulz, assistant manager of the under- 
writing department, Home Insurance Co., 
will discuss the philosophy behind these 
contracts and rules governing their is- 
suance. The A, B, and C forms will be 
used for comparative purposes. Since 
these new forms have recently been 
approved by the New Jersey Depart- 
ment of Banking and Insurance and are 
currently under consideration by the 
New York Insurance Department, any 
changes that develop during the course 
will be discussed as they are approved 
and adopted. 

Classes meet on Wednesday evenings 
from 5:30 to 7:30 p.m. for 8 weeks and 
the tuition is $25. Registration may be 
completed at the Society's office, 225 
Broadway, New York City. The Society 
will begin an eight-week course in West- 
chester County on November 1. This 
course will deal with the new Home- 
owner's policies. The A, B, and C forms 
currently in use will be compared with 
the new 1, 2, 3, 4 and 5 forms. Classes 
meet on Tuesday evenings from 6:00 to 
8:00 p.m. The tuition charge is $25. 

The Society, will offer four additional 
evening courses in Nassau County ‘be- 
ginning October 31. These courses are 
entitled: Homeowner's comprehensive 
policies, personal and business surveys, 
problems of the producer, and _ selling 
business interruption insurance. 





surance company taxation shows mutual 
and reciprocal companies have paid 
“about half” the taxes they would have 
paid under full corporate rates during 
the past 17 years. There is no essential 
difference in the method of operation or 
the taxation of mutual, reciprocal and 
stock companies in any of the states, 
it was stated, and therefore there should 
be no difference in the way in which 
they are taxed at the Federal level. 


Schloss, Royal-Globe, Now 
Secretary and Actuary 


Harold W. Schloss, a secretary of the 
Royal-Globe Insurance Group, has been 
given the additional title of actuary. 

‘Mr. Schloss is a Fellow of the Cas- 
ualty Actuarial Society. A graduate of 
Brooklyn College, he did graduate work 
in actuarial mathematics at the Univer- 
sity of Iowa. He served in the U., S. 
Navy from 1942 to 1946 as a lieutenant 
in command of an LCI and joined Royal- 
Globe in the actuarial department in 
1946. He was named superintendent of 
that department in 1950 and became a 
secretary of the group in 1957. 





Weis Buffalo State Agent 
In New York Areas 


The Buffalo Insurance Co. has named 
Arthur G. Weis as a multiple line state 
agent for Long Island and Staten Island. 
He will be associated with John J. Brady, 
manager of the New York metropolitan 
and suburban department and will work 
out of the Buffalo’s Baldwin, Long 
Island office. 

Mr. Weis was educated in New Jersey 
but has acquired most of his business 
experience in New York. His career 
started with the Loyalty Group in 1947 
in the field of fire underwriting. In 1951 
he joined the Pearl Monarch Group and 
later became their special agent on Long 
Island and upstate New York. 





SPONSORS FOOTBALL TV 

Television coverage of this season’s 
games of the Baltimore Colts, national 
professional football champions, is co- 
sponsored by the Hartford Fire Insur- 
ance Company Group. The games will 
be seen throughout central Connecticut 
on WHNB, Channel 30, on succeeding 
Sunday afternoons for 13 weeks. The 
second half of each game will be co- 
sponsored by the Hartford Group and 
the Connecticut Bank and Trust Com- 
pany. 


Melson Associate Mgr. 
Of Horace R. Coe & Co. 


Horace R. Coe, president of Horace 

Coe & Co., an insurance brokerage 
firm with offices in Philadelphia, an- 
nounces appointment of Kenneth P. Mel- 
son as associate manager. Mr. Melson 
assumes his new post after 10 years’ 
experience with the American Insurance 
Group. During his association with that 
organization his activities included a!] 
phases of field work in the Greater 
Philadelphia area. Wilkes-Barre and St. 
Louis. He is a graduate of New Jersey 
State Teachers College at Trenton. 





Fire Losses in U. S. 


(Continued from Page 1) 


increase of about 16,000 in number and 
nearly $27,000,000 in cost. 

Residential building fires were respon- 
sible for the major share of the increase. 
Apartment losses were up by nearly 
$9,000,000 in 37,700 fires. The cost of 
13,200 fires in hotels and motels totalled 
almost $22,800,000, an increase of more 
than $4,200,000 over the previous year 
There were 6,500 fires in trailers and 
trailer courts with losses of $5,600000. 


Industrial and Mercantile Losses Up 


Fire cost industry close to $184.000,- 
000 last year, up about $1,300,000 from 
1958. Losses in stores and other mer- 
cantile buildings rose about $6,000,000 to 
a total of more than $101,000,000. 

For the second year in a row schools 
and colleges improved their fire record. 
The dollar cost of 3,800 fires decreased 
by over 15% compared with 1958 but the 
total of damage and destruction still 
came to more than $20,000,000. Churches 
reduced the number of their fires from 
4,200 to 3,400, but the reduction in losses 
came to only about $635,000. 

here were more than 1,230,000 fires 
last year not involving buildings—prin- 
cipally aircraft, motor vehicles, forest, 
ship, rubbish and grass ‘fires—which ac- 
counted for an estimated loss of over 
$356,000,000, according to the NFPA 
report. Aircraft fires numbered 160, a de- 
cline of 15 from 1958, but the cost in- 
creased by $7,000,000 to a $150,000,000 
total. 


Motor Vehicle Fires in Sharp Rise 


Motor vehicle fires registered another 
sharp increase, jumping about 31,000 to 
a total of over 204,000. Losses came to 
$22,000,000. 

Topping the list of building fires causes 
is defective or overheated cooking and 
heating equipment, the NFPA reports. 
They were responsible for starting an 
estimated 202000 fires in 1959, at a cost 
of $137,760,000 in damages. 

Second principal cause is careless smok- 
ing and disposal of matches, which 
started 159,300 fires destroying $75,560,- 
000 worth of buildings. Defective or im- 
properly used electrical wiring and 
equipment caused 122,900 fires, with 
losses totalling $193,220,000. Rubbish pro- 
vided a starting point and fuel for 57,000 
fires which cost $21,000,000. 

Children and Matches 

Among the many other causes appear- 
ing on the NFPA list is the risky com- 
bination of children and matches, which 
set off 34,600 fires last year responsible 
for a total of $22,380,000 in losses. 

Compiling the National Fire Protec- 
tion Association’s annual study of fires 
and fire losses is a complex task which 
requires nine months to assemble data 
and make calculations. The -organiza- 
tion’s fire record department prepares 
the estimates from reports submitted by 
Federal, state and local fire authorities, 
as well as from industrial and other 
sources concerned with fire. Covering 
uninsured as well as insured losses, the 
NFPA report is rated the most com- 
plete and accurate of its kind. 

The complete report of “Fire and Fire 
Losses Classified, 1959” appears in the 
NFPA Quarterly of (Dctober, 1960. Re- 
prints of the analysis are available from 
NFPA publications department, 60 Bat- 
terymarch Street, Boston 10, Mass., at 25 
cents a copy. 
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Brewer Cites Current Trend in 


Insurance of Explosion Damage 


Two trends are apparent today with 
respect to explosion damage, according 
to Wm. Conant Brewer, Jr., an attorney 
of Boston, Mass., who addressed the in- 
surance division of the American Bar 
Association in Washington recently. 
One is the increasing hazard of explo- 
sion in the home and in industry, and 
the other the movement, now just be- 
ginning, toward insurance of explosion 
in an all-risk policy, rather than a sep- 
arate contract or endorsement. 

“For the moment, however,” he said, 
“most explosion insurance is written as 
an endorsement to the fire insurance pol- 
icy or under the boiler and machinery 
policy, and many legal questions involv- 
ing explosion rise out of the distinc- 
tions and exclusions inherent in dealing 
with explosion as a separate named 
peril, : 

“There is nothing in the nature of an 
explosion which should make it more 
difficult to identify or insure than a fire. 
It is a sudden or ‘instantaneous’ release 
of energy, accompanied by a violent ex- 
pansion of gas which causes the dam- 
age. Much of the litigation in the field 
has resulted from the failure of courts 
to apply a correct definition of explosion 
which includes the expansion of volume,” 
Mr. Brewer declared. 


New Sources of Explosion 


“Technological changes are creating 
new sources of explosion at an increased 
rate. In order to avoid disappointment 
to policyholders and companies alike, it 
is important that significant new haz- 
ards be identified in advance, and a de- 
cision made as to whether they will be 
left in the contract, segregated and in- 
sured for an additional premium, or 
excluded entirely as uninsurable. To the 
extent that this is done, litigation in this 
field will be confined ww the inevitable 
questions of fact. 

“Explosions, of course, will continue to 
occur. Having loosed the deamonic 
forces of nature with their enormous 
stores of energy, man is unlikely ever to 
have them fully under control again. To 
some extent, and at the expense of so- 
ciety, he can protect himself by insur- 
ance. Since the fear of explosion, worse 
even than the fact of it, hangs over man 
today like a malevolent cloud, the pro- 
tection that insurance can bring will al- 
ways be valued. It is the lawyers work to 
provide the means by which such pro- 
tection can be accurately and wisely ex- 
tended. 

“Today we are faced by a whole range 
of explosion hazards both in the home 
and in industry,” Mr. Brewer continued. 
“Among the hazards found in the ordi- 
nary dwelling are hot water tanks, space 
heaters, heating boilers, oil ranges, and 
other devices making use of inflammable 
gases and liquids. In commerce and in- 
dustry, the possibilities of explosion are 
so numerous as to defy description. 
Engineers and chemists are constantly 
at work developing new processes and 
techniques which involve some risk of 
explosion. 

“In addition to the wide range of pres- 
sure vessels used by industry, numerous 
chemical processes present the hazard 
of explosion caused by rapid combustion 
or exothermic reaction. There is hardly 
an industry today which does not pre- 
sent an explosion risk in some form or 
other. Year by year working pressures 
and temperatures climb, and the use of 
volatile or unstable chemicals multiplies. 
Little wonder that the insurance of loss 
by explosion is of even greater impor- 
tance to the owners of industry than to 
the owner of a dwelling house. 


New Exclusions Possible 


“Technological changes, coming faster 
each year, are now requiring and may be 
expected in the future to require, the 
consideration of new exclusions, At the 
same time, a variety of new multiple 


peril and all-risk contracts have extended 
explosion coverage and have erased some 
of the traditional boundary lines that 
have created much of the litigation. Onc 
may suppose that, in 20 years, most ex- 
plesion insurance will be written as a 
patt of a multiple peril or all-risk pol- 
icy, with exclusions limited to those 
hazards deemed uninsurable. 


How Cover is Obtained 


“In general terms, there are four ways 
in which insurance coverage against the 
explosion hazard can be obtained today,” 
Mr.: Brewer said. “These are: 

“l. The fire insurance policy, together 
with the extended coverage and other 
endorsements now available. 

“2. The boiler and machinery insurance 
policy. 

“3. Specific insurance against 
sion. 

“4. Various all-risk or multiple peril 
policies, such as marine, homeowners, and 
personal property floater. 


explo- 


“Until the middle of the nineteenth 
century, fire policies generally contained 
no exclusion of loss by explosion. Start- 
ing with the Scripture case in 1852, 
however, a body of law developed which 
held that the ignition of gunpowder or 
explosive vapors by a match, lamp, or 
other ‘friendly’ fire, was covered under 
the fire insurance policy... This led to the 
general exclusion of loss caused by ex- 
plosion. Such an exclusion proved to be 
a successful defense in cases of the 
Scripture type. Most courts, however, 
continued to hold that an explosion 
caused by and incident to a hostile fire 
on the premises remained covered under 
the policy, and this doctrine is now uni- 
versally accepted, Where fire followed 
the explosion, events took a somewhat 
unexpected turn. The United States 
Supreme Court held in Insurance Co. v. 
Tweed that the exclusion also voided cov- 
erage for loss caused by a fire which was 
started by an off-premises explosion. 
In order to eliminate this result, the ex- 
clusion was changed to its present form, 
to exclude loss occurring ‘as a result of 
explosion or riot, unless fire ensue, and 
in that event [insuring] for loss by fire 
only.’ It has been pointed out that little 
is accomplished by the exclusion in its 
present form except to avoid the un- 
sound Scripture doctrine. 

“To sum up, with only the statutory 
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TERRIT 


Review now, premium-wise, the true value of your client and pros- 
pect files. Among the names listed you will find many individuals 
and firms you can solicit for their entire insurance account. 


An increasing number of agents are finding account selling the 
smoothest road to new, increased business. Premium volume usually 


goes up; cost-of-handling, down. 


Customers benefit in ratio, too: Duplicate coverages are eliminated. 
Better, broader protection—often at a saving—is provided, plus 
really professional service. Account selling ties clients closer to you 


and wards off competition. 


To help get the whole account offer a free Survey and Analysis Plan. 
Ask our Fieldman for a copy of the Plan, plus Survey Sheet and 
Card. Also request information about Package Policy sales material 
and monthly premium financing. They are excellent aids for account 
selling...the kind of selling that rewards painstaking exploration 
with expanded income now...and in the future. 
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fire insurance contract, the insured is 
protected against all explosions caused 
by fire on his premises, and against all 
fire damage caused by explosion any- 
where. There remains only loss caused 
directly by explosion which does not 
have its origin in fire. 


Inherent Explosion Clause 


“In addition to the basic fire policy, 
explosion coverage is generally provided 
for dwelling houses today by the inher- 
ent explosion clause or the extended 
coverage endorsement, or frequently by 
both. The only difference between the 
two is that the inherent explosion clause 
is limited to explosions on the premises 
and growing out of the normal use of the 
premises, while the extended coverage 
endorsement applies to explosions any- 
where. Each of these coverages con- 
tain specific exclusions, which can be 
described in four general categories,” 
Mr. Brewer observed. 

“First, explosions of certain named 
equipment containing steam under pzes- 
sure and of rotating machinery caused 
by centrifugal force. This is traditionally 
the field of the boiler and machinery 
companies, and insurance of this typ? 
is generally thought to require certain 
specialized engineering skills not found 
among fire underwriters. 

“Second, concussion unless caused by 
explosion. This is aimed directly at the 
modern problem of sonic boom, or to be 
more accurate, of sonic shock waves 
caused by aircraft flying in excess of the 
speed of sound. The phraseology of the 
exclusion is based on a recent lower 
court decision that sonic boom is not an 
explosion, 

“Third, electric arcing. No doubt this 
exclusion arose also from the fear of 
adverse claim experience in this area, 
but no cases directly in point have been 
found. 

“Fourth, a group of exclusions which 
are phrased in various ways, but which 
generally include water hammer and the 
bursting of water pipes, whether by 
freezing or otherwise. These exclusions 
were inserted because of a series of 
cases holding that events of this type 
were explosions. 

“There is in addition, the exclusion of 
loss caused by various nuclear occur- 
rences, which exclusion applies to the 
fire insurance policy generally and will 
not be discussed specifically here. 


Broad Cover on Homes 


“An increasing number of dwelling 
houses today are covered under the 
various homeowners policies, usually 
without the exclusions found in the ex- 
tended coverage endorsement, although 
freezing pipes under certain conditions 
and the nuclear hazards are not cov- 
ered. In addition to general explosion 
coverage the ‘sudden and _ accidental 
tearing asunder’ of home heating sys- 
tems is covered by the Homeowners B 
policy, in language which is apparently 
taken from the boiler and machinery 
policy. The homeowners policies illus- 
trate the rapid changes which are tak- 
ing place in the direction of a more com- 
prehensive insurance contract in which 
detailed exclusions are being gradually 
eliminated. 

“A series of endorsements to the fire 
insurance policy covering explosion and 
numerous other hazards is available to 
commercial and industrial risks meeting 
high standards of fire protection through 
the Factory Mutual companies and the 
Factory Insurance Association. The ex- 
clusions to the explosion coverage pro- 
vided in these policies approximate those 
in the extended coverage endorsement, 
with the addition of an exclusion of loss 
caused by the explosion of pressure 
vessels other than steam having a 
‘maximum normal internal working pres- 
sure’ in excess of 15 pounds per square 
inch, In certain cases and for an addi- 
tional premium, this additonal exclusion 
may be deleted by the addition to the 
policy of an extended explosion endorse- 
ment,” Mr. Brewer continued. 


Boiler and Machinery 


“Boiler and machinery insurance is the 
second major categor of insurance im 
J gory 


(Continued on Page 29) 
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which explosion coverage is available. 
It should be noted that there is a differ- 
ence of opinion as to whether the word 
‘explosion’ should be applied to the 
violent rupture of a vessel containing 
steam or other contents under pressure. 
However, the word ‘explosion’ is not 
used in the boiler and machinery policies 
except in connection with the optional 
coverage of the explosion of combustible 
gases within the furnace of the boiler. 

“Instead, the policy insures the ‘sudden 
and accidental tearing assunder’ of a 
boiler ‘caused by pressure of steam or 
water therein’; and also the ‘sudden and 
accidental breaking’ of machinery ‘into 
two or more separate parts. By and 
large, this language has proved more 
apt for its purpose than the word ex- 
plosion, although it has not yet been sub- 
ject to the pressure of litigation which 
has been faced by explosion, 


Nature of Explosion 


“One of the difficulties throughout the 
years in providing explosion insurance 
has been a lack of agreement on the 
nature of an explosion. It is not a tech- 
nological problem; today a definition 
could be developed which would be at 
least as accurate as the judicial defini- 
tions of fire. However, certain land- 
mark cases tell us that the concept of 
explosion ‘is not one that lends itself to 
precise definition,’ but rather that it is 
based upon the ‘common experience and 
notions of men in matters of that sort.’ 
This unfortunate language has been used 
as a basis for expanding the concept in 
areas where it is inappropriate for in- 


surance and _ inconsistent with any 
reasonable definition. 
“Anyone who has done research in 


this field will testify to the numerous 
definitions of explosion which are av ail- 
able. By and large, courts which are in- 
clined to expand the coverage require for 
an explosion simply a sudden release of 
energy, accompanied by a sharp noise. 
A third and most important requirement 
is added by other courts: a sudden 
expansion of volume, usually of air, ac- 
companied by the pushing-out of mate- 
rial from the locus of the explosion. This 
third element is critical because it does 
the damage. Energy alone can be re- 
leased without harm, and if the release 
of energy plus noise are the criteria, one 
can create an explosion by breaking a 


stick in the hand. 

“Another word which has troubled the 
courts from time to time is ‘rupture.’ At 
one time boiler and machinery policies 
covered the rupture of steam boilers, but 
the use of the word is now confined to 
the exclusion from the explosion cover- 
age offered by the fire insurance com- 
panies of ‘loss by explosion, rupture or 
bursting’ of certain steam devices and 
rotating machinery. It has been held 
that a rupture does not require that 
degree of violence associated with an ex- 
plosion, and therefore differs from it in 
nature. No doubt this was the reason 
for the change in the language of the 
boiler and machinery policy.” 

(To Be Continued) 





Hardy Pres. Va. Mutual 


E. N. Hardy Jr., formerly executive 
vice president and secretary, has been 
elected president of Virginia Mutual In- 
surance Co., it is announced by Oscar L. 
Shewmake, ‘chairman of the board. Mr. 
Hardy succeeds Samuel A. Jessup who 
died recently. Mir. Jessup had been presi- 
dent since 1946. 

In other changes, C. W. Peterson, 
formerly vice president, was elected ex- 
ecutive vice president and secretary of 
the company. Claude A. Jessup was 
elected vice chairman of the board. James 
L. Jessup was elected a director to suc- 
ceed his late father. 

Mr. Hardy is a graduate of the Uni- 
versity of Virginia in the class of 1926 
and is one of the founders of the com- 
pany. He had been executive vice presi- 
dent and secretary since 1947. 





Western Branch Manager 

Francis G. Westerman has been ap- 
pointed manager of the newly established 
Lansing, Mich., branch office of Boston 
Insurance Group. The Lansing branch 
office will service all agents in Michigan 
except those located in Wayne, Oak- 
land and Macomb counties, who will con- 
tinue to be serviced by the Detroit serv- 
ice office. Mr. Westerman joined the 
Boston Insurance Group in June, 1948, 
as Wayne County manager in Detroit. 
He was later promoted to state agent in 
Lansing, a position he has held until the 
present time. 
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N. Y. Agents’ Program 
For Garden City Meeting 


ALL DAY SESSION OCTOBER 25 


Supt. Thacher, Bateman, Douglass, Pol- 
lard, Muth, Kramer, Schwab, Schepens, 
Leslie, Smith Among Speakers 
Ben Hemley of Jamaica, regional vice 
president of the New York State Associa- 
tion of Insurance Agents, and Lionel Gold- 
berg of Glen Cove, president of the Sub- 
urban New York Association, announced 
final plans for the big downstate regional 
meeting to be held at the Garden City 
Hotel, Tuesday October 25. Once again 
the meeting, sponsored jointly by the 
state and suburban associations will be 
an all day affair with registration ex- 
pected to exceed 1,000. Agents from all 
five boroughs of the City of New York, 
Long Is'and and Westchester and Rock- 

land Counties will be in attendance. 

Featured speaker at the luncheon ses- 
sion will be State Senator Samuel L. 
Greenberg of Brooklyn, ranking minority 
member of the joint legislative commit- 
tee on insurance rates and regulation. 
\ highlight of the morning program will 
be a talk by J. Carrol] Bateman, general 
manager of the newly formed industry 
wide Insurance Information Institute. 
Superintendent of Insurance Thomas A. 
Thacher will be leading speaker in the 
afternoon. 


Agents’ Association Activity 


Agents’ association activity will be 
stressed at the morning session. After 
greetings are extended by Mr. Goldberg 
as president of the Suburban Associa- 
tion, Robert B. Douglass of Potsdam, 
president of the state association, will 
discuss the many problems faced on a 
state level, with William A. Pollard of 
New York, executive secretary of the 
National Association, describing the na- 
tional scene. Raymond A. Muth of New- 
ark, N. Y., executive vice president of 
the state association, will talk about 
New York’s participation in the national 
advertising program. George A. Kramer 
of Williston Park, treasurer of the state 
association, will discuss membership and 
Arthur L. Schwab of Staten Island, leg- 
islative representative of state associa- 
tion, will discuss legislation. 

During the afternoon session the 
agents will hear from those outside of 
agency ranks. George Schepens, man- 
ager, Automobile Assigned Risk Plan, 
will discuss the recently effective 
changes in rules of the plan. William 
Leslie Jr., manager, National Bureau of 
Casualty Underwriters, will discuss pros- 
pects in the casualty field, while Kenneth 
O. Smith, manager, New York Fire In- 
surance Rating Organization, will talk 
about the aspects from the fire side of 
the business. The agents will also hear 
from the fieldmen’s associations with 
James T. Wright, president, representing 
the Tappan Zee Association, and George 
Nelson, president, representing the Long 
Island Association. 

Ann Pfifferling of Brentwood will rep- 
resent the Federation of New York In- 
surance Women’s Clubs, and Valmore 


H. Forcier, of New York City, executive 
secretary of the Insurance Federation of 
New York, will speak for the organiza- 
tion. The business session will wind up 
with agents, representing the affiliated 





Aetna Ads Which Won 
NAIA Convention Award 


As previously announced the National 
Association of Insurance Agents pre- 
sented two “Town Crier” Awards to the 
Aetna Insurance Co, at the annual con- 
vention of the association in Atlantic 
City. The Aetna was one of three com- 
panies honored for consistently using the 
‘Big I” seal of the independent agents’ 
group in an outstanding mannner in its 
1900 advertising program. 

Aetna Vice President Richard M. 
Hooker received a Town Crier lamp on 
behalf of President H. M. Mountain, 
while William H. Doty, manager, pub- 
licity department, received a Town Crier 
figurine. Aetna’s advertising agency is 
the G. F. Sweet and Co., Inc., of Hart- 
ford. James C. Brown, vice president of 
Sweet & Co., is the Aetna account ex- 
ecutive. 

The Aetna advertising features link- 
ing of the company’s Mount Aetna sym- 
bol with the independent agent’s symbol 
and the slogan “Proven Symbols of Pro- 
fessional Service.” This emblem is being 
used on all company advertisements, 
folders, letterheads, and other printed 
matter. 

President Mountain made the follow- 
ing statement, “We are deeply honored 
to have been selected by the NATA for 
the ‘Town Crier’ awards. Since its 
founding in 1819, our company has con- 
sistently supported the American Agency 
System. It is our belief that the inde- 
pendent local agent provides the best 
answer to adequate insurance protection 
for the American public. We will con- 
tinue to lend this support not only in 
our advertising but in our every ap- 
proach to the problems of our industry.” 





ALBERT C. WORD DIES 

Albert Christian Word, a retired vice 
president of the Louis E. English, Inc., 
insurance office, died at his home in 
Christchurch, Middlesex county, Va. Mr. 
Word, 73, was a member of Grace Cov- 
enant Presbyterian Church, the American 
Legion and the Order of the Blue Goose. 
He was a veteran of World War I and 





a former member of the Richmond 
Blues. 
county associations, engaging in a 


panel discussion on “Improving Agency 
Efficiency.” 

Chairman of the meeting is William J. 
Blum of Rockaway Park assisted by 
Louis Spicci of Haverstraw, Helen Good- 
rich of Jamaica, Thomas Walsh of 
Staten Island and William Robinson of 
Lynbrook. 





New President of 
Pennsylvania Agents 


STUART E. GRAHAM 


Stuart E. Graham of Wilkes-Barre 
was elected president of the Pennsyl- 
vania Association of Insurance Agents 
at the annual meeting in Atlantic City. 
New directors were: 

William Birchall, Reading; George 
Bolich, Shenandoah; John Casey, Pitt- 
ston; William Conover, Pittsburgh; 
Watson Craig, Waynesboro; Walter St. 
Clair, Latrobe; James Gowen, Spring- 
field; Ralph Hunsicker, Bethlehem; 
Howard King, Scottdale; Samuel Lock- 
wood, Hazelton; C. C. Plasterer, Car- 
lisle; Milton Reisen, Philadelphia; Lee 
Stimmler, Pittsburgh. 

The annual meeting passed a reso'u- 
tion commending the Washington County 
Association of Independent Insurance 
Agents for its action in purchasing ad- 
vertising space in a local newspaper 
pointing up higher than average auto ac- 
cident verdicts in that area and assur- 
ing the county board of the state asso- 
ciation’s continued cooperation “in all 
matters affecting the general good of the 
insurance buying public.” The Washing- 
ton Association has had injunction pro- 
ceedings brought against it by local 
lawyers for its ad on the jury judgments. 

Mr. Graham has been active in state 
association affairs for many years. In 
1950 he was appointed chairman of the 
state accident prevention committee and 
served in that capacity until 1954. From 
1952 to 1955 he served as a member of 
the public relations committee of the 
Association. 

In 1955, he served as a member of the 
Speakers Bureau Committee. In 1956 
he was elected to the board of directors 
of the PAIA and appointed a member of 
the executive committee. In 1956 he also 
served as a member of the casualty and 
surety committee. 

In 1958 he was elected second vice 
president of the state association and 
made first vice president at the annual 
convention in 1959 at Bedford. 

He has been serving as chairman of 
the fund raising program in Pennsyl- 
vania for the National Association of 
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Insurance Agents’ advertising program. 
As president of the state association he 
will serve as alternate to the state na- 
tional director from Pennsylvania who 
sits with the board of directors of the 
National Association. 

Mr. Graham also served as president 
and is presently director of the Greater 
Wilkes-Barre Association of Insurance 
Agents. 


R. I. Agents Meet Oct. 24 


William A. Pollard, executive secre- 
tary of the National Association of In- 
surance Agents, will be a speaker at the 
annual meeting of the Rhode Island As- 
sociation of Insurance Agents. The con- 
vention will be held on October 24 in the 
Sheraton-Biltmore Hotel in Providence, 
R. I. Mr. Pollard will speak at the 
banquet on the topic, “Your Association 
At Work For You.” 

The meeting will open at 2:30 P.M. 
with a business session presided over 
by President Elwin T. Gammons of the 
John A. Gammons, Inc. agency of Prov- 
idence. Election of officers will be held. 
Roy A. Duffus, secretary of the James 
Johnston Agency, Inc. of Rochester, 
N. Y. will discuss the subject, “How To 
Be A Better Agent,” as the first speaker 
at the educational section of the meeting. 
Program Chairman Leo A. Warburton of 
the William R. Warburton Agency in 
Providence also announces that Fred G. 
Bliss, vice president of the Newhouse 
& Hawley, Inc. firm in New York, will 
explain “How To Place Surplus Lines 
Business.” 








Werbel Educational Forum 
In New York October 27 


All subscribers of the General Insur- 
ance Guide, published by Werbel Pub- 
lishing Company, Inc., as well as all 
present and former students of the 
schools in which Bernard G. Werbel has 
acted as coordinator, are invited to at- 
tend his educational forums free of 
charge. 

The next meeting will be held on Oc- 
tober 27, in the auditorium of the Cen- 
tral Commercial High School (214 East 
42nd Street, east of Third Avenue, New 
York City). It will start at 6:45 P.M. 
and end at 10:00 P.M. The following 
topics will be discussed: 

What a broker, or agent, should know 
about the Insurance Information Insti- 
tute; What clients of insurance brokers, 
and agents, should know about invest- 
ments; how sale of sickness, accident, 
and life insurance can boost one’s in- 
come; need for an excess and surplus 
lines market for progressive broker or 
agent, and the new (1959) homeowners 
plan. 
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Archie M. Slawsby, prominent local agent of Nashua, N. H., and past president of 
the National Association of Insurance Agents, now has a most attractive new agency 
office to replace that which was destroyed by fire months ago. It is located at 90 
Main St., Nashua. The agency operates under the name of Slawsby Insurance and is 
one of the largest production firms in that part of New England. The office interior 
is attractive, efficient and protected against further fire outbreaks. 





Hood Canal Floating 
Bridge Cover Problem 


The Seattle Times of Seattle, Wash., 
that “the Toll Bridge Authority 
serious trouble and skyrocketing 
in obtaining insurance for the 
Hood Canal Floating Bridge, a canvass 
of insurance brokers and underwriters 
indicated yesterday. It was learned that 
Lloyd’s of London canceled the builder’s- 
risk insurance policy of Morrison-Knud- 
sen Co., Inc., prime contractor, January 
1 after the bridge was damaged by 
storms. 

“The state undertook the responsibility 
of obtaining bridge insurance when it 
called for bids last month on repair of 
storm damage and modification of the 
pontoons. This was done because the 
state disagreed with the prime con- 
tractor’s estimates on these additional 
costs. 

“Trouble was indicated by the fact 
that although the state authorized two 
large brokerage firms to seek insurance 
seven weeks ago, the state still does not 
have the insurance. 

“An official of one brokerage firm said 
the bridge committee of the Inland Ma- 
rine Insurance Bureau in San Francisco 
has been investigating the state’s request 
for insurance.” 


states 
faces 
costs 





Employers Mutuals 
Changes in Eastern Field 


Lewis B. Hoagland, a salesman in the 
East Orange, N. J., office of Employers 
Mutuals of Wausau, Wis., since 1955, 
has been named (field sales manager in 
the Buffalo-Rochester territory in New 
York State. He replaces Edward J. 
Matthews, who will be field sales man- 
ager at East Orange, Mr. Hoagland was 
raised in East Orange and has lived in 
that city until his recent appointment. 

Mr. ‘Matthews, a native of Worcester, 
Mass., has been field sales manager in 
Long Island and in the Buffalo-Roches- 
ter territory. He is a graduate of St. 
Anselm’s College, Manchester, N. H. 





MICH. APPROVES MERIMATIC 

; Michigan has approved Zurich-Amer- 
ican's MERITmatic Homeowners Insur- 
ance plan. The electronically processed, 
low-cost, package plan for householders 
'S written in the American Guarantee and 
Liability. _MERITmatic Homeowners is 
handled just as MERITmatic automo- 
bile policies. There are two policies, 
M ERITmatic Homeowners and MERIT- 
matic Homeowners Plus. 





Ebdon President of 
Buffalo Field Club 


John H. Ebdon, Royal-Globe Group, 
has been elected president of the Buf- 
falo, N. Y., Insurance Field Club suc- 
ceeding Raymond J. Nice, National 
Union. Other officers in the 1960-61 
slate are: Charles E. Hall, Springfield 
Monarch, vice president; Myles W. 
Rowan, St. Paul Fire & Marine, secre- 
tary; Edward F. Woelfle, Jr., America 
Fore Loyalty Group, treasurer and 
Charles F. Ellard, North British, rules 
and forms. 





Five New Chairmen for 


NFPA Committees Named 


Five new chairmen have been named 
to head technical committees which pre- 
pare NFPA fire safety codes and stand- 
ards, it has been announced by the Na- 
tional Fire Protection Association. 

Fred W. Kempf of the Cook County 
Inspection Bureau, Chicago, Ill, is ap- 
pointed chairman of the committee on 
salvaging operations. Fred L. Mattson, 
Tr, of the West Coast Lumbermen’s 
Association, Portland, Oregon, heads 
the forest committee. 

W. Robert Powers, engineering con- 
sultant, of New York City, N. Y., is 
chairman of the committee on general 
storage. George F. Prussing, consulting 
engineer, Washington, D. C., is chairman 
of the committee on spontaneous heating 
and ignition. A. J. Steiner of Under- 
writers’ Laboratories, Chicago, heads the 
committee on fire tests. 

More than 180 standards and codes 
prepared by the committees have been 
adopted and published by the NFPA to 
date. They are widely used throughout 
the United States and Canada as the 
basis for governmental regulation and 
as guides to good practice in industrial! 
and commercial fields. 





EDWARD A. ZENGEL ADVANCED 

Appointment of Edward A. Zengel, 
East Orange, N. J., field sales manager 
for Employers Mutuals of Wausau, Wis., 
to be sales manager for the upstate New 
York branch, has been announced. Mr. 
Zengel, a graduate of Leonia, N. J., high 
school and Duke University, joined the 
company in 1952, In 1957 Mr. Zengel be- 
came a field sales manager, working at 
first in the Long Island territory and 
later out of the East Orange office. He 
is a native of Ridgefield, N. J. 
















BUILDING UP 
THE BUILDER 


Insuring contractor’s equipment can be hazardous — for you. 
Not knowing how to tailor coverage for a hundred-thousand 
dollars worth of machinery — a 
typical risk — can reduce the con- 
tractor’s confidence in you and 
could cost you the account. But 
when Royal-Globe’s Inland Marine 
special representative is called to 
solicit, quote premiums and tailor 
coverage, you build yourself a 
better position. Our IM man knows 
the machines, the risk involved in 
different projects, and the different 
patterns of deductibles to apply. 

For building up the contractor — 
or any IM client or prospect — call 

Royal-Globe’s Inland Marine 


special representative! 
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Adjusters, L. 1. L, Plan Cooperation 


Groundwork for establishing liaison 
and cooperation between loss adjusting 
organizations and the Insurance In- 


formation Institute was laid at a meeting 
in New York. The public relations as- 
pects of insurance claims were discus- 
sed by representatives of the ILI, As- 
sociation of Casualty and Surety Com- 
panies, General Adjustment Bureau, Loss 
Executives Association, National Asso- 
ciation of Independent Insurance Ad- 
justers, National Board of Fire Under- 
writers and Underwriters Adjusting Co. 

Roland H. Lange, president of LILI, 
said the public’s opinion of insurance 
rests in large part on the attitude of 
persons who have or believe they have 
suffered a loss covered by insurance. 

“Many insurance buyers, unfortunately, 
believe the ‘merchandise’ they have 
bought is delivered only in the form of 
a claim settlement check,” said Mr. 
Lange, who is assistant to the president 
and vice president of Hartford Fire. 
“They lose sight of the fact that the in- 
surance business performs fully by pro- 
viding protection during the term of the 
policy contract. At best, adjusters are 
dealing with persons who are in a dis- 
tressed frame of mind, and to do their 
job properly they must be masters of 
both public relations and insurance con- 
tracts.” 


Hamilton of Atlanta 
Opening Dallas Offices 


H. M. Hamilton & Co., Inc. of Atlanta 
announces opening of Dallas offices un- 
der management of Erle C. Patrick, Dal- 
las insurance executive. The Dallas of- 
fices will engage in reinsurance on a 
facultative and treaty basis and facilities 
will be offered to both companies and 
managing general agents in the South- 
west. 

Mr. Patrick was formerly connected 
with the insurance management firm of 
T. A. Manning & Sons for nearly 30 
years, serving as senior vice president. 
He also was executive vice president and 
secretary of Southwestern Fire & Cas- 
ualty. He twice has served as president 
of the Texas Association of Managing 
General Agents. 


OPENS WILMINGTON OFFICE 

In order to provide improved 
service for its agents, Reliance Insur- 
ance Co, has opened a service office in 
Wilmington, Del. It will be staffed by 
James G. Maloney as state agent and 
James B. Thompson as staff adjuster. Mr. 
Maloney has an insurance background 
developed through 33 years in produc- 
tion and adjusting claims. He is the in- 
spector general in the National Guard 


in Delaware holding the rank of It. 
colonel. Mr. Thompson has been servic- 
ing agents in Delaware for several years. 
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The claims bureau of the Association 
of Casualty and Surety Companies was 
represented by the chairman of its ad- 
visory committee, Charles T. Johnson, 
secretary of Hartford Accident and In- 
demnity, and its assistant manager, Rob- 
ert W. Dick. Representing the General 
Adjustment Bureau were Ben M. Butler, 
president; John W. Park, assistant sec- 
retary, and Maynard W. Whitc‘aw, na- 
tional personnel and education manager. 

The Loss Executives Association rep- 
resentatives were Roger B. Bagley, sec- 
retary of Travelers Indemnity, presi- 
dent, and Peter J. Levins, secretary of 
the fire division of Aetna Casualty and 
Surety. L. B. Hazzard, New York City, 
represented the National Association of 
Independent Insurance Adjusters; Fred 
W. Westervelt, public re'ations manager 
of the National Board of Fire Under- 
writers, the National Board’s commit- 


tee on adjustments, and K. C. White, 
president, the Underwriters Adjusting 
Co. 

In addition to Mr. Lange, LILI. was 


represented by its vice president, Paul 
B. Cullen manager of education and ‘in- 
formation department of Aetna Cas- 
ualty and Surety Companies; J. Carroll 
Bateman, general manager, and Robert 
G, McKay, assistant manager and secre- 
tary treasurer. 


alin & fetalites 
Names Hurlbut Special 


The London & Lancashire Group an- 
nounces appointment of Vincent B. Hurl- 
but, Jr. as special agent for western 
Massachusetts and Vermont. He will 
assist State Agent Francis J. Canning 
who supervises the territory. Mr. Hurl- 
om joined the London & Lancashire 
Group in 1948 at the home office in Hart- 
ford. He is a graduate of the Univer- 
sity of Connecticut Hartford College of 
Insurance and has experience in the 
home office fire and casualty underwrit- 
ing departments. 


abies Awarded 


Fifteen high school graduates from 
seven states have been awarded fire pro- 
tection engineering scholarships at IIli- 
nois Institute of Technology in Chicago, 


it has been announced by John Hom- 
mes, manager of Western Actuarial Bu- 
reau. 


The successful candidates are spon- 
sored by the respective fire rating bu- 
reau in each state who will employ the 
men upon graduation. 

The scholarships provide for the pay- 
ment of full tuition and other fees for 
the regular four year course plus other 
emoluments including substantial assist- 
ance toward the expense of board and 


room. 
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Youth Fire Safety 


Project Winners Named 

Jane Schlafer and Roger D. Moan have 
been named winners in the 1960 National 
Youth Fire Safety Project sponsored by 
the National Association of Mutual In- 
surance Companies. They were presented 
with awards at the opening general ses- 
sion of the association’s 64th annual con- 
vention in Seattle. 

Roger Moan, a 15 year old boy from 
Baltic, S. D., has worked for four years 
to gain the top award in this event. Last 
year he placed second in national compe- 
tition. He built a miniature farm model 
showing 35 common hazards and dis- 
played it in a local hardware store dur- 
ing Fire Prevention Week in an effort 
to have people recognize and correct 
fire hazards on their own farms. 

The top winner in the girl’s division, 
16 year old Jane Schlafer, Stockton, III, 
has been active in fire prevention work 
in her area for five years. She inspected 
33 complete sets of farm buildings, one 
rural church, and a nursing home, find- 
ing 102 hazards. She gave educational 
reports in her science class at Stockton 
High School, and also completed and 
distributed to the farm families in her 
area a list of things to do if a fire broke 
out. 

_The first place awards in the boys’ and 
girls’ division consist of the Harry P. 
Gooper, Sr. Memorial Award Plaque, a 
check for $100, and in addition both 
winners received an all-expense paid trip 
to Seattle to attend the convention. 

Second place awards of $50 and plaques 
went to Julie De Tar, Clarendon, N. Y., 
and Gene A. Watson, Tipton, Ind. 





Fireman’s Fund Opens 
Boston Transfer Office 


As a convenience to its many share- 
holders in the New England states, 
Fireman’s Fund has named the Old 
Colony Trust ‘Co. in Boston as our agent 
for transfer of its common stock. The 
State Street Bank and Trust Co. has 
been appointed Boston registrar. 

The Fund has maintained a major 
office in Boston for 75 of its 97 years 
in business. Over 20% of its outstanding 
shares are held in the New England 
states. 

Other transfer agents for The Fund 
are: San Francisco, the office of the 
company, 401 California Street (regis- 
trar is the Bank of California, National 
Association); New York, Morgan Gaur- 
anty Trust Co. of New York (registrar 
is the Chemical Bank New York Trust 
Co.). 
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C. N. COMEGYS TO RETIRE 

The Oil Insurance Association, Chi- 
cago, announces retirement of Clarence 
N. Comegys as general manager of the 
association, a post he has held since 1942, 
Mr. Comegys has been in insurance since 
1913 and joined the association in 1920, 
two years after it was organized, He 
served as a_ special representative in 
Tulsa and went to Chicago as assistant 
general manager in 1926. Leroy S. 
Miller, assistant general manager, will 
take over the duties on January 1, 1961. 
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Cullen on 1960 Progress of 1.1.1; 
Sees Agents Playing Important Role 


Progress to date of the Insurance In- 
formation Institute, which started earlier 
this year, and future objectives of Triple 
I were presented by Paul B. Cullen, vice 
president of the Institute and manager, in- 
formation and education department, Aetna 
Life Affiliated Cos., to those attending a 
meeting of the metropolitan and large line 
agents committee of the National Asso- 
ciation of Insurance Agents’ convention in 
Atlantic City. He said that I.J.J. was 
charged with determining those areas of 
public misunderstanding most needful of 
attention, both immediate and long-range, 
and with recommending public relations 
programs best suited to accomplishment of 
each objective. 


Part II 


Another characteristic of successful 
public relations campaign is that it se- 
lects those media of communications 
best-suited to reach a given audience. 
The choice is wide—news or editorial 
material, speeches, printed materials, spe- 
cialized advertising, motion pictures, ex- 
hibits, to name a few. The appropriate 
tool is selected to do the job. In the 
hard-working capable staff of Triple I, 
we have the people to do the job. 


Cooperation of Agents 


Obviously, great attention is being and 
will be paid to all the agents and brokers 
who represent our companies. You are 
our important allies. Conversations have 
been held by officials of NAIA and of 
Triple I and your association is appoint- 
ing a liaison committee to work in close 
cooperation with Triple I. 

If there ever was a “do-it-yourself” 
field of endeavor, it is public relations. 
What helps one of us, will help all of 
us. What hurts one of us, hurts the 
entire business. When a new policy is 
brought on the market which meets the 
need of our ever-changing society, when 
an insurance program is properly plan- 
ned, when a claim is settled not only 
promptly but cheerfully, when an agent 
goes out of his way to perform a serv- 
ice for a policyholder in trouble, even 
when the girl who answers your ’phone 
is pleasant, cheerful and well-informed, 
the entire insurance business gains that 
much in the eyes of the public. 

I have no fear about your performance 
and it would be presumptuous of me to 
offer suggestions in that regard. But, 
in the public relations area, may | sug- 
gest that there is much that you can do, 
in addition to what you are already do- 
ing. Thousands of agents and brokers 
are in a position to act as “ambassadors” 
of the insurance business in every city 
and town, almost in every village of the 
country. 


How Producers Can Aid 


As salesmen, you know you have to 
make calls to succeed. As public rela- 
tions “ambassadors,” the same thing is 
true. Have you taken advantage, even 
sought out opportunities to speak on in- 
surance matters before local groups? Do 
your local newspaper editors know you 
so well that they will seek information 
from you before forming conclusions ? 
Do your legislators, state and national, 
know you well enough to turn to you 
for facts? Do you try to act as a listen- 
ing post for the insurance industry? Do 
you keep an ear to the ground to find 
out what is going on? 

If there is pub?ic discontent or mis- 
understanding of some act of our busi- 
ness, will you report it to Triple 1? When 





PREFERRED IN 43 STATES 
Admission of Preferred Insurance Co. 
of Grand Rapids, Mich., to Vermont, 
West Virginia and District of Columbia 
1s announced. Founded in 1927 and now 
Operating in 43 states, Preferred will 
Shortly announce a new “One-Stop- 
ource” policy program to its agents and 


the public as its first major growth proj- 
ect for 1961. 


the time comes to make a contact with 
a newspaperman or an opinion leader 
in your community, will you have in 
mind that introduction from you would 
be most helpful to the Triple I regional 
director? 

In posing all these questions, I am not, 
for one minute, suggesting that you have 
not on occasion done a.l of these things. 


What I am hoping is that you will ask 
yourself: “Can I do more of them—more 
often?” 

Like a policy on a “target risk” that 
comes up for renewal once a year, a 
point-of-view, too must be sold and then 
re-sold. Public relations is a job that 
you have to keep working at, day-in-and- 
day-out. And, if all of us in the insur- 
ance business determined to work at it, 
the results could be spectacular. It has 
been estimated that there are 3% of a mil- 
lion of us in this country who directly 
or indirectly derive our support from the 
insurance business. If even some of us 
became more articulate, more alert in 
answering the charges hurled against 


this business of ours, think of the good 
we could do. 

It isn’t a business of enormous profits. 
It is a business of very modest profit, 
and sometime no profit at all. 

It isn’t a business which charges what 
it pleases. It is’ strictiy regulated in 
the public interest. 

It isn’t a “give-away” program. It is 
a business whereby. honest, upright peo- 
ple can share what would be an intoler- 
able risk to an individual. 

It isn’t a business which pays claims 
reluctantly. It is a business founded on 
a promise and which realizes that it must 
be known more for its deeds than its 
words. 
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Sheehy President of 
Pacific National Fire 

ALSO FIRST V. P. AMER. SURETY 

Will Hold Both Offices to Coordinate 


Activities of Insurers; Four New 


Regional Offices 








The Pacific National Fire announced 
the appointment of menry G. Sheehy as 
president, in another major step being 
taken by Transamerica Corporation to 
coordinate activities of its fire and cas- 
ualty insurance subsidiaries. Mr. Sheehy 





HENRY G. 


SHEEHY 


is first vice president and a director of 
American Surety of New York, which 
Transamerica acquired earlier this year 
as an addition to its fire and casualty 
Group consisting of Pacific National 
Fire, Automotive Insurance Co. and Pre- 
mier Insurance Co. 

Mr. Sheehy will continue in the office 
he holds in American Surety as well as 
assuming the presidency of Pacific Na- 
tional Fire, in order to coordinate the 
activities of both companies which, ac- 
cording to a program announced by 
Transamerica will operate side by side 
through jointly-staffed regional and 
branch offices throughout the United 
States and Canada. 

Administration of the 
companies is also being decentralized 
through jointly-staffed regional offices 
now being established in San Francisco, 
Chicago, Philadelphia and New York. 
Similarly, the more than 40 branch and 
service offices of the companies in the 
United States and Canada wi'l be staffed 
by personnel from both companies 
wherever possible, and operate as teams 
in the underwriting, solicitation and gen- 
eral development of all lines which the 
two companies write. 

Long prominent in insurance circles 
Mr. Sheehy has a background of more 
than 30 years in the insurance and bond- 
ing field both in the East and on the 
Pacific Coast. Prior to poming American 
Surety, he was located in the San Fran- 
cisco Bay area where he was a past 
president of the Casualty Insurance As- 
sociation of California and of the Surety 
Association of Northern Ca ifornia. 


affairs of both 





Mississippi Becomes 66th 
Chapter of CPCU Society 


The board of directors of Society of 
CPCU has approved the formation of a 
Mississippi Chapter as the 66th chapter 
of the society. The officers of this newly 
organized chapter are president—Zach 
Taylor, Jr. Taylor Insurance Agency; 
vice president—James A. Tanselle, Grain 
Dealers Mutual Insurance Co.; secretary 
—Egbert Schoone, Great American In- 
surance Co.; treasurer—Edwin C. Brown, 
F. W. Williams State Agency. 





FOUR NEW AIUC DIRECTORS 


Niedecker, San Francisco; Brill, Dallas; 
Miller and Brown, New York; All 
With Insurance Firm 
American International Underwriters 
New York, has elected four 
additional members 
rectors. The new directors include Wil- 
liam Niedecker of San Francisco, Walter 

Brill of Dallas, Donald H. Miller and 
Kenneth J. Brown of New York. All 
four men have been connected with the 
American International organization for 
some years, but in widely diversified 
capacities and locations. 

Mr. Niedecker, president of 
International Underwriters, 
Francisco, has 


Corporation, 
to its board of di- 


American 
Inc., San 
had an_ international 
career almost entered the in- 
surance field. Beginning with an in- 
surance brokerage firm in his native city 
of San Francisco, than 25 years 
ago, his early associations were with 
specialists in business for Lloyd’s of 
London. In 1947 Mr. Niedecker opened 
the Chicago office of the American In- 
ternational organization. Subsequently, 
he was stationed in Bermuda. He re- 
turned to San Francisco to become vice 
president of the operation he now heads. 

Mr. Brown, vice president in charge 
of worldwide fire insurance underwriting 
matters, entered fire insurance in Lon- 
don in 1924. He subsequently spent 12 
years representing a British company 
in Tokyo, where he was manager for 
Japan before being transferred to New 
York as assistant to the United States 
manager. He joined AIUC after World 
War II and has served in various ex- 
ecutive capacities since, traveling world- 
wide in the course of his duties. 

Mr. Brill is a vice president of AIUC 
heading operations in the Southwest, 
where officers are maintained in Dallas, 
Houston, Tulsa, and New Orleans. He 
has been associated with American In- 
ternational for nearly 15 years, first as 
manager of casualty business in the 
New York office and later as vice presi- 
dent in charge of sales. 

Mr. Miller is president and a director 
of American International Marine 
Agency of New York, Inc. Mr. Miller 
was well known in New York before his 
association with American International. 
He had been a marine underwriter and 
officer of another New York marine in- 
surance agency for ten years and had 
previously served as a First Officer for 
Bull Steamship Lines. 


since he 


more 


PLM FIELD CHANGES MADE 

Changes in “2 agent assignments 
in Georgia, South Carolina and western 
North Carolina are announced by Penn- 
sylvania Lumbermens Mutual of Phil- 
adeiphia. H. M. Franklin, special agent, 
Griffin, Ga., has been transferred to 
Charlotte, N. C.. where he will serve as 


special agent for South Carolina and 
western North Carolina. E. L. Mitchell, 
Columbus, Ga., has been named new 


special agent for Georgia. 
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AT HIS FINE RESTAURANTS 
23 PARK ROW 
Phone: WOrth 2 aia 


Diners Club, American Express, Hilton Carte Blanche 
Private Room for Luncheon and Dinner Parties 


On WQXR (Cocktail Hour) 5 p.m. every other Saturday. 


213 PEARL STREET 
Near Maiden Lane, N. Y. 
Phone: Digby 4-2348 








Improvements and Betterments Forms 


Some recent changes in rules and 
forms announced by New York Fire In- 
surance Rating Organization are in par- 
tial recognition of several situations 
which the Greater New York Insurance 
3rokers’ Association had under discus- 
sion with NYFIRO, declared Samuel 
Dimson, chairman of that association’s 
fire and inland marine committee, in a 
report to his directors. 

“Early in March,” said Mr, Dimson, 
“we pointed out to NYFIRO that many 
forms in regular use for attachment to 
fire insurance policies limited coverage 
on improvements and betterments to 
apply only when such improvements and 
betterments were made at the expense 
of the insured. 

“There are numerous instances,” 
Mr. Dimson, “wherein a purchaser of a 
business takes an assignment of a lease 
to premises from a sel.er who has made 
extensive improvements and betterments 
at his (the seller's) expense and under 
the terms of the lease the tenant is re- 
quired to repair, restore or replace dam- 
age to the same. In addition, there are 
persons who are occupants of co-opera- 
tive apartments who are required to 
maintain their apartments and do such 
things as decorating at their expense. 
The initial expenditure for this kind of 
improvement and betterment in most 
cases was made by the builder of the 
building. 


Revised NYFIRO Rules 


“The revised rules now make it per- 
missive to add, by separate endorse- 
ment, an extension of coverage that will 
protect a sub-!ease who has acquired 
the use interest in Improvements and 
Betterments by purchase from a pred- 
ecessor tenant. 

“Unfortunately, and brokers are fore- 
warned to be alert to this problem, this 
extension of coverage is not printed right 
in the revised forms. An endorsement 
extending the coverage must be specific- 
ally requested. 

“Thus far,’ continued Mr. Dimson, 
“while there is some formal indication 
that consideration is being given to an- 
other problem, that of the tenant-owner 
of a co-operative apartment, nothing 
specifically has been done. Very often 
the co-operative tenant is required to 
maintain his own apartment, including 
certain improvements and betterments 
original’y built-in and paid for by the 
builder.” 


wrote 


Discussing another subject, Mr. Dim- 
son alerted brokers who have self serv- 
ice laundries and laundromats on their 
books, to be sure to review their out- 
standing fire insurance policies to make 
sure that these are not written with a 
built-in breach of warranty. Here, again, 
is an item which Mr. Dimson reported 
had been wunder discussion by the 
Greater New York Insurance Brokers’ 
Association and NYFIRO for months. 


Laundromats 


“ir 


The laundromat business has grown 
enormously in recent years in_ this 
metropolitan territory. Many fire insur- 
ance policies issued for these local 
laundries contain a warranty restricting 
the number of hands and the number of 
domestic machines. This warranty long 
ago became archaic in the face of reality. 
The situation existed that difficulties 
might have come about in the adjustment 
of a loss by reason of a claim by a car- 
rier that there existed a breach of war- 
ranty. 

“Tt would appear,” declared Mr. D'm- 
son, “that the NYFIRO has now with- 
drawn class rates for self service laun- 
dries or laundromats with domestic ma- 
chines in recognition of the _ radical 
changes that have taken place in the 
industry. Such classes of occupancy are 
now subject to specific rating. All that 
has to be done at the moment is to make 
sure that outstanding policies read cor- 
rectly.” 





O’BRIEN NATIONAL SPECIAL 

David V. O’Brien has been employed 
as special agent in northwestern Ohio 
by the National of Hartford Companies, 
members of the Continental- National 
Group. A graduate of Boston College, 
Mr. O’Brien has traveled in Ohio for 
another stock company prior to joining 
the National. He will have his headquar- 
ters in Toledo. 


PHOENIX ADVANCES TORTER 

Harold F. Porter, Jr., has been pro- 
moted to state agent for The Phoenix of 
Hartford ‘Companies in southwestern 
Connecticut. He is a graduate of the 
University of Connecticut and is a v°t- 
eran of the U. S. Navy. State Ag 
Porter joined the company in May. 1958 
as special agent. He will cont'nue to 
make his headquarters in New Have: 
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‘Take Initiative In Auto Ins. Market’ 
Robinson Urges American Agency Cos. 


Lawrence Robinson, New Brunswick, 


member of the New Jersey agents execu- 
tive committee, called on independent 
New Jersey agents to ask companies for 
an auto insurance plan to compete with 
recent progress made by direct writers 
when addressing the NJATA Convention 
at Atlantic City. 

Mr. Robinson advocated a program 
which would provide the new driver with 
satisfactory coverage, “without tie-ins or 
restrictions.” 

In outlining past problems of inde- 
pendent producers, Mr. Robinson said 
“they have lived with underwriting re- 
strictions, assigned risk problems, the 
young driver and old driver, and tie-in 
sales.” He added that “because of the 
method of rating this class of business, 
the rates never seem to catch up to the 
experience. 


It Was No Panacea 


Mr. Robinson, highly critical of com- 
pany procedures, remarked: 

“The companies have been bombarded 
with cries of, ‘please help us!’ — but 
have taken the usual slow road of com- 
mittee discussions, caution and general 
lack of foresight. They finally came up 
with the driver classification plan, as a 
panacea for our: ills. However, immed- 
lately after this plan had been approved 
in one state, one company bulletined its 
agents that underwriting of auto busi- 
ness would by no means be relaxed— 
and that no new or renewal auto busi- 
ness would be written without some sup- 
porting coverage for the insured.” He 
continued : 

“Surely any of us witnessing obvious 
circumstances leading to inevitable and 
costly injury or damage, would try to 
do everything in our power to inter- 
rupt such a chain of events. 

“We are in a business that, for cen- 
turies has dealt with the insuring of 
property against loss through perils 
of a fortuitous nature. Rates are pro- 
mulgated by bureaus and companies. 
They are filed with and approved by 
state insurance departments, As produ- 
cers representing the American Agency 
System, we are expected to go out and 
do a job selling the product of insurance 
—at the ‘adequate’ rate. 

“Eliminated from our stock of mer- 
chandise is that product arising out of 
the inevitability of non-fortuitous events 
which is regarded as chance, or gamb- 
ling, This, we are told, is not insurance. 
But, strange as it may seem, the Amer- 
ican Agency System appears to be in- 
dulging in gambling—gambling away the 
future of the American Agency System. 


Stark, Staring—But Not Silent 


“In support of this contention, allow 
me to relate a few facts. First: in 1959, 
there were 8414 million licensed drivers; 
secondly; 1946 + 17 = 1963; surely, this 
is no more complicated than 2 + 2 = 4. 
Allow me to repeat: 1946 + 17 = 1963; 
this is no less inevitable than that day 
follows night. In 1946, 3 million babies 
were born in the United States—of which 
about 1% million were male! 1946 + 17 
= 1963. It is now more than half-past 
19—less than 2% years to go. In 1963, 
there will come forth into these United 
States, about 144 million 17 year old 
males — each one a prospective, new 
licensed driver. As such, each will be in- 
terested in obtaining automobile insur- 
ance. 

“Beginning in 1963, and each year fol- 
lowing, there will be multiplied in vast 





numbers the husband, the father, the 
breadwinner, the businessman, the home- 
owner, These will comprise vour future 
insurance-buying market. Surely, the 
inevitability of this chain of non-fortui- 
tous events is clearly evident. Are we 
to remain stark, staring silent, and by 
our silence, watch our market wither 
away ? 

“The market for young male drivers, 
being what it is today, what is being 
done to meet this future ever-growing 
problem? A large segment of the insur- 
ance market has already been surrend- 
cred to the ‘direct writers’—despite the 
untiring efforts of agent-producers to 
cope with and conquer massive competi- 
tion. The agent-producer has done a 
magnificent job, despite price differential, 
But, the tidal wave of advertising and 
the alert public-relations job of the di- 
rect writers has made the inept efforts 
of the American Agency Companies look 
silly. 

“Isn’t it about time that the American 
Agency Companies got together and 
started thinking as an industry? The 
glass industry, the leather, the drug, the 
liquor, the tin can... the textile indus- 
tries all do! What a tremendous budget 
could be put together for advertising 
and public relations on behalf of the 
American Agency System! 

“Isn’t it about time that the American 
Agency Companies took the initiative— 
instead of waiting to be shown by the 
direct writers how to make progress in 
this industry, which has prospered for 
200 years, under the American Agency 
System? 

“Insurance is no longer a luxury item, 
purchased by the few. In the past 15 
years, insurance has become an everyday 
commodity, for which there is universal 
need and common acceptance. 

“Thus far, we are most fortunate that 
Federal Interpretation has defined the 
insurance industry as coming within the 
purview of the Interstate Commerce 
Commission. We are still further blessed, 
since the Interstate Commerce Commis- 
sion continues to permit regulation of 
the insurance industry within the indi- 
vidual states. If insurance were to be- 
come difficult for any large segment of 
the public to obtain, is it not possible 
that Federal inquiry might invite regula- 
tion, rating and supervision of the in- 
surance industry into the realm of 
‘public utility ?’ 


No Love Letters for Companies 


“I say, now to you agent-producers in 
New Jersey: unless the American Agency 
Companies do something to anticipate the 
insurance needs of the young male 
driver market, not only will you have to 
kiss good-bye to the auto insurance 
business—but with each passing year, 
you will have to surrender the accom- 
panying personal and business lines. 

“If past experience is a criterion, with- 
out question the direct writers will again 
come up with something to capitalize 
this situation in their favor. Proof of 
this is already at hand, as indicated in 
the following quotation from ‘Time’ mag- 
azine: ‘New auto insurance plan will be 
offered by State Farm Mutual Subsid- 
iaries, to drivers under age 25 and over 
age 65—at rates comparable to regular 
auto insurance, instead of at premium 
price.’ 

“Remember one thing—the young male 
is our future buyer of all types of insur- 
ance. What can be done to preserve our 
market? The American Agency Com- 


panies must once again make it possible 
to write auto insurance for the young 


The needed ade- 


male drivers. How? 


quate rates must be jfiled. Rates do not 
get approved, if they are not filed. 

“If these comments make sense, per- 
haps we would get some action by writ- 
ing to the president of each of the com- 
panies we represent, Were this to be 
done by our entire national membership, 
each company president would receive 
about 300 letters on this subject. Is it 
worth a try? If not, all you’ve got to 
lose is the rest of your business.” 





District Hearing on 


Financed Auto Sales 

The District of Columbia Commission- 
ers scheduled hearings this week on pro- 
posed rules implementing the new stat- 
ute regulating the sale of financed motor 


vehicles here. The statute sets max- 
imum finance charges, empowers the 
Commissioners to fix the types and 


amounts of insurance permitted, and re- 
quires dealers and finance companies to 
post bonds. 

The proposed regulations would limit 
the insurance coverage which may be 
required of a car buyer, and the pre- 
mium costs included in the installment 
contract, to collision with a deductible 
of at least $50, towing and labor costs, 
and comprehensive fire and theft with 
or without combined additional coverage. 

Premium costs for bodily injury and 
property damage, medical payments and 
credit life protection could be included 
in the contract with the agreement of 
the buyer. Costs for any other type of 
coverage, such as credit A. & H., could 
not be included in the contract under 
the proposed rules. 

The regulations also would require 
licensed automobile dealers and finance 
companies to file a $5,000 bond written 
by a corporate surety authorized by the 
Treasury and by the District of Colum- 
bia Insurance Department. They also 
prescribe that all insurance covered by 
the regulations must be written by a 
company licensed to do business in the 
District. 
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FIELD PEARL SPECIAL IN N. Y. 

Companies of the Pearl-Monarch In- 
surance Group, which are the Pearl 
Assurance, and the Monarch of Ohio an- 
nounce appointment of Weston J.Field as 
special agent for the New York suburban 
territory. Prior to his recent transfer, 
Mr. Field was assigned to the produc- 
tion department of the company’s New 
York metropolitan office. 





INSPECT NEW “LEONARDO” 

Members’ of the American Marine 
Insurance Forum and their guests had 
lunch aboard the new Italian line flag- 
ship “Leonardo da Vinci” last week, 
to begin the organization’s 1960-61 meet- 
ing program. The underwriters were 
taken on an inspection tour of the new 
ship, which combines the latest safety 
and navigational developments. Justin 
N. Tierney, president of the forum, was 
in charge of arrangements. 








dynamic American industry on the move 





looks to the nationwide facilities of S & T for special contracts and covers. 
mw Yes, more and more producers on the grow look to S&T as a convenient, 
single source for almost every kind of business and industrial risk. We 
provide a broad variety of coverages, including transportation, trucking 
and logging equipment, motor truck cargo, trip transit, all types of aviation 
coverages, contractors’ equipment, marine hull and cargo. For fast, effi- 
cient, professional service, call your nearest S & T office today. 
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Nat’l Safety Congress 
Convenes Oct. 17-21 


CHICAGO SITE OF 48th MEET 





Insurance Industry Well-represented; 
Exposition is Again Featured; Nine 
Hotels Needed to House Delegates 





In 1912, the first safety congress of 
the National Safety Council was held in 
Milwaukee. Next week—the 48th con- 
gress convenes October 17-21 at a larger 
city—Chicago and in a nine 
hotels. 

The use of the Conrad Hilton, Sher- 
aton-Blackstone, Pick-Congress, Hamil- 
ton, La Salle, Palmer House, Midland, 
Sheraton Towers and Morrison Hotels 
for the many meetings, workshops and 


total of 


discussion groups is a vivid testimony 
of the council’s growth. 

Commencing with the keynote address 
October 17 by Howard Pyle, National 
Safety Council President in the grand 
ballroom of the Conrad Hilton, to the 
rap of the final gavel for adjournment 
four days later, countless business ex- 
ecutives interested in accident prevention 
will exchange ideas for better safety 
measures. 

Insurance—one of the foremost indus- 
tries in attendance from the standpoint 
of numbers—was represented by the fol- 
lowing men, and women participating in 
the following discussions: 


Insurance Men and Women 


Miss Dorothy Downs, assistant to di- 
rector of engineering, Firemen’s Mutual 
of Providence, and chairman of the 
National Safety Council’s women’s con- 
ference, will preside over a discussion 
on: “Motivation—A means for Achiev- 
ing Better Accident Prevention.” 

Robert Hagopian, assistant manager, 
accident prevention department, Asso- 
ciation of Casualty & Surety Cos., will 
preside over a panel on “Maintaining 
Supervisory Interest.” The panel will 
include a talk by John L. Pickens, 
superintendent, engineering department, 
Hartford Accident & Indemnity. 

Clyde F. Schlueter, accident prevention 
manager, Employers Mutuals of Wausau, 
Wis., will participate in a discussion on 
maximizing safety effectiveness, empha- 
sizing the managing approach. Mr. 
Schlueter will also preside over a forum 
on “What Value Safety Standards.” 

George E. Tewksbary, supervisor of 
youth programs for Nationwide Insur- 
ance of Columbus, Ohio, will moderate 
a symposium on “Community Improve- 
ment Project.” Jules V. Quint, supervisor, 
occupation and accident statistics for 
Metropolitan Life, New York, will dis- 
cuss injuries as a result of fires and 
burns by other means during a panel on 
“Injuries Due to Specific Hazards In 
the Home.” 

Frank E. Laderer, director of safety, 
Nationwide Insurance and chairman of 
small business and associations commit- 
tee for the National Safety Council, will 
preside over a smal] business and asso- 
ciations workshop He will also discuss 
“Industry and Colleges Working To- 
gether for Effective Safety Preparation.” 

Charles R. Williams, assistant vice 
president, loss prevention department, 
Liberty Mutual of Boston, will discuss 
new developments in industral hygiene. 
James W. Lake, manager, industrial hy- 
giene department, Michigan Mutual Li- 
ability of Detroit, will also participate in 
this forum. His topic will be “Proper 
Selection and Maintenance of Equipment 
Relating to Industrial Hygiene Hazards.” 


(Continued on Page 42) 


ASIM to Celebrate 10th 


Anniversary November 9 
The American Society of Insurance 
Management, Inc., will celebrate its 10th 
anniversary with a dinner meeting at The 
Drake Hotel, Chicago, on November 9. 
Guests of honor will be Harry E. 
Goodell, first president, formerly with 
Western Electric Co. New York, (re- 
tired) and residing in Colorado Springs; 
Kenneth A. Bong, formerly with Inter- 
national Milling Co., Minneapolis, now 
a partner with Bong & Co., Palo Alto, 
Calif., John F. Burke (retired) formerly 
with Coast Service Co., San Francisco, 
and George E. Rogers, (retired) formerly 
with Continental Can Co., Robert Gair 
Division, New York, the original incor- 
porating directors and presently ex-of- 
ficio members of the board of directors. 
In addition, past presidents who will be 
honored are in addition to Mr. Goodell, 
B. E. Kelley, United States Plywood 
Corp. (1953-1955), Frazier S. Wilson, 
United Airiines, Inc. (now with Stewart, 
Smith (Illinois), Inc.), (1955-1957), 
Joseph T. Parrett, The Carnation Co. 
(1957-1958), H. Stanley Goodwin, Mc- 
Kesson & Robbins, Inc. (1958-1959). 
Guest speaker will be Dr. Kenneth Mc- 
Farland, who was named “America’s 
Number One Speaker” in a survey con- 
ducted by the U. S. Chamber of Com- 
merce. 





“Here and There” Observations on 


Insurance Shares Market Trends 


By SHELBY CuLLom Davis 
Managing Partner, Shelby Cullom Davis & Co., New York City 


Specialists in Insurance Stocks 


This is another of Mr. Davis’ always interesting commentaries of trends and de- 
velopments in the insurance shares market during recent weeks. Appropriately he dis- 
cusses the drop in market prices following Hurricane Donna. 


Insurance company managements and 
their shareholders have long been in- 
urred to the principle of the “sweet and 
sour” and their inevitable co-mingling 
like Siamese twins. In recent years it 
has been more “sour and sweet,” the 
former referring to underwriting and the 
latter to rising security values and sur- 
pluses. During the first half of 1960, 
however, a reversal took place with un- 
derwriting the most profitable (or least 
unprofitable!) in six years. 

Then Hurricane Donna struck and the 
Dow-Jones plunged to new lows with the 
worst decline in five years. Ugly “sour” 
reared its head. And the news of Au- 
gust’s rise of 20.6% in fire losses cast 
further gloom. It was the “law of three” 
again, as the reinsurers wou!d say—bad 
things cluster in threes! “Sour” could 
well afford to leer. 

Yet the summer does not make the 
year. Picking up the pieces, insurance 





F. & D. Offer for New Amsterdam Casualty 


Expected Soon, Nelson Tells Stockholders 


neat 

J. Arthur Nelson, board chairman of 
New Amsterdam Casualty, advised stock- 
holders of his company on October 4 
that a definite merger offer is expected 
to be received from the Fidelity & De- 
“in the very near future.” These 
two companies have been carrying on 
studies for some weeks in a joint effort 
to arrive at terms. Three audits are 
being conducted in the home office of 
New Amsterdam in Baltimore, one of 
them by the New York Insurance De- 
partment. 

Mr. Nelson advised stockholders in late 
August than an exchange of stock offer 
could be expected from the F. & D. 
“within about four weeks” and his Oc- 
tober 4 letter was in the nature of a 
progress report. He explained that the 
four-week period had expired and that 
no offer had been received. However, he 
added that “this has been due solely to 
the complications inherent in the studies 
that have been required. 


posit 


“The delay does not in any way indi- 
cate a lack of interest on the part of the 
F. & D. What would normally take sev- 
eral months we have been trying to do 
in a few weeks,” Mr. Nelson wrote. 

His letter conciuded with this para- 
graph: 

“A very important report that both 
we and F.&D. have been awaiting has 
jast been received and, while we cannot 
yet be specific as to just when we should 
be able to give you our final recommen- 
dation, we will do so immediately after 
the consideration of any F.&D. offer by 
your board of directors. . . .” 

This action by the directors would be 
only the first step toward a merger. 

The two groups of stockholders and 
several state regu'atory agencies, spe- 
cifically the insurance departments of 
Maryland and New York, must also ap- 
prove any consolidation. 

If New Amsterdam is acquired by 
F.&D., which already is one of the na- 
tion’s largest bonding firm, the enlarged 
company would have assets of about 
$210,000,000. 
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investors found that many of their fa- 
vorites had declined in market value 
from 3 to 5 and more times their cost 
of Donna. Yes, surpluses had declined 
with lower stock markets, but then in- 
surance shares had never reflected the 
higher surpluses brought about by 
higher stock prices in recent years. Dis- 
counts of 40% from year-end net worth 
were not uncommon, some even as high 
as O%. 


Such substantial discounts from net 
worth can in logic mean only one thing: 
Investors judge the insurance business 
as a liability for the foreseeable future, 
if not forever. They will buy “blue chip” 
securities which the insurance companies 
own only at heavy discounts because of 
the insurance liability. That some share- 
holders may tire of this situation and 
vote to turn their companies into in- 
vestment trusts, thus closing the gap 
between market and net worth, is some- 
thing insurance regulatory authorities 
might well ponder. Many—but not all— 
of the underwriting difficulties of recont 
years can be laid at the door of the “too 
little and too late” rate approval of the 
authorities. 


Managements Can Control Their 
Destinies 


The underwriting improvement of the 
first half should demonstrate to second 
thought investors that the insurance 
house can be put in order, that manage- 
ments can control their destinies. With 
this realization should come understand- 
ing that it is not logic which makes the 
present unbelievable discounts of insur- 
ance shares but emotion. Money is 
charged with emotion—the most sensi- 
tive nerve, you will recall—and emotion 
takes the short view. It has been the 
long view, based upon cold logic, which 
has built the Insurance and Wall Street 
fortunes and the present should prove no 
exception. 

Mindful of the 1954 experience, in- 
vestors sold Providence Washington 
most heavily, off 20% during the past 
month. The reinsurers were next hit, 
American Re-Insurance off 17% and 
General Reinsurance off 14%, Giens 
Falls and Employers’ Group declined 
13%, General America 12% and North- 
ern, Home, Continental and Hanover 
all off 11%. Who acted like the Dutch 
boy at the dike and stemmed the tide? 
“Wet marine” Universal up 4%, Amer- 
ican Equitable up 2% and “merger 
talked of” Aetna up 1%. 


Other Ins. Market Trends 


Some casualties, with minor extended 
cover exposure, actually advanced: 
American Fidelity & Casualty 8%, Pa- 
cific Indemnity and Continental Casualty 


0. 

Life shares were down in sympathy 
with the general market, Florida-based 
Gulf Life 14% being the hardest hit. 

The small but outstanding growth 
stocks suffered next, National Old Line 
and Republic National of Dallas being 
off 13% with Government Employees 
Life of Washington, D. C. down 12%. 
Great West rose 3%, Crown of Toronto 
held even as did American National of 
Galveston, Monumental Life, and_ the 
three “Murchison” companies, Life Com- 
panies Inc., Lamar and Life & Casualty. 

For the list as a whole September was 
reminiscent of the Biblical scripture: 
“Many are called but few are chosen!’ 
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NJIA Hears Accident Prevention, 
Public Relations, Road-Aid Reports 


The recent 67th annual convention of 
the New Jersey Association of Insur- 
ance Agents at Atlantic City heard re- 
ports from the public relations, and ac- 
cident prevention committees and one on 
road aid which in general, told of suc- 
cessful activities. 

Public Relations Committee Chair- 
man Edward P. Kinchley, Jr., said: “Our 
safe-driving citation award program con- 
tinues to be the best public relations 
activity of our association.” He con- 
tinued: 

“Previous years’ programs were 
awarded three ‘Oscars’ by the National 
Safety Council—for ‘outstanding contri- 
butions’—nevertheless, this past year’s 
program was greatly expanded and im- 
proved. One major factor in this im- 
provement was the preparation of an 
instructional manual. Another was the 
institution of a distinguished panel of 
judges to select the top winners includ- 
ing president of the New Jersey Bar 
Association, the New Jersey Press As- 
sociation, the New Jersey Education 
Association, the New Jersey State Safety 
Council; also the New Jersey Association 
of Chiefs of Police, the New Jersey 
Chamber of Commerce and the New 
Jersey Federation of Business and Pro- 
fessional Women’s Clubs. 


National Safety Council Impressed 


“Trenton was officially represented by 
the director of the Bureau of Traffic 
Safety. The National Safety Council 


has been so impressed with the scope 
of our program that they have given us 
specific assignments for the coming year. 
We have been asked to prepare a pres- 
entation on the program as handled in 
one community in New Jersey. This 
presentation will appear in a national 
automotive magazine—and will be made 
available to the newspapers in the area. 
If it is well received, similar presenta- 
tions will be prepared for other areas 
where an outstanding job has been done 
by our members.” 

Further along, Mr. Kinchley said: 
“Road-aid received more public relations 
assistance, during the latter part of this 
past year—as it has grown toward ma- 
turity. Our public relations counsel John 
Edwards assisted in the preparation of a 
brochure which was distributed through 
Road Aid garages to the public. He 
assisted in reducing administrative head- 
aches—to allow Mr. Road-Aid, Bill 
Doyle, to spend more time in develop- 
ment work. 

“He also prepared a continuing direct 
mail program, which is being sent to all 
agents not participating in this program. 
The first mailing—to members— 
brought 43 requests for more informa- 
tion. Bill has been able to see several 
of these, and in only one case, was he 
unable to make the sale—his appoint- 
ment with that agent was the morning 
after Donna visited New Jersey. 


Why Should We Dig? 


“Again, I deplore the public relations 
aspects of our fire prevention activities. 
This is the sixth year that the Governor 
has signed the proclamation of fire pre- 
vention week for our association and 
charged us to promote this program. 
This should be the kick-off of our fire 
Prevention activities of the year. 

“As we dig, we ffind that our agents 
have been active in many fine fire pre- 
vention programs—individual members, 
local groups of agents and county as- 
sociations. But- why should we have to 
dig? Fire prevention is a natural for 
Public relations. If you are working on 


such a project—alone or with a group— 
please advise your county and state fire 
prevention and public relations chair- 
men.” 

“Looking to the future,” Mr. Kinchley 
concluded, “we have two programs. First 
—an action course in practical politics— 
is under study. Second—a speakers’ bu- 
reau—has gone beyond the study stage. 
We will produce a package for speakers 
and run an experimental program in 
three counties which have shown a par- 
ticular interest. We also want to go into 
the counties and promote cooperation 
among those committee chairmen, whose 
activities should be coordinated with 
public relations. We are willing to help 
—but you must be willing to do your 
jo ” 

Grannatt Congratulates Greaves 


Accident Prevention Committee Chair- 
man Milton H. Grannatt, Jr., next re- 
ported that the major accomplishment 
of his committee during the past year 
was the publications of an instruction 
manual. He explained: 


“This manual—which has been dis- 
tributed to a'l local boards—describes 
the workings of the Safe Driving Cita- 
tion Awards program, and includes all 
material used. It was the work of our 
public relations counsel, John Edwards, 
who deserves congratulations for a fine 
job. 

“The publication of this manual came 
about through a request from the na- 
tional association for information about 
the New Jersey program. Their request 
resulted from the work of National Ac- 
cident Prevention Committee Chairman 
Stanley Greaves—who, last year, headed 
the New Jersey committee. Mr. Greaves 
promoted the New Jersey plan at Phoe- 
nix, Ariz., in April of 1959—and again 
at Chicago last September; in doing so, 
he aroused the interest of many state 
associations who were looking for an 
accident prevention program. 

“The lethargy of the NAIA toward 
accident prevention has been broken by 
Stan Greaves, as chairman; under his 
guidance we can be sure that our Na- 
tional Association will play a vita! role 
in this most important work. To him— 
our heartiest congratulations and thanks. 

“Your association was honored by the 
National Safety Council for its 1958 S-D 
citation awards program. George Grotz. 
of the National Safety Council, presented 
one of their coveted awards at the mid- 
year meeting in Trenton. This was the 
third such award presented to the NJA- 
TA—placing us in the company of the 
U. S. Air Force and U. S. Post Office 
Department as the only organizations 
that have ever won three of these 
awards. 

“Since the mid-year, we have had the 
p'easure of meeting with Mr. Grotz to 
discuss ways and means of improving 
our program—and also to discuss how 
we might assist the National Safetv 
Council in its annual Inventory of 
Traffic Safety Activities program. 


New Jersey—an Exception 


“This program of the National Safety 
Council is one of the major contribu- 
tions to highway safety in our country; 
it is looked upon by most states as the 
finest way to review the traffic safety 
activities of cities and towns. Unfortun- 
ately, New Tersev is an exception. The 
National Safety Council has never been 
able to secure many inventory reports 
from the cities of our state. 

“As part of our 1959 program, we 
made an effort to secure more reports 
for their inventory. Our direct results, 
in this first effort, left much to he de- 
sired: however, we laid the groundwork. 
We know that our members can greatly 
assist the National Safety Council in 
making this inventory program just as 
important—and as effective—in New 


HORSESHOE PITCHING POPULAR 





White Sulphur Convention Contest Won 
By Long and Hayes; Runners-up 
Cantrell and MacKay 


With more contestants than last year 
and with an enthusiastic gallerv of 
rooters, the White Sulphur Springs, horse- 
shoe pitching tournament last week at 
the joint casualty-surety convention hit 
a new high in popularity. 

The winning team was composed of 
Trescott A. Long, The London Assur- 
ance, and Rufus D. Hayes, Louisiana In- 
surance Commissioner, and the runners- 
up were Ernest M. Cantrell of Spratlin, 
Harrington Co., Inc., Atlanta, and Tames 
R. MacKay. Fireman’s Fund, San Fran- 
cisco. “Ted” Long and “Ernie” Cant- 
rell have both won prizes in previous 
years. 


Mrs. Ernest Cantrell distinguished her- 
self as the official scorekeeper and most 
enthusiastic rooter, repeating her 1959 
convention performance. Co-chairmen of 
the horseshoe pitching committee were 
T. Edward Cochran, Sr.. Hagerstown, 
Md. agent, and Wallace L. Clapp, The 
Eastern Underwriter. 





Jersey as it is in other states. 

“To do this. your accident prevention 
committee will more thoroughlv famil- 
iarize the local boards with the NSC 
program—so you may be able to discuss 
it intelligently at the local level. T want 
to take this opportunitv to thank George 
Grotz for the invaluable assistance he 
has given to your Accident Prevention 
Committee. 

In conclusion. Mr. Grannatt stated: 
“The 1960 S-D program has been 
planned. The report form has been im- 
proved: plans are beine made to pre- 
pare the county accident prevention 
chairmen, so they may do their job bet- 
ter with less effort; we hope to get even 
stronger sunport from the County Traf- 
fic Safety Coordinators. 

“And we have a snecific ioh to do for 
the National Safety Council! It is of the 
utmost importance that each local board 
president choose an interested member 
to be accident prevention chairman: he 
in turn must pick members to assist him 
who will do the job. With vour cooner- 
ation, the success of the 1960 S-D Cita- 
tion Awards Program will be assured.” 


‘More Agents Suvporting Road-Aid’: 
Doyle 


Looking at how and where Road Aid 
has grown, William JT. Doyle, managing 
director. declared: “One year ago, I re- 
ported 560 member agents participating; 
today, I can report 632 member agents 
are supporting the program. Last year, 
we had just under 80,000 insured sub- 
scrihers; this year, we are just over the 
85.000 mark. 

“Last year, we had 389 emergency 
service stations; this vear, we have 410. 
Our gain in membership was 15%. Many 
organizations would be quite happy with 
this increase—but it fell short of our 
expectation.” 

Further along, he reminded the asso- 
ciation “that our plan is to continue pub- 
lishing new guides and _ supplements 
every three or four months. So. we 
suggest that you maintain a 3-month in- 
ventory. The latest issue is coming off 
the press now—and will be available in 
a matter of days. Just one word of cau- 
tion: make sure that all of vour assureds 
receive an up-to-date guide, at renewal 
time. 

“We plan to continue the expansion 
on all fronts,” he concluded. “Promo- 
tional material will be developed and 
distributed—at no cost to you—with your 
future orders: thus, we plan to help you 
tell the Road-Aid scory to the public. 

“Our towing service will be further 
developed into a major attraction. Serv- 
ice will be made available in the Phil- 
adelphia area and the eastern section 
of Pennsylvania — directly adjacent to 
our state; this expansion of the service 
area will be still another talking point 
in your story of complete service for 
your assureds. We will continue to weed 
out the undesirable stations—and replace 
them with better service outlets.” 


Ins. Economics Society 
Elects Hellgren Pres. 

AT ITS 18h ANNUAL MEETING 

Lumbermens Mutual Casualty V. P. Ac- 


tive in Health Ins.; O’Connor Reviews 
Legislative Action; Officers Elected 





J. E. Hellgren, second vice president, 
Lumbermens Mutual Casualty, was re- 
elected president of Insurance Economics 
Society of America at its 18th annual 


meeting this week at the Edgewater 
Beach Hotel in Chicago. 

Mr. Hellgren, who has been asso- 
ciated with Lumbermens Mutual since 
1944, has during this period of 16 years 
served on many important committees 
of organizations devoted to the develop- 
ment of the health insurance business. 

In his presidential address Mr. Hell- 
gren detailed the work performed by 
the society during the past year and 
paid tribute to the successful achieve- 
ments of the organization under its 
managing director, E. H. O’Connor. 

Before a well attended meeting Mr. 
O’Connor reviewed the 1960 legislative 
developments and reported that all bills 
pertaining to compulsory cash sickness 
insurance failed of passage where intro- 
duced in state legislatures in the 1960 
session. He also pointed out that no 
state has adopted a compulsory sickness 
plan since 1949 although during this 
span of 11 years 191 such bills have been 
introduced in 21 state legislatures. 


Have Won First Skirmish 


In his report on the Washington scene 
Mr. O’Connor covered the developments 
on the issue of “Medical Care for the 
Aged” and the proposal which was finally 
enacted into law. He expressed the opin- 
ion that “we have won the first skirmish 
but will no doubt hear much more about 
this issue in the new 87th Congress which 
convenes in January.” 

The following officers were elected as 
recommended by the nominating com- 
mittee consisting of E. J. Faulkner, pres- 
ident, Woodmen Accident & Life; L. L. 
Phelps, vice president, North American 
Life of Chicago and F. L. Harrington, 
Jr., assistant vice president, Paul Re- 
vere Life. 

The officers are: W. J. Hamrick, CLU, 
senior vice president, Gulf Life Insur- 
ance Co., first vice president; J. W. 
Scherr, Jr., board chairman, Inter-Ocean 
Insurance Co., second vice president and 
H. O. Fishback, Jr. vice president, 
Northern Life, secretary. Elected to the 
Executive Committee for terms of three 
years were: Edwin W. Craig, board 
chairman, National Life & Accident; 
John T. Acree, president, Lincoln In- 
come Life Insurance Co.; W. D. Grant, 
CLU, president, Business Men’s Assur- 
ance Co.; James Powell, vice president, 
Provident Life & Accident and Frank 
S. Vanderbrouk, president, Springfield- 
Monarch Cos. 

Insurance Economics Society is round- 
ing out 18 years of activity during which 
it has followed a program of vigorous 
opposition to compulsory health insur- 
ance at both the state and Federal levels. 





Wilkerson and Overton to 
Run NASBP Annual Meeting 


Glenn E. Wilkerson of Detroit, who is 
first vice president of National Associa- 
tion of Surety Bond Producers, will 
serve as convention chairman for its 
annual meeting to be held Apri! 9-13 in 
San Francisco. Program chairman for 
this gathering will be John Overton of 
Birmington, Ala., NASBP director. 

Messrs. Wilkerson and Overton at- 
tended the NASBP board of directors’ 
meeting October 2 at White Sulphur 
Springs at which plans for the San 
Francisco meeting were discussed in de- 
tail. 





HARVEY E. LYNCH DIES 
Harvey Edward Lynch, 59, vice presi- 
dent of the United Fire and Casualty 
of Cedar Rapids, Ia., was killed in a two- 
car crash near Carroll, Ia., last week. 
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1959 Bonding Results 
Highspotted by Denton 


IN ANNUAL REPORT TO NAIA 





Fidelity-Surety Chairman Stresses Close 
Liaison With Surety Assn. and 
Assn. of C. & S. Companies 


Denton of Charlotte, 
NAIA’s | fidelity 
and presented a 
realistic bonding  oper- 
ations during the past year in the an- 
nual report which he presented here re- 
cently at NAIA’s annual convention. His 
committee did not hold any formal meet- 
ings this year as there were no startling 
or oustanding developments in the bond- 
ing field that required such a get-to- 
gether. However, Mr. Denton said that 

“we have kept in constant touch with 
other agents’ organizations interested in 
fidelity-surety matters, and have main- 
tained close liaison with the Surety Asso- 
ciation and Association of Casualty & 
Surety Companies.” 

Mr. Denton mentioned that he had 
served in January as a member of the 
NAIA’s technical conference subcom- 
mittee which he felt to be an effective 
method of coordinating efforts of NAIA 
and various company bureaus. 

The emphasis in this report was put 
on nationwide underwriting trends, fidel- 
ity bond developments, surety bond 
trends and educational work of the Sure- 
ty Association, especially its recent book- 
let titled * ‘Bonds of Suretyship” which, 
he said, “is an extremely useful publica- 
tion in that it emphasizes the need of 
bonds on private construction.’ He noted 
that 60,000 copies of it have been dis- 
tributed. 


Fidelity-Surety Profits Up 


Mr. Denton was glad to point to a 
profitable year for bonding companies 
in 1959 despite the concern of under- 
writers over contract bond losses. This 
line, he said, produced an overall profit 
for the stock companies of $21,470,311 
or 15.3% compared with 14.7% in 1958. 
Earned premiums were up $7,000,000 to 
$140,328,829. Comparative loss ratios were 
23.9% in 1959 as against 24.4% in 1958. 

Fidelity coverages also made more 
profit. The earned premium volume in- 
creased $3,000,000 to a total of $73,561,- 
526. An underwriting profit of 8.3% was 
a pleasing contrast to the 2.3% in 1958. 
The loss ratio of 37.1% was five points 
better. 

“Undoubtedly,” said the speaker, “the 
increase in surety bond premiums for 
the stock companies would have been 
much greater had not the steel strike, 
plus the slow-down in the Federal high- 
way program reduced the total of con- 
tract work let. 

“Despite certain improvements in the 
underwriting profit for both of these 
lines, it still would seem prudent for the 
agent to carefully analyze and prepare, 
submissions commensurate with good 
underwriting practices.” 


Three Labor Organization Bonds 


It was then noted that labor-improve- 
ment legislation in the past year brought 
into being a new bond requirement con- 
tained in the “Labor-Management Re- 
porting and Disclosure Act of 1959.” All 
officers, agents, shop stewards or other 
employes of labor organizations (or of a 
trust in which a labor union is interested) 
are required to be bonded for faithful 
discharge of their duties. 

The Surety Association has prepared 
three labor organization bonds—a named 
schedule form, a position schedule form 
and a consolidatted schedule form, Mr. 
Denton explained the purpose of each 
form. He then brought out: 

“It is encouraging to know that the 
Surety Association ‘* working on a new 
classification and rating approach for the 
mercantile fidelity forms of business. The 
program, a classified system, has been 
extensively tested and rating concepts 
developed to produce sound equities be- 
tween classes. There is still work to be 
done on the project, but it could be a 





Donald H. 
N. C, chairman of 
surety committee, 
review of 


D. E. Gorham Named Artist-of-Month at 
Greenfield, Mass.; Conducts 1-Man Art Show 





Arthur J. Hand (Left), superintendent of fidelity and surety department for 
U. S. F. & G.’s New York office displays painting he owns done by Douglas E. 
Gorham (Right), vice president of North American Reinsurance Corp., New York. 


major change in the field of fidelity 
insurance and one by which the agent 
should greatly benefit, through a simpli- 
fication of the manuz 1.” He continued: 

“We have had several inquiries and 
complaints relative to the competition 
in the fidelity field, and particularly in 
the area of the 3-D policy, All of these 
have been answered and, in most in- 
stances, referred to the Surety Asso- 
ciation in order to alert them to the 
trends which affect the ageni’s ability 
to retain this class of business. The 
necessary action to overcome such com- 
petition sometimes seems to be slow 
coming forth, but with the flow of con- 
structive information through this com- 
mittee to the companies and bureaus 
eventually, improvement can be _ right- 
fully anticipated.” 

As to surety bond developments Mr. 
Denton remarked: “While some im- 
provement in the loss ratio on surety 
bonds has been noted, it is not sufficient 
to overcome the tight market which has 
developed in this field. Those companies 
writing contract bonds are still scrutin- 
izing each submission. It is obvious 
that it will be a period of time before 
this trend will change.” 


NAIA Supports AGC’s Opposition to 
Secondary Boycott Legislation 


Mr 


Denton then spoke of his _per- 
sonal efforts on behalf of the NAIA 
last April in bringing to the attention 


of the Associated General Contractors 
of America at their national meeting, 
the information that the insurance agents 
supported their opposition to secondary 
boycott legislation. Through the effort of 
William Webb, North Carolina national 
state director, at the Southern Agents 
Conference a resolution was passed op- 
posing the enactment of legislation which 
would have permitted secondary boy- 
cotting at the site of construction, alter- 
ation, painting or repair of a building, 
structure or other work. Mr, Denton 
said that Mr. Webb also made the same 
type of presentation in opposition to this 
legislation at the 1960 mid-year meeting 
of the NATA. 

In closing Mr. Denton expressed his 
appreciation for the fine and close co- 
operation received from the staff of the 
NAIA, from Warren Gaffney and the 
Surety Association and from J. Dewey 
Dorsett and the Association of Casu: lty 
& Surety Companies. 

As in previous annual reports he re- 
emphasized that “our committee is dedi- 
cated to the purpose of producing both 
fidelity and surety coverages to the 
best interest of the public, and always 
with the independent insurance agent as 
the producer.” 


Douglas E. Gorham, vice president of 
the North American Reinsurance Corp., 
New York, was chosen Artist-of-the- 
Month this past summer at Greenfield, 
Mass. and held a one-man show of his 
paintings at the Radio Station WHAI 
Art Gallery in that summer colony. 

Alvin F. Ojickle, art critic for the 
local “Recorder Gazette,” pronounced 
this exhibit as “one of the best shows 
of the 1960 summer season.” He de- 
scribed Mr. Gorham as “the most versa- 
tile amateur to display in Greenfield 
many a month... a conventional crafts- 
man who paints well in oils and water 
colors, does intricate pen and_ ink 
sketches and even goes in for medieval 
manuscript printing.” 

Several of the Gorham exhibits were 
on loan from their owners, including 
an oil painting of the Vermont home of 
Milton Cross, the well known Metropol- 
itan opera on Saturday after- 
noon radio programs. This painting is 
owned by Arthur J. Hand, superintend- 
ent of fidelity and surety development 
in the U.S.F. & G.’s New York office. 


Messrs. Cross and Hand have been 
friends since boyhood. 


narrator 


Septuagenarian Gets New 
State Farm F.&C. Auto Plan 


A former test-driver for a major auto- 
mobile company is the first person to be 
insured under State Farm Fire & Cas- 
ualty’s new standard insurance program 

F. Browning, 71, now a resident of 
Hollister, Calif., received his State Farm 
coverage shortly after the company’s 
new program went into effect last July 
in California. He had experienced dif- 
ficulty in obtaining insurance because of 
his age although he had a flawless driv- 
ing record, with no accidents and no 
moving violation citations in his driving 
history. 

His coverage with State Farm was 
made possible through the company’s 
new standard insurance program which 
insures qualified drivers under 25 and 
over 65. The new plan also is designed 
for those marginal-risk drivers of all 
ages who, for various reasons, find most 
insurance companies unwilling to ac- 
cept them. 

California was the first state in which 
the new plan was introduced. Since its 
debut there in July it has been approved 
in eight states and filed in ten others. 


FOR SURVEY ACCOUNT SELLING 


Rodman Tells Aetna Casualty Sales 
Grads “Survey Method Best”; 
Sands Leads Class 
Account selling by the survey method 
for both personal and commercial risks 
was recommended to graduates of the 
185th session of the Aetna Casualty and 
Surety sales course by Bert Rodman, a 
representative in 
Rodman, a 1950 graduate of the 
spoke at the recent graduation 
dinner in Hartford. He said that the 
survey method, with its professional ap- 
proach, lays such excel’ent groundwork 
for the agent that very little “selling” 

is necessary. 

“The questionnaire itself builds the cli- 
ent’s confidence in you because it is so 
thorough and obviously well-conceived. 
He also will be impressed with the sur- 
vey’s accuracy and the time and effort 
that goes into its preparation.” The sur- 
vey method also helps an agent to de- 
velop an account to its fullest extent, 
rather than selling isolated lines on a hit 
or miss basis, he added. 

“When a client’s overall program has 
been analyzed, we are in a position to 
recommend exactly those coverages he 
must have to be fully protected. When 
you make sure the client’s benefit is 
really uppermost, word of this spreads 
to other prospects,” Mr. Rodman pointed 
out. 

“Most important, the agent has a big 
responsibility when there are _ large 
amounts at risk. The survey, coupled 
with the agent’s professional ability to 
analyze the results, enable him to pro- 
vide the best possible coverage for the 
protection of the insured.” 

The class was led by Larry Sands of 
Pompano Beach, Fla. Other blue rib- 
bons for high scholastic standing went 
to Walter M. Mayer Ir. of Beaumont, 
Tex., Philip Nyman of Boston, Gilbert 
C. McKenzie of Houston, Thomas A. 
Mahon of Philadelphia, and Alan J. 
Fuirst of New York City. 

Gold ribbons for demonstrating out- 
standing soliciting techniques were won 
4 Mr. McKenzie, Mr. Mahon and Paul 

. Whitsett of Jackson, Miss. 
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Employers Mutuals, Wausau 
Elects C. D. Berry Senior V.P. 


Carl D. Berry, formerly special con- 
sultant and account executive with the 
Exchange National Bank of Chicago, 
has been elected to the newly created 
position of senior vice president of fi- 
nance for Employers Mutual of Wausau, 
President J. M. Sweitzer announced. 

The new senior vice president will 
supervise various financial functions of 
the company, including those of the 
comptroller and the actuarial, accounting 
and research department. 

Born in Minneapolis and educated at 
University of Minnesota and Walton 
School of Commerce in New York City, 
Mr. Berry started his business career 
with Price Waterhouse and has held top 
executive positions with Montgomery 
Ward & Co., where he was comptroller 
for eight years, and with Booz, Allen 
and Hamilton, where he was senior con- 
sultant and account manager. He also 
formerly was president of National Bel- 
las Hess, Inc., major mail order firm, for 
seven years, and for nine years was a 
fiscal consultant in Chicago. 





N. S. PIERSON PROMOTED 

Norwood S. Pierson has been named 
production manager of Standard Acci- 
dent’s New Jersey branch office. He 
was formerly a field representative of 
that office. 

Mr. 
Branch in 1955, and prior to that, had 
served as a special agent for more than 
nine years with a large Eastern multiple 
line company, 


He has attendéd Rutgers University 


and served in the U. S. 


Navy during 
World War II. 


Pierson joined the New Jersey’ 
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Greaves Cites Progress of NAIA 
In Highway Accident Prevention 


Stanley W. Greaves, River Edge, N. J., 
chairman of the NATA accident preven- 
tion committee told the national board 
of state directors at the recent annual 


meeting of the NJAIA in Atlantic 
City that the primary effort of his 


committee “was concentrated on the pub- 
lications of an instructional manual cov- 
ering the New Jersey Safe Driver Cita- 
tion award program.” Details of the 
manual and other highlights of Mr. 
Greaves’ report are as follows: 

“The manual was completed and dis- 
tributed on a national basis to each 
member of the national board and to 
the accident prevention chairman of each 
state association. The response to this 
instructional manual indicates that it 
was not received with the anticipated 
enthusiasm we felt it would be. 

“There are many obvious reasons for 
this reaction, foremost of which con- 
cerns the comprehensive nature of the 
manual itself. The very nature of the 
Citation Award Program required an 
outline that wou'd carry the plan through 
step by step to insure that an associa- 
tion embarking on such a program would 
have complete data. 


Activities of Many Other Organizations 
Involved 


“Again, the program encompasses the 
activities of so many other organizations 
that would be involved, namely; state 
government officials, state and _ local 
police authorities, etc., that even with an 
instructional manual it would still be 
difficult to effect such a program with- 
out the personal assistance of those 
persons familiar with the overall oper- 
ation. 

“Actually, the essential portion of this 
program falls within the rea!m of safety 


education rather than enforcement. In a 
program of this type we are attempting 
to influence two separate and distinct 
groups; the general public and safety 
authorities at all levels. 

“Secondarily and from a rather selfish 
viewpoint, the program has tremendous 
impact and potential from the stand- 
point of public relations. I do not feel 
that the inadequate response to this 
program is one of complacency; rather 
I feel that it is one of misunderstanding 
and that a program of direct assistance 
on a personal basis must of necessity 
follow up on any contemplated program 
that is to become effective on a national 
basis. 

“Our greatest drawback at the present 
time as respects this follow-through pro- 
cedure is the inability of our entire com- 
mittee to get together and function as 
one integral group. At this particular 
time we are beginning to secure a trickle 
of response emanating from various state 
associations who desire information on 
this program. We are providing the 
necessary information to these state as- 
sociations and hope that in the near 
future we will be able to offer them di- 
rect personal assistance from committee 
members. 


Assistance From National Safety Council 


“We have been highly successful in 
securing national recognition of our na- 
tional association on behalf of the Na- 
tional Safety Council, the Insurance In- 
stitute for Highway Safety, and the 
President’s Committee for Traffic Safetv. 
ince your association has become af- 
filiated through membership with the 
National Safety Council, they have pro- 
vided our membership with direct as- 
sistance in the field of highway safety 
through their representatives. They have 


and will continue to broaden their ac- 
tivities on our behalf in the future by 
providing capable experts in this field to 
any state association that desires as- 
sistance in setting up a highway traffic 
safety program. Any state interested in 
assistance has simply to call upon the 
National Accident Prevention Committee 
and all arrangements wil. be made for 
them. 

“We have become very closely allied to 
the activities of the Insurance Institute 
for Highway Safety. Recently the In- 
stitute requested our assistance and co- 
operation wherein they cou'd utilize th 
services of our membership in the field 
of highway safety on a new program 
they have embarked on. The Board of 
Governors of the Institute recently desig- 
nated the states of Arizona, Florida and 
Wisconsin as pilot states to inaugurate 
intensive and long range planning and 
assistance in the establishment of a com- 
prehensive program of accident preven- 
tion. 

“Eventually this program will be ex- 
tended to cover additional states and, 
as such activities are scheduled, the ac- 
cident prevention chairman of each state 
will be notified and will be contacted 
by a member of the Insurance Institute. 
The opportunity afforded the respective 
state associations to join with others in 
this most important field of hiehwav 
safetv will most certainly prove highly 
beneficial. 


Executive Order From Eisenhower 


“The President’s Committee for Traf- 
fic Safety has called upon your National 
Association for active support in their 
new five-year program which is just get- 
ting under w ay. By executive order, the 
President of the United States has 
charged the President’s Committee for 
Traffic Safety with the responsibility 
for promoting state ind community ap- 
plication of the action program for traf- 
fic safety. President Eisenhower has 
directed the committee +o cooperate with 
all Federal, state, and local officials and 
all interested national organizations in 
achieving this goal. 

“As a member of the Advisory Coun- 
cil to this committee. your Association 
and its membership will become involved 
in a plan calling for a concerted co- 
ordinated drive by all cooperating or- 
vanizations to achieve each element of 
the action program. It involves stand- 
ards development and promotional ac- 
tivity in target states by responsible 
national organizations, hackstopped by 
the President’s Committee. 

“The objective of this five-year plan 
is to achieve in all states at least 85% 
performance of each element of the 
action program. Elements of the action 
program cover laws and ordinances: ac- 
cident records, education (from elemen- 
tary through college); enforcement; 
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courts; engineering, motor vehicle ad- 
ministration, including licensing and in- 
spection; public information and official 
coordination. Utiizing the facilities of 
the uniform vehicle code, we find that 
36 states lag behind the level of accom- 
plishment which the committee arbi- 
trarily set as a goal. 

“One of the most important phases of 
this program requires uniformity in traf- 
fic regulations, laws and ordinances. This 
problem is considered most urgent at the 
present time. Uniformity among the 
states and municipalities in motor 
vehicle regulation would resut in (1) 
clarification of the laws governing 
motorists and thereby increase respect 
and observance of traffic laws; (2) more 
orderly and efficient flow of traffic; (3) 
reduction in the accident rate; (4) Im- 
provement in standards for driver li- 
censing; (5) more efficient enforcement ; 
and (6) extensive economic benefits. 

“Tt will require the replacement of 
conflicting motor vehicle laws and ordin- 
ances and a uniform agreeable code 
on a national basis will result in a re- 
duction of accidents by removing un- 
certainties in such matters as right of 
way, overtaking and passing, execution 
of a lefthand turn, speed limits, pedes- 
trian rights and duties and the operation 
of bicycle and motor vehicle equipment. 
Additional benefits in the field of uni- 
formity would cover road signs and 
marking, safety equipment, and a uni- 
form point system. There are over 43 
national organizations that wi'l be com- 
bining their activities and support in the 
accomplishment of this five-year pro- 
gram. 


‘New Method of Judging 


“Your committee suggested to the ex- 
ecutive committee at our last convention 
in Chicago that the method of judging 
the entries for our safety contest be 
changed. The executive committee con- 
curred in this suggestion and _ starting 
with the 1960 convention, entries will be 
judged by a panel of judges consisting 


of Russell I. Brown, president of 
the Insurance Institute for Highwav 
Safety; J. Bethea, secretary of 


the advisory council to the President’s 
Committee for Traffic Safety; and Paul 
F. Hill: assistant general manager, Na- 
tional Safety Council. 

“This system of judging will centainly 
upgrade our contest and will lend tre- 
mendous prestige to the program. At 
the same time, it will enhance our ac- 
tivities that we are joined in the field 
of highway traffic safety with these na- 
tional organizations. In closing I again 
request that serious thought be given to 
the needs of your accident prevention 
committee for the enlargement of the 
committee, the opportunity for commit- 
tee meetings and, last but not least, the 
need for additional monies in future 
budgets. Your association and its mem- 


bership is going to play a more and more 
prominent part in the highway traffic 
safety program and with adequate tools 
for the job we can prove to the populace 
of this great country of ours that the 
Independent Agent’s Association serves 
them first and best.” 
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Kemper Interests Acquire 


Blackhawk Loan Cos. of IIl. 


George H. McClure, president of 
American Underwriting Corp., has an- 
nounced that Lumbermens Mutual Cas- 
uaity, another division of the Kemper 
Insurance Group, has purchased Black- 
hawk Loans, Inc., and the Blackhawk 
Acceptance Corp., both of Sycamore, 
ll. George D. Knipp continues as gen- 
eral manager of both companies but 
his title has been changed from treas- 
urer to vice president. 

The Blackhawk is the second group 
of loan companies recently purchased 
by Lumbermens Mutual Casualty Com- 
pany, which last May acquired the 
Mercury Loan Co. and the Mercury Ac- 
ceptance Corp., both of Moline, III 

As a result of this purchase by Lum- 
bermens, the Blackhawk companies in 
addition to personal loans will be able 
to offer complete financial service, in- 
cluding financing of automobiles, acting 
as mortgage loan correspondents for in- 
surance companies and having insurance 
facilities available. 





Stuyvesant Names T. B. Reid 
Claims Department Manager 


Thomas B. Reid has been named man- 
ager of the claims department of Stuy- 
vesant Insurance Co., President Maurice 
G. Olson, announced. Mr. Reid will suc- 
ceed Richard H. Work, who became 
vice president in charge of claims of 
Southern General Insurance Co., At- 


lanta. 

Since 1955, Mr. Reid had been with 
Continental Casualty and recently was 
manager of that company’s casualty, fire 
and surety claims department. 

A native of New Jersey, Mr. Reid 
was supervising examiner in casualty 


claims for Fidelity and Casualty of New 
York from 1949 to 1955. Prior to that 
he was in the A. & H. claims depart- 
ment of Bankers Life & Casualty, Chi- 
cago. A coxswain in the Navy in World 
War II, Mr. Reid attended De Paul 
University in Chicago and pursued pre- 
law courses at New York University and 
Upsala College. 





Forkel and Clarkson Hosts 
At Opening of Phila. Office 


The enlarged Philadelphia branch office 
of the Continental- National..Group, oc- 
cupying the twelfth floor of 2 Penn 
Center Plaza, was formally opened Sep- 
tember 28. ‘Many agents and brokers 
of the Philadelphia area attended and 
were greeted by Continental Casualty’s 
president, Edwin H. Forkel and National 
Fire’s president, Ellis H. Clarkson, the 
chief hosts and other top ranking officers 
of the Group. 





TRUMBLE ELECTED PRESIDENT 

The board of directors of the Casualty 
& Surety Club of Buffalo announces the 
following officers for the 1960-61 year: 
President, Frank P. Trumble, F. E. Sey- 
mour, Inc. ; vice president, Donald J. 
Gregory. assistant manager, Indemnity 
of North America; secretary-treasurer, 
John C. Travers, Ir., Buffalo Fire Office, 


Inc. 
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A. & H. in Spotlight 
At Actuaries’ Meeting 


LIFE MEN DISCUSS PROBLEMS 





Annual Society Convention Hears Gin- 
gery on Hospital Claims Cost, Barn- 
hart on Guaranteed Renewables 





The recent 12th annual meeting of the 
Society of Actuaries held at the Edge- 
water Beach Hotel in Chicago included 
an analysis of hospital claim costs, a 
discussion of concepts involved in the 
guarantee of unrestricted continuation of 
coverage, and a panel discussion on social 
and economic aspects of health insur- 
ance. 

“At reinvestigation of Group Hospital 
Expense Insurance Experience” by S. 
W. Gingery, The Prudential, presented 
an analysis of hospital claim costs dur- 
ing the period 1950-57 for nine of the 
larger life insurance companies. This 
analysis was based on a study by the 
society's committee on Group A. & S. 
experience. 

B. E. Burton, the Aetna, added details 
of his company’s hospital experience for 
policy years commencing in 1957 and 
1958. This experience was subdivided by 
state and region. Aetna’s new scale of 
premium rates for hospital expense in- 
surance was adopted on July 1, 1960, and 
does not vary by area. 

A. G. Weaver, John Hancock, ex- 
pressed the fear that overly liberal un- 
derwriting and claim administration 
might be “undermining our competitive 
position.” He also was concerned about the 
relatively high claim administration costs 
in relation to out-patient benefits paid. 

F. H. Holsten, New York Life, sug- 
gested methods for estimating claim 
costs by geographical location and noted 
that the trend toward sizable increases 
in claim frequency during the period un- 
der study was strong enough to cause 
one to anticipate at least some continu- 
ation beyond 1957 but that still more re- 
cent evidence indicates that the annual 
rates of increase may have slowed down. 


Barnhart’s Paper 


In his paper “Adjustment of Premiums 
under Guaranteed Renewable Policies,” 
E. P. Barnhart, Washington National, 
analyzed the concepts involved in the 
guarantee of unrestricted continuation of 
coverage, without the guarantee of the 
price that will be charged for such cov- 
erage. 

Adjustable premium contracts are 
called for where the future hazard is 
abnormally unpredictable or where 





A Tribal Proverb for Those 
Against Voluntary Med. Care 


While admitting that the threat of 
Government intervention into the field of 
sickness and accident insurance deserves 


the thoughtful attention of everyone 
connected with the insurance industry, 


Frank R. Thomas, vice president in 
charge of underwriting for North Ameri- 
can Life of Chicago, last week told mem- 


bers of the St. Louis Association of 
A. & H. Underwriters that he was not 
there “to debate the issue.” 


He did warn, hofever, that legislation 
on the care of the aged in the form of 
Federal-state grants in aid benefits en- 
acted by the recent session of Congress 
and signed by President Eisenhower 
would not satisfy many opponents of 
voluntary medical care. 

Mr. Thomas also stressed at the out- 
set that everyone in the business had 
better work together to the same end if 
they hope to see the voluntary medical 
care business survive and overcome the 
formidable ,forces currently at work to 
supplement this system. | 

Touching on that situation, he quoted 
an old Basuto proverb: “If a man does 
away with his traditional way of living 
and throws away his good customs, he 
had better first make certain that he has 
something of value to replace them. 


More A. & H. Pages 44-45 





scanty and immature statistics have 
caused the future hazard to be insuf- 
ficiently measured, he told the society. 
The adjustable premium policy is a re'- 
atively new development in the accident 
and sickness industry. : 

The paper presented the author’s view- 
point of the intent of this new instru- 
ment, outlined the rights of both insurer 
and insured, and reviewed some of the 
possible situations leading to the neces- 
sity of a rate revision. Inflation in med- 
ical cost levels, claim costs which do 
not increase rapidly enough as the age 
advances, and c'aim costs which are un- 
derstated by constant percentages were 
discussed as factors which might pre- 
cipitate a rate revision and the author 
suggested formulae for recognizing each 
such additional cost in gross premium 
calculations. The paper drew a large 
response from the audience. 

Walter Shur, New York Life, stated 
that “future adjustment of premiums will 
serve precisely the same function as 

(Continued on Page 45) 
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A. & H. CLUB MARKS 35th YEAR 


New York Club to Hold Dinner Meeting 
November 10 at Hotel Roosevelt; 
Large Gathering Expected 
The 35th anniversary of the Accident 
& Health Club of New York will be 
celebrated November 10 by a dinner 
meeting at the Hotel Roosevelt, N. Y., 
Douglas J. Moe, club president has an- 

nounced. 

The Accident & Health Club, which 
has more than 300 insurance men on its 
roles, is believed to be the oldest and 
largest organization of its kind in the 
country. Its membership is predomin- 





antly composed of claims and under- 
writing executives representing more 
than 90 insurance companies in the 


New York and surrounding area. 

The 35th anniversary meeting is ex- 

pected to be the largest gathering held 
by the New York Club to date. Invita- 
tions have been extended to leaders of 
the health insurance business both in 
and outside of the New York area. Early 
indications are that there will be over 
250 in attendance, 
Wi liam B. Cornett, The Prudential, 
is chairman of the anniversary dinner 
committee. Chairmen of other commit- 
tees are: John A. Parsons, Royal-Globe 
Insurance Group—arrangements; Arthur 
E. O'Leary, Health Insurance Institute 
—publicity; George J. Hills, New York 
Life—programs; and James L. Donald- 
son, Mutual Benefit Health and Accident 
Association—tickets and reservations. 

In commenting upon the forthcoming 
club celebration, Mr. Moe, Colonial Life 
of America, said that the New York 
Club can point with pride to its accom- 
plishments over the past three and one- 
half decades. “The club,” he said, “has 
served through the years as an educa- 
tional forum sensitive to increasing 
tempos of the health insurance business. 
Its membership has benefited from this 
active exchange of ideas and many mem- 
bers have gone on to assume industry 
leadership.” 


ACCO A. & H. SCHOOL OVER 





Nine Trainees, One Employe From Alas- 
ka Complete Course; Rothermel 
and Kessler were Directors 
Nine trainees and one employe from 
a general agency in Anchorage, Alaska, 
have completed the accident and health 
training school conducted by American 
Casualty at its home office building in 

Reading, Pa. 

Director of the school was Walter A. 
Rothermel, ACCO educational director. 
The school also was under the super- 
vision of Albert H. Kessler, ACCO’s vice 
president in charge of the A. & H, de- 
partment. 

The classes, which ran for a month, 
covered individual coverages, association 
group, group travel and salary continu- 
ance plans and ACCO’s special risk port- 
folio. 

Instructors included Mr. Rothermel, 
Melvin Oyler, Robert Koch, Stanley 
Brooks, William Worman, Ray Moyer, 
John Adams, Richard Herman, Jack 
Nally and George Dracha, all of ACCO’s 
A. & H. department. 

Following the home office training 
course, all trainees were assigned to 
branch offices where they will continue 
their training in the field. Each will be 
given a permanent assignment before the 
end of the year. 

William J. Terbeck, associated with the 
Preferred General Agency of Alaska 
Inc., Anchorage, was the only non-com- 
pany trainee. He has returned to the 
Preferred agency which he joined just 
two days before reporting to Reading 
for the ACCO school. 

Other trainees, and the offices to which 
they have been assigned for field train- 
ing are: Eulett D. Dawson and Francis 
G, Martin Jr. both in ACCO’s home 
office; William C. Sills, Atlanta; David 
a Brenneman, New York City; Edward 
T. Reese, Philadelphia; Wallace Weis, 
Chicago; Roger E. Smith, Boston; Karl 
A. Boehme and John M. Deigan, III, 
Pittsburgh. 
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New Jersey Agents’ Stand Against Cos. 
An Accomplishment, Says Rothberg 


One of the major accomplishments of 
the New Jersey agents casualty com- 
mittee during the past year the 
stand on automobile rate deviations 
which we took and have since reiterated 
to the companies and to the New Jersey 
Department of Banking and Insurance.” 
Edwin M. Rothberg, Plainfield, N, J., 
told the recent annual convention of the 
New Jersey Association of 
Agents. 

Mr. Rothberg referred to NJ\AIA’s dec- 
laration that “no plan for deviation of 
automobile rates and forms be approved 
until such time as a satisfactory plan 
can be filed and is available to all com- 
panies.” As late as July this stand was 
again brought to the attention of the 
New Jersey Department. 

In his report Mr. 
brought out: 

“Our position on the filing of the lia- 
bility modification concerning outboards 
and swimming pools—as it affected the 
homeowners policies—produced a_ revi- 
sion of this filing. This change was made 
public on January 20. {However, the 
manual pages for the homeowners man- 
uals were revised to permit the older 
coverage until March 15—and became 
further effective on policies written after 
May 1. This change alone showed that 
we had had active liaison with both the 
Fire Insurance Rating Organization and 
the Department of Banking and Insur- 
ance. Their cooperation afforded a work- 
ing solution to this situation. 


Has File on New York ARP Hearings 


“One member of this committee—Sey- 
mour Sperling—attended the lengthy 
hearings in New York on the Automobile 
Assigned Risk Plan. We attended these 
hearings so as to be cognizant of what 
was said both for the press and ‘off the 
record.’ It brought to light the thoughts 
of various segments of our industry—not 
only the agents’ association, but the In- 
surance Departments and other groups 
such as the brokers’ association, the rural 
agents and the metropolitan agents. 

“As a result of our attendance your 
association has on file a comprehensive 
report of the thoughts presented at the 
hearing. 

“If in the future, it be determined that 
a revision of the New Jersey Auto As- 
signed Risk Plan be in the wind or be 
recommended, we will have the advan- 
tage of knowing that which has gone 
before and what results were obtained. 
Our notes will also show us the weak 
and strong points of various arguments. 
It is the feeling of this committee that 
the ARP changes effective October 1, 
will expedite the handling of future risks 
in New York. Whether they will be 
adopted in New Jersey is not known at 
this time, 


“ 
was 


Insurance 


Rothberg also 





N. Y. Bond Underwriters 
Hear Talk by David Q. Cohen 


Norman Seastedt, Glens Falls Insur- 
ance Co., was elected secretary of the 
Association of Bond Underwriters of the 
City of New York at its October 5 meet- 
ing at the Railroad & Machinery Club, 
New York. Ernest Heidelberg, Crum & 
Forster, and Herman Fischer, Fidelity & 
Casualty, were elected members of the 
executive committee. 

Guest speaker at the meeting was 
David Q. Cohen, manager, fidelity and 
Surety department, Association of Cas- 
ualty & Surety Companies, who discus- 
sed the evolution of contract bond forms, 
particularly the bid, performance and 
Payment bonds approved by the Ameri- 
can Institute of Architects as its official 
orms. He also commented on recent 
developments in the construction field. 

Association president, George H. Faha, 
Citizens Casualty, presided. 


“The principal reason for the New 
York change was to induce the com- 
panies to voluntarily write previously 
assigned and new class 2 risks, as direct 
business. The plan also contains a re- 
vised system of surcharges which we 
believe may be discriminatory and cause 
extensive use of the Assigned Risk Plan 
if used in New Jersey. This is con- 
trary to the original concept which was 
to depopulate the Assigned Risk plan. 

“There are many facets of this business 
that this committee has been watching 
as they relate to New Jersey. As an ex- 
ample, there is the automobile merit- 
demerit rating plan, the workmen’s com- 
pensation assigned risk plan, changes in 
various forms, both recommended and 
contemplated. Many of the things are 
compiled in notes on discussions with 
other associations and have been filed 
among our records, so that, shoud the 
subject ever be opened in this state, we 
will have the notes of these meetings to 
guide us.” 


' WALTER CRONKITE 
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HISTORY BEFORE IT 
HAPPENS-THAT'S THE. 
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Anywhere-in-the-world, from your own 
back yard to Bombay... from beneath the 
© gea to beyond the sky—that’s where “The 
\. Twentieth Century’ takes you each Sunday 
‘ «as The Prudential brings you such fasci- 
nating, entertaining new programs as: : 
SUB -KILLERS— You're aboard the U.S. 
Submarine that sets out to “destroy”. an 
American carrier in an exciting account of 
the new underwater warfare. First-hand 
report on how the U.S. plans to combat 
nuclear submarines. 
- THE VIOLENT WORLD OF SAM HUFF— 
_ Sam Huff, the big man of the N.Y. Giants, 
wired for sound to give you the big story of 
_ Pro-Footbali today. The age of specialization 
-.in football, as seen through the eyes of 
Sam Huff. : 
- TROUBLED PARADISE — Sweden has the 
highest standard of living in Europe. | 
Poverty, hardship and unemployment are 
unheard of but the suicide rate is the highest 
in the world. See the provocative story of 
Sweden — country of contrasts. : 
CITY UNDER THE ICE—nerve center for 
our missile warning activities. Go with U.S. 
Army Engineers to. Camp Century—the city 
under the ice in Greenland—the city that 
may teach men how to live on the moon. 
Don’t miss these and other significant, dra- 
matic stories of the Twentieth Century — 
“TRAFFIC JAM UPSTAIRS, THE WHITE HOUSE 
STORY, FRANCE’S ANGRY YOUNG MEN, THE 
COLLEGE PANIC. See Prudential’s Emmy 
Award winning series Sunday evenings on 
CBS- TV. a 
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IAC PLANS MID-YEAR MEETING 

The Insurance Advertising Conference 
will hold its mid-year meeting Thursday 
and Friday, December 1-2 at the Hotel 
Statler-Hilton, Washington, D. C. With 
“Insurance Advertising — The Creative 
Challenge” as the theme, the executive 
committee promises “an exciting new 
meeting concept wherein the purely cre- 
ative problems unique to the advertising 
of casualty and property insurance are 
held up to the light of expert and pene- 
trating scrutiny.” 


Now Carberry & Murray, Inc. 


Vincent A. Carberry and Leo P, Mur- 
ray, advertising agency executives, an- 
nounce the formation of a new corpora- 
tion in New York—Carberry & Murray, 
Inc. in the Empire State Building. They 
will serve the same accounts, including 
General Fire and Casualty Co. of New 
York, as heretofore. | ; 

The new firm’s affiliation with Babcock, 
Romer, Carberry & Murray, Inc., Phila- 
delphia, will continue. 
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Casualty Actuary Is 
Man Paid to Ask ‘Why’ 


Cc. L. NILES, JR. TELLS ASIM 
American Society of Insurance Manage- 
ment Hears General Accident Man 
On Importance of Actuary 





The New York Chapter of the Amer- 


ican Society of Insurance Management 


learned recently that the casualty actu- 
“a man of above average intelli- 
gence and ability who is paid to ask 
‘why.’” Supplying this information at 
the first 1960-61 Society meeting at the 
Sheraton-Atlantic Hotel, New York City, 
was Charles L. Niles, Jr., assistant actu- 


ary is 


ary, General Accident Group, Philadel- 
phia. 
In his well-received talk: “The Cas- 


ualty Actuary—The Question Man,” Mr. 
Niles told his audience that the actuary 
“can have his special abilities applied to 
any phase of the insurance organization 
and operation where the problem to be 
solved is essentially one which requires 
a quantitative, logically deduced solu- 
tion.” 

Mr. Niles emphasized that companies 
in search of potential actuaries were 
looking for men not afraid to “shy away 
from learning new things, who would be 
pretty much their own public relations 
department and therefore able to express 
themselves understandably to their man- 
agement.” He added that what was more 
important was that prospective actuaries 
would some day “be able to interpret 
what management really means from 
what it says. 


Two Overpowering Assets 


Continuing his examination of the 
actuary, the speaker brought out two 
overpowering assets: “An _ inquiring 


mind and the discipline of mathematics. 
The actuarial trainee naturally wonders 
‘why,’” Mr. Niles declared. “He is told 
something—he asks ‘why.’ He reads 
something—he wonders ‘why.’” 

Mr. Niles was quick to dispel the idea 
that the actuary was a cynic or a 
“Missourian.” Rather, it is “because he 
wants to understand what makes things 
tick,” he explained and continued: 

“He wants to understand any and all 
‘cause and effect’ relationships that truly 


exist. His is a healthy, interested curi- 
osity. Once he understands why things 
are so, how has he contributed to his 


company or to the insurance industry? 
He can now tell you why you are right. 
This does not sound like much for the 
man of science to be proud of; and, I 
am not so sure that it is much from 
his point of view. There is, nonetheless, 
a definite place for this type of infor- 
mation in the insurance industry, if not 
in jail industries, today.” 

Turning next to the insurance buyer, 
Mr. Niles said: “The insurance buyer 
‘wants to know what he is buying. He 
would like to understand the pricing 
principles behind it and is no longer 


apt to accept the statement that ‘it has 
always been done that way.’ The various 
state Insurance Departments are no 


longer inclined to accept the word of 
a company or of a group of companies 
that they desire a particular rate change 
because they need it. 

“The Insurance Departments want to 
be shown that these changes are truly 
needed. Insurance company manage- 
ments, too, want something a little more 
substantial—something more substantive 
than ‘I think it should be done this way 
and at this price.’ Competition and red 
ink are causing them to search for 
something more scientific. In short, in- 
surance buyers, state Insurance Depart- 
ments and insurance managements are 
all asking ‘why.’ 

“Since the actuary naturally wonders 
‘why’ he is the one turned to for an 
answer to these questions. Due to his 
particular or, if you will, peculiar back- 
ground, training and intellect, he has the 
desire to search out the ‘whys’ and the 
ability to discover the underlying truths. 
The actuary supplies the logic to the in- 
surance business. 

“For years the fire and casualty insur- 


R. N. Bowen, Jr. Wins 


(Continued from Page 43) 


Files of Joseph Froggatt & Co, New 
York. é- i 
In the men’s putting contest C. W. 


Olson, Jr., Chicago, won first prize (33) 
while the following were tied for second, 
all with 34: 

Ralph C. Lewis, North fine rican Re- 
insurance Corp., New York; Sam Beery, 
Colorado Insurance Commissioner and 
NAIC president; C. W. Olson, III, and 
Victor D. Blakely of C. G. Blakely & 
Co., Topeka, Kans. 

As announced last week William T. 
Smith, Louisville agent, scored a_ hole- 
in-one in tournament play at the 14th 
hole, and in recognition of his feat he re- 
ceived a trophy and a congratulatory 
letter from Truman Wright, vice presi- 
dent and general manager of The Green- 
brier Hotel. 





FRANK D. CARR DIES 

Frank D. Carr, 94, retired state agent 
for the Springfield Fire and Marine, died 
at Mercy Hospital in Des Moines after 
a week’s illness. He retired as state 
agent for the Springfield 12 years ago 
after working for the company for 50 
years. 





ance business went along like many 
others without any real scientific plan- 
ning, and the industry did very well 
without it. The men who managed these 
insurance companies were good. They 
had an intuitive knowledge of what they 
were doing and for the most part they 
were correct in their actions. Theirs 
was the school of experience. 

“It is an unfortunate fact that neither 
intuition nor experience can be passed 
along, not even over a period of a great 
many years. The actuary has_ had 
the task of translating this experience 
into recorded scientific knowledge for 
those who will not have the opportunity 
to attend the school of experience that 
was available to others. 

“The actuary’s main tool is the scien- 
tific approach. From his studies he will 
determine the basic underlying relation- 
ships. Thus, he may well ‘prove’ some- 
thing that has been generally done and 
probably generally accepted for a great 
many years. The important considera- 
tion here is that once this has been 
‘proven’ by the actuary it will no longer 
be subject to attack from various quar- 
ters. 

“The men who founded our business 
had an intuitive knowledge of the busi- 
ness that rarely fooled them, but it did 
fool them every once in awhile. As a 
result of his investigations, the actuary 
will uncover the ‘wrongs’ with the 
‘rights.’ That which was right ten, 15, 
20 or more years ago is not necessarily 
right today. Times change and with 
them conditions and with the change in 
conditions, needs and answers oftentimes 
change. 

“Since the actuary now knows the ans- 


wer to the question ‘why’ and now under- 
stands the basic relationships underlying 
the ‘why,’ he may well be able to come 
up with the correct answer for today’s 
conditions. 


Actuary’s ‘Real’ Worth 
“Since the actuary has set forth cer- 
tain basic, underlying relationships to a 
given problem in a form that is avail- 
able and understandable to all, he has 
provided an opportunity for the disclo- 


sure of further facts—facts previously 
unknown. a 
“This is a much more satisfactory 


thing from the point of view of the 
actuary, but one that was made possible 
only through the initial investigations 
of the ‘whys.’ I would like to think that 
this is the real worth of the actuary and 
maybe it is for the future. 

“For the past, it has been the answers 
that he has supplied to the questions and 
ideas of others. The man who did not 
care to enter the teaching profession for 
various reasons now finds that his main 
worth has been through his teachings. 
His ‘scientific discoveries’ have so far 
been only secondary. The future, I be- 
lieve, will be different. 

‘You gentlemen,” Mr. Niles told his 
audience in conclusion, “have seen the 
counterpart of the actuary working in 
your own companies. He is the statis- 
tician working in your quality control 
department, the mathematician on your 
operation research or operations analy sis 
team, he is working in your electronics 
research department and he is a mem- 
ber of your market analysis department. 
He, and all these men are a product of 
our times. Today, everything points to 
a better and more scientific product from 
every point of view.’ 


Nat'l Safety Congress 


(Continued from Page 36) 





Dr. William S. Frederik, director of re- 
search laboratory for Liberty Mutual, 
will evaluate safety aspects of window 
materials in industry. 

Robert J. Moore, superintendent-en- 
gineers, Lumbermens Mutual Casualty, 
Chicago, will make the opening remarks 
Construction Problems 


on a Building 1 
panel. Daniel W. Lenahan, project en- 
gineer, Liberty Mutual, Atlanta, Ga., 


will preside over a panel on heavy con- 
struction problems and one on highway 
construction problems. 

Harry A. Veditz, safety engineer for 
Maryland Casualty, Baltimore, will give 
a talk on mouth-to-mouth resuscitation 
during the fertilizer section. G. Wade 
Amos, supervisor, safety engineering de- 
partment, Aetna Casualty & Surety, 
Louisville, will preside over a symposium 
on the distillers division of the food 
and beverage section. Wilma C. North, 
Lumbermens Mutual Casualty will ex- 
plain measuring and testing equipment 
for determining toxic hazards in tanks. 

Paul M. Colson, assistant division man- 
ager, loss prevention department, Lib- 
erty Mutual, New York City, will give 
a talk “Nothing Succeeds Life Success,” 
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which will be a presentation of safety 
programs and ideas that have been suc- 
cessiul in retail organizations. Mr, Col- 
son will also participate in a symposium 


“A Look at Public Liability in the 
Sixties,” presenting the insurance view- 
point. 


H. A. Ladwig, safety engineer, Em- 
ployers Mutuals, will make a nominating 
committee report on the wood products 
section of the congress. D. Fergusson, 
Claude Stubbe, Hugh E. Rhodes, will all 
participate in a symposium on the role 
of the insurance engineer in school bus 
transporation, 

Mr. Fergusson, field safety specialist, 
Nationwide Insurance, will discuss how 
the insurance engineer can help super- 
vision. Mr. Stubbe, chief engineer, Mu- 
tual Service Insurance Co., St. Paul, 
will tell how the insurance engineer can 
help the safety program. Mr. Rhodes, 
safety department director for Farm Bu- 
reau Insurance Co., Indianapolis, will re- 
late how the insurance engineer can help 
with records. 

William Toth, traffic consultant, In- 
surance Institute for Highway Safety, 
Washington, D. C., will speak on “T he 
Status of the Commercial Program in 
the U. S.” during a panel on the prob- 
lems of state driver education associa- 
tions. Tom Seals, educational consultant 
for the institute, will discuss “What Is 
A Good Legislative Program for 1961.” 


Aetna Casualty to Show Movie 


Metropolitan Life and Aetna Casualty 
will show exhibits at the exposition, held 
in conjunction with the congress. Aetna 
Casua.ty will also show “Outboard Out- 
ings,” a motion picture giving important 
precautions necessary to safe boating. 

Insurance men and women on National 
Safety Council who are officers, trustees 
or members of the board of directors in- 
clude the following: Vice president for 
homes, Dr. George M. Wheatley, third 
vice president, Metropolitan Life, New 
York; trustees: S. Bruce Black, chair- 
man, Liberty Mutual, Boston; J. Doyle 
De Witt, president, The Traveiers, Hart- 
ford; Frederick W. Ecker, board chair- 
man, Metropolitan Life; Calvin Fentress, 
Jr., chairman, Allstate, Skokie, IIl., and 
Ray D. Murphy, former chairman, The 
Equitable Life Assurance Society, New 
York. 

Board of directors members are: J. 
T. Blalock, vice president, Pacific In- 
demnity, Los Angeles; Russell I. Brown, 
president, Insurance Institute for High- 
way Safety, Washington, D. C.; James 
F. Crafts, president, Fireman’s Fund, 
San Francisco; Miss Dorothy Downs, 
assistant to director of engineering, Fire- 
men’s Mutual, Providence, R. I.; Newell 
R. Johnson, general manager, American 
Mutual Insurance Alliance, Chicago; Dr. 
Norvin C. Kiefer, chief medical director, 
The Equitable Life Assurance Society; 
E, C. McFadden, vice president, Texas 
Employers Insurance Association, Dal- 
las; Thomas C. Morrill, vice president, 
State Farm Mutual Automobile Insur- 
ance Co., Bloomington, IIl.; Jack J. 
Rosebrough, general manager, Farm Bu- 
reau Mutual, Indianapolis; A. E. Spottke, 
vice president, Allstate; J. C. Stennett, 
manager, accident and prevention depart- 
ment, National Association of Mutual 
Casualty Cos., Chicago; Donald G 
Vaughan, secretary, safety engineering 
department, Aetna ,Casualty & Surety, 
Hartford, and Dr. G. M. Wheatley, Met 
ropolitan Life. 
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Personalities at White Sulphur 


Joint Casualty-Surety Convention 
By Wat ace L. Criapp 


The accent was_on youth at the joint 
White Sulphur Springs convention of 
casualty company executives and gen- 
eral agents last week at The Greenbrier. 
Some of the young people were enjoying 
their knowledge, make new friends and 
welcomed the opportunity to broaden 
their knowledge, make new frien&ds and 
compare notes with leading producers 
of bonding and casualty lines Partic- 
ularly noticeable were the father-son 
agency partnerships represented, among 
them being the Bob Bowens of Indian- 
apolis who distinguished themselves in 
the convention golf tournament; the 
John Conklins of Hackensack, the Ed 
Cochrans of Hagerstown, the Ledhetters 
of Oklahoma City, the Harry Ministers 
of Columbus, the Bill Olsons of Chi- 
cago and the Guy Warfields of Balti- 
more. Also significant was the election to 
the board of National Association of 
Casualty & Surety Agents of four of the 
younger agents—John C. Conklin, Jr., 
Peyton Daniel, St. Louis, whose father, 
the late Carl P. Daniel was NACSA 
president in 1945-47; H. Thorp Minister, 
Jr. and C. W. Olson, III. E. Led- 
better, Jr.. Oklahoma City, who brought 
his bride to the meeting, was elected to 
the board a year ago. So was George W. 
Blossom, III, Chicago, following in the 
footsteps of his illustrious father. 

Attending the convention was a happy 
experience for another young man, Na- 
than Mobley, Jr., whose father (Chubb 
& Son senior V. P.) gave an outstand- 
ing address at the opening session as 
president of the company association. 
Mr. Mobley, Jr., Yale graduate and foot- 
ball star while in college, is with Marsh 
& McLennan, New: York. Thoughtfully 
he arranged with The Greenbrier man- 
agement to present his Dad with a birth- 
day cake Sunday, October 2. It came 
as a complete surprise to Nat Mobley, 
Sr. 


Cliff Jones, Ed Allen Missed 


Two of the convention “elder states- 
men” regretfully were absent—Cliff C. 
Jones, head of R. B. Jones & Sons, Inc., 
Kansas City, and Edward M. Allen, re- 
tired executive vice president of Na- 
tional Surety Corp., now living in Pass 
Christian, Miss. Mr. Jones, one of the 
early presidents of NACSA (1937-39) 
sent greetings through his son, Cliff, Jr. 
and his wife, Pat. 

Ed Allen, who conducted this column- 
istic personality roundup for several 
years, wrote me a few weeks ago that 
the White Sulphur convention “stirred 
a lot of fond memories.” He has always 
regarded it as a “folksy” meeting where 
conflicting opinions and disturbing ques- 
tions are settled in an atmosphere of 
friendly cooperation. Mr, Allen sent his 
best wishes for “a most worthwhile 
and eminently successful convention in 
the exhilarating and congenial atmos- 
Phere of the mountains we all love.” 

Col. and Mrs. Howard Dunham of 
Connecticut, missed their first conven- 
tion in many years due to Mrs. Dun- 
ham’s health. Seriously sick last winter, 
she is still not well enough to make the 
trip. Howard sent a wire of regrets. 
_Many friends of the late John T. Har- 
rison, Sr. head of Flynn, Harrison & 
Conroy, New York, were saddened by his 
death and NACSA passed a memorial res- 
olution attesting to his long service and 
evotion to the organization. His son, 
John, Jr. and John Langhorne, NACSA 
director, on hand, are emulating Mr. 

arrison’s example of industry service. 
Dewey Dorsett and Frank Harrington 

To J. Dewey Dorsett, NACSE secre- 
tary-treasurer, and Frank Harrington, 

ACSA executive vice president, should 
80 a hearty vote of thanks for their 
diligence in arranging a fine program. 
Mr. Dorsett, one of the earliest ar- 
tivals, went out of his way to keep the 


conventioneers happy. Mr. Harrington, 
in turn, worked closely with NACSA 
President Walter Sheldon, Chicago, and 
Board Chairman Bill Olson, Jr., Chi- 
cago, in guiding the agents’ group 
through a heavy agenda at their business 
meeting and did so with platform poise 
and amiability. NACSA’s officials rec- 
ognized his worth by electing him to the 
board. By noon of the third convention 
day the pressure had let up and Frank 
remarked to this reporter: “Well, I 
guess I'll take my good wife to the 
President’s Cottage Museum ffor a 
change of pace.” 


Both Groups Pleased Over Elections 
James M. 


As already announced | 
Crawford, Indemnity Co. of North Amer- 
ica, succeeded Nat Mobley as NACSE 
president and Guy Warfield, Jr., Balti- 
more, was named NACSA leader to carry 
on Walter Sheldon’s good work during 
the past year. Both are able, hard- 
working executives, alertly attuned to 
the industry’s major problems. Guy E. 
Mann, Aetna Casualty & Surety, moved 
up to NACSE vice presidency and Wil- 
liam E. Pullen, U.S.F.&G., to executive 
committee chairman .. . both nationally 
recognized leaders. 

NACSA’s choice for vice presidents 
was Travis Bailey, partner in the well 
known San Antonio agency of Lytle W. 
Gosling & Co., and Edwin Simon, part- 
ner in Critchell-Miller Insurance Agency, 
large Chicago outfit. The always de- 
pendable Chase Ridgely, president of J. 
Ramsay Barry & Co. Inc., Baltimore, 
continues as secretary-treasurer of the 
NACSA, and Dewey Dorsett in the same 
capacity with NACSE. 


Chubb & Son Hold Open House 


As always the Chubb & Son execu- 
tives were Sunday evening hosts to an 
appreciative group of their friends in 
the Greenbrier suite they occupy year 
after year. The Populaires, who enter- 
tain nightly in the Old White, again 
supplied the music and again “Tuck” 
Price, of whom Holton Price, St. Louis, 
is justifiably proud, fascinated the crowd 
with her recitations. Her husband, a 
past president of NACSA, is senior part- 
ner of W. H. Markham & Co., one of 
the midwest’s largest agencies. 


Surety Bond Producers in Executive 
Session 

Also meeting at White Sulphur were 
board members and officers of National 
Association of Surety Bond Producers, 
headed by C. H. Ritter of Denver, Colo., 
who introduced Bruce T, Wallace, new 
secretary of NASBP, to the White Sul- 
phur conventioneers. He made a fine first 
impression. Bruce is in charge of this 
association’s New York office. On hand 
for NASBP were Edward Cushman, gen- 
eral counsel; Glenn E. Wilkerson, De- 
troit, first vice president; Walter Schil- 
ling, Washington, D. C., second vice 
president; Ralph Neely, Oklahoma City, 
board chairman and at least a dozen 
members of the board. Missing was H. 
Phelps Smith, Nashville, one of NAS- 
BP’s founders and past presidents. 

President Ritter took pride in telling 
friends about his attendance last summer 
at the Republican National Convention 
in Chicago to which his wife was an 
alternate delegate. It was a stimulating 
experience, he said, so much so that he 
sent all NASBP members a two-page 
letter in mid-August giving in detail 
his impressions. 

Mr. Ritter, a long-time baseball fan, 
went to New York after the White Sul- 
phur meeting to “take in” the World 
Series’ games. 

Another NASBP executive, John Over- 
ton of Montgomery, Ala., attended the 
Democratic National Convention in Los 
Angeles and enjoyed it immensely. 
Thereafter he and Mrs. Overton spent 


a vacation month in the mountains of 
North Carolina with golf as his chief 
recreation. John is also a trustee of 
Auburn University. His agency, Turner 
Insurance and Bonding Co., Inc., is one 
of the largest in the South, especially 
for contract bonds. 

NASBP past president, Bill Phillips 
of Birmingham, told your reporter that 
he and his wife, Sarah, spent June and 
July in Europe. They ran into Nat 
Mobley, Federal’s senior vice president, 
in Copenhagen and then saw Ed and 
Martha Cushman “buying watches in 
Lucerne, Switzerland.” 

Ralph Neely, another NASBP past 

president, was elected district governor 
of Rotary International at its Miami 
Beach meeting last June and jn the past 
three months has visited 33 Rotary Clubs 
in his district. This is in addition to 
keeping up with his expanded agency 
operation in Oklahoma City. The agency, 
now known as Neely-Thornton-Goodwin 
Co., having acquired the Thornton In- 
surance Co., has recently moved to new 
quarters three times as large as pre- 
viously in the Mid-America building. 
B. Wendell Phillips, NASBP regional 
vice president, partner in Langham, 
Langston, Burnett & Dyer of Houston, 
told me about his agency’s acquisition on 
March 1 of the four partners comprising 
the Eddie Dyer Insurance Agency which 
had been housed in his office’ for 12 
years. “If you are a baseball fan,” said 
Mr. Phillips, “you will recognize Eddie 
Dyer, Sr. as former manager of St. 
Louis Cardinals when they won the 
World Series in 1946. Joffre Cross, 
former Cardinal’s player, managed the 
Houston Little League World Champion 
team in 1950; Howard Pollett currently 
is pitching coach for the Cardinals, and 
Eddie Dyer, Jr., Rice University grad- 
uate, is now starting his insurance 
career after military service.” 

Mr. Wendell’s new hobby is sailing, 
having purchased last January a cruising 
type sailboat. 

Harold W. McGee of Los Angeles, 
NASBP director, left on a three months’ 
cruise to the middle East and Europe 
after attendance at NAIA’s annual meet- 
ing at Atlantic City. However, his son, 
Bill, partner in the agency—Wren & Van 
Allen, Inc.—represented him at White 
Sulphur and made friends easily. 


Moore and Fergason Vie for Candid 
Camera Shots 


Many friends of William H. Moore, 
Wichita agent, NASBP regional V. re, 
were glad to see him after his “sab- 
bathical leave” a year ago. An amateur 
photographer of considerable ability, 
“Bill” kept himself busy taking “candid 
camera” shots at The Greenbrier. At 
the same time, another photographer, 
Guy Fergason, personnel and manage- 
ment specialist of Chicago, was equally 
busy with his camera. They both find 
enjoyment and relaxation in this hobby. 

“Bill” Moore is also active this year 
as first vice president of the Wichita 
Lions Club and has served on its board 
for past six years. 


Many Company Executives Attended 


Let’s talk a bit about leading company 
executives who were at this convention, 
many of them “repeaters” and some 
newcomers. From Phoenix Assurance of 
New York came William C. Harris and 
Fred Ballou, top executives; from Great 
American Thomas H. Bivin whose wife, 

irginia, was co-chairman of the ladies’ 
card party committee with Mrs. Thomas 
W. Earls of Cincinnati; from Crum & 
Forster were Thorin T. Grimson and 
Reese F. Hill. Clarke Smith, Royal- 
Globe Insurance Group, couldn’t make 
it but sent A. C. Seymour. Nat Mobley’s 
associates from Chubb & Son included 
Tom Dew, Frederick Gardner, Francis 
Calley, Huntington, W. Va., and Bob 
Wallace. The Ed Lechners, General Fire 
and Casualty, came and Mrs. Lechner 
won a golf prize. 

Gibbs Slattengren, Seaboard Surety, 
and Marshall Frost who recently joined 
that company, were on hand with their 
wives and so was Bob Beck, Pittsburgh, 
whe represents Seaboard. Another “reg- 
ular” was Frank Bullen, U. S. Casualty, 


(Continued on Page 46) 


R. N. Bowen, Jr. Wins 
Earls Golf Trophy 


IN WHITE SULPHUR TOURNEY 





His Father Achieved Best Low Gross at 
Casualty-Surety Meet; Mrs. H : 
Minister, Jr. Best Among Ladies 





The Robert Bowens, father and son, 
who operate Robert N. Bowen & Asso- 
ciates, Inc. in Indianapolis, won the top 
golf prizes in the NACSE-NACSA an- 
nual golf tournament (36 holes) at White 
Sulphur Springs last week. Son Bob had 
the best low net score which qualified 
him as winner of the Earls trophy. do- 
nated by Thomas W. and William Earls, 
Cincinnati agents. Robert Bowen, Sr.. 
who was co-chairman of the men’s golf 
committee with Robert L. Braddock, ex- 
ecutive vice president, General Reinsur- 
ance Corp., was the winner of the low 
gross first prize. 

Ideal weather conditions added to the 
zest for this annual tournament, always 
a highspot of the White Sulphur joint 
convention. The prize winners were 
announced by Mr. Braddock and _in- 
cluded both men and women, the latter 
having had their own tournament under 
the co-chairmanship of Mrs. Howard 
A. Slayback (O’Hanlon Reports, Inc., 
New York) and C. W. Olson, III, (C. W. 
Olson & Co., Chicago). 


Winners Among the Ladies 


First low gross (36 holes) in the wom- 
en’s golf tournament was Mrs. H. T. 
Minister, Jr. (The McElroy-Minister Co., 
Columbus, O.); first low net—Mrs. John 
Overton (Turner Insurance & Bonding 
Co., Montgomery, Ala.); second low net 
—Mrs. Donald E. Bryant (Excess and 
Treaty Management Corp., New York): 
third low net—Mrs. Peyton Daniel (The 
Daniel & Henry Co., St. Louis); fourth 
low net—Mrs. A. C. Seymour (Roval- 
Globe Insurance Corp., New York): fifth 
low net—Mrs. Rufus A. Hayes, wife of 
Louisiana Insurance Commissioner: 
sixth low net—Mrs. Edward L. Lechner 
(General Fire and Casualty Co., New 
York); seventh low net—Mrs. O, Donn 
Burton (Hutchinson, Rivinus & Co., Phil- 
adelphia), 

In the ladies’ putting competition 
Mrs. John C. Conklin, Sr., Hackensack, 
N. J. (John C. Conklin Agency) and Mrs. 
John B, Wornall, Jr. (Employers Re- 
insurance Corp., Kansas City) were the 
prize winners. 


Golf Winners Among the Men 


In addition to the Robert Bowens the 
following men won major golf prizes: 
Second low gross—Edwin Odom of Odom 
Realty & Insurance Co., Macon, Ga.: 
third low gross—James McEldowney of 
Ancel Earp, McEldowney & Associates, 
Oklahoma City. 

Low net winners: C. W. Olson, III, of 
C. W. Olson Co., Chicago; Thomas W. 
Earls of Earls, Blain Co., Cincinnati; 
Frank V. McCullough, Continental Cas- 
ualty, Chicago; Collier Cobb, III, of 
Collier Cobb & Associates, Chapel Hill, 
N. C.; E. T. Gammons of John A. Gam- 
mons, Inc., Providence, R. I.; J. S. Piers 
of Bradshaw & Weil, Inc., Paducah, Ky.; 
Robert L. Braddock; Robert Cope of 
The Meigs & Cope Agency, Milwaukee; 
Walter Brill, American International 
Underwriters, Dallas; Charles E. Dox, 
London & Lancashire, Hartford; William 
W. Cochran, Reinsurance Corp. of New 
York; W. D. Kientz of McElroy, Min- 
ister, McClure & Kientz, Columbus, O.; 
John P. Madigan, General Reinsurance 
Corp., New York; William Waters of 
Hall & Henshaw, New York; Sneed 
Warner of R. B. Jones & Sons, Inc., 
Kansas City, Mo.; John C. Conklin, Jr., 
Hackensack, N. J.; Maurice Hartson, 
Jr. of M. J. Hartson Insurance Agency, 
New Orleans; Henry F. Witzel, Amer- 
ican Re-Insurance Co., New York; E. R. 
Ledbetter, Sr. of Ledbetter Insurance 
Agency, Inc., Oklahoma City. 

The men’s guest prize went to Her- 
bert C, Brook of Lord, Bissell & Brook, 
Chicago, and the prize for high score— 
two days—36 holes was awarded to Ralph 


(Turn Back to Page 42) 
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Employment Benefit Plans Discussed 


At Society of Actuaries Convention 


A highlight at the recent 12th annual 
meeting of the Society of Actuaries in 
Chicago was a session on employment 
benefit plans. This discussion of Group 
life, Group accident and sickness, and 
pensions was chairmanned by D. D. 
Cody, New York Life. 

M. D. Miller, Equitable Society, out- 
lined the work of an industry advisory 
committee developing a proposed Com- 
missioners’ Standard Group Mortality 
Table. Copies of this table and related 
material were distributed. J. T. Birken- 
shaw, Confederation Life, discussed 
methods for handling expense provisions 
in Group life insurance premiums. B. 
N. Pike, John Hancock, commented on 


considerations affecting renewal pre- 


mium rate levels. 
Messrs. S. W. Gingery, The Pruden- 


tial: R. N. Stabler, General American; 
N. W. Chellgren, Aetna; W. W. Keffer, 
Connecticut General; and B. N. Pike, 
Tohn Hancock, discussed claim rates pro- 
jected for Group medical care coverages 
on the increased premium rate scales 
adopted by their companies during 1960. 

These speakers all noted that the up- 
ward trend in claim levels for basic 
hospital expense benefits continues at 
about 5% per year with no prospects ol 
leveling off. The annual increase in 
claim costs per major medical and com- 
prehensive plans was estimated at 10% 
to 15%. Loss ratios at their annual 
rates for 1960-61 policy years were esti- 
mated at slightly over 70% for The 
Prudential, 80% to 85% for General 
American, 80% to 83% for Aetna, and 
80% for John Hancock. 


Annual Increases May be Needed 


Mr. Gingery indiceted that annual in- 

creases in premium rate scales may be 
needed to keep pace with these trends, 
and Mr. Keffer pointed out that actu- 
aries must project claim levels two years 
into the future in setting rates to be 
charged for new business over the next 
year. 
’ The new premium rate scales adopted 
by these companies for basic hospital ex- 
pense coverage provide for variation by 
area in rates for a particular plan of 
benefits so as to recognize area varia- 
tions in hospital utilization. However, 
due to the limited experience data avail- 
able, there is considerable variation in 
‘rates among companies in some areas. 

F. J. Alpert, New York Life, stated 
that the use of experience rating in set- 
ting renewal rates should tend to im- 
prove a company’s average loss rates 
at manual rates, since persistency of 
cases with good experience wi!l be better. 
A recent study showed that claims ex- 
perience on cases transferred to other 
carriers had been 20% to 30% worse than 
experience on cases which remained in 
force. 

In discussing recent trends in compre- 
hensive major medical plan design, J. R. 
Williams reported that the Lincoln Na- 
tional has gradually eliminated liberal 
features in its plans to the point where 
it now offers only controlled plans with 
schedule limits on hospital room charges 
and doctor’s charges and coinsurance on 
all other covered charges. Messrs. Wil- 
liams, Cody and Tookey, Occidental of 
California, all pointed out that the rapid 
rise in costs of comprehensive coverage 
is against the best interests of most em- 
ployers. 

Mr. Tookey also noted that charges in- 
curred by persons insured under com- 
prehensive plans in California averaged 
18% more than charges incurred by those 
covered under basic plays or supple- 
mentary major medical plans. Consider- 


able opposition to comprehensive plans 
has arisen among doctors in California. 

W. A. Halvorson, Milliman & Robert- 
son, noted that there is a public demand 
and need for comprehensive coverage 
which must be met by expanding bene- 
fits under basic hospital-surgical-med- 
ical coverage if comprehensive major 
medical coverage continues to be re- 
stricted by internal limits so that it no 
longer is either comprehensive or major 
medical. 

R. A. Hohaus, Metropolitan Life, re- 
iterated the public demand for compre- 
hensive coverage and stated that plans 
without internal limits could be under- 
written successfully by adopting some of 
the applicable principles of casualty in- 
surance, such as anti-duplication. Mr. 
Cody noted that many large employers 
are able and willing to exercise the 
necessary administrative controls to 
make such plans successful. 

As_an added topic on the program 
E. M. Neumann discussed the Pruden- 
tial’s recently introduced plan for in- 
suring retired employes under small em- 
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ployer’s group policies. He encouraged 
other companies to make similar ar- 
rangements available to their policy- 
holders. C. L. Weaver reported that 
New England Life has offered a similar 
plan with very little employer accept- 
ance. 

Mr. Cody noted that New York Life 
now offers a conversion privilege to all 
employers and included it automatically 
for small groups. Mr. Tookey reported 
that Occidental has used a conversion 
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privilege since 1934, with loss ratios be- 
tween 80% and 90% on conversion pol- 
icies, most of which have been issued at 
retirement. 

For employers with less than 25 em- 
ployes, J. B, Crimmins, Metropolitan 
Life, said his company used a special 
form of Group Annuity contract on th 
unit purchase basis, with standardized 
benefit and contribution schedules and 
simplified billings. The whole program is 
sold and serviced through its district 
offices. 


Group Annuity Approach Rejected 


L. G. Logan, Continental Assurance, on 
the other hand, indicated that his com- 
pany had rejected the ordinary Group 
annuity approach in favor of the Group 
permanent contract as the appropriate 
mechanism for small emp!oyers. 

S. J. Kingston, National of Vermont, 
emphasized the advantages of an indi- 
vidual annuity contract especia'ly in 
cases designed to meet the needs and 
requirements of kev and owner-em- 
ployes, with appropriate death benefit 
provisions in the event of premature 
decease. 

J. K. Dyer, Towers, Perrin, Forster & 
Crosby, Inc., Philadelphia, indicated that 
insurance approach to investments was 
related to a specific contractual liability 
which had to be fulfilled in dol'ars, while 
the broader objective of pension fund in- 
vestments was to provide an adequate 
pension in the light of conditions pre- 
vailing at the time the pension is paid. 

C. L. Trowbridge, Bankers Life, 
stressed that the inherent nature of 
whatever differences existed stemmed 
from the regulation of insvrance invest- 
ments by the public through state insur- 
ance laws and the restrictions by the 
imposed on pension fund investments by 
the trust indenture and the LR.S. re- 
quirement that a qualified pension plan 
operate for the exclusion benefit of the 
employes. 

B. R. Thomas, Wyatt Co., discussed 
the differences with particular reference 
to common stock investments, touching 
upon the nature of the respective liabil- 
ities, the legal restrictions, and the dif- 
ferences in accounting procedures as 
they exist between life insurance and 
pension trust funds. 


Omaha Cos. Name Shepherd, 
McGlade in Cedar Rapids, Ia. 


Mutual and United of Omaha have an- 
nounced the appointment of Albert J. 
Shepherd as general agent in the Cedar 
Rapids, Iowa Agency. Mr. Shepherd 
replaces Verdi F. Lenzen, who has re- 
tired after 27 years of service with the 
companies. 

Simultaneously, Mutual and United 
announced the establishment of a serv- 
ice office in Cedar Rapids under the 
management of Richard McGlade. Mr. 
McGlade was previously assistant man- 
ager of the St. Louis service office. 

Mr. Shepherd has been associated 
with the companies since 1944. His ex- 
perience includes all phases of home 
office work prior to entering field sales 
management in 1955. ,Most recently, he 
was manager of the Utica, N. Y. office 
of the J. G. Brock Agency. 
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A. & HL. In Spotlight 


(Continued from Page 43) 


future adjustment of dividends—namely, 
the realization’ of insurance at actual 
cost.” 3 

B. H. Minor, Metropolitan Life, felt 
that the paper had focused attention on 
more or less hypothetical situations and 
that “the paradoxes of actual experi- 
ence defy attempts at neat classification 
and tend to frustrate the health insur- 
ance actuary,” 

E. L. Bartleson, The Prudential, out- 
lined his company’s concept of this type 
of coverage when it pioneered it in 1952 
and described the evolution of The Pru- 
dential policy guarantees. W. V. B. Hart, 
Connecticut General, pointed up the fact 
that this paper was equally valuable to 
companies writing cancellable insurance. 

J. H. Miller, Springfield-Monarch Cos., 


pointed out that the essential difference 
between the viewpoints expressed was 
that the mutual companies approached 
premium adjustment on such business 
from the retrospective method while the 
stock companies did so from the pro- 
spective method. 

R. B. Coates, Equitable Life Assur- 
ance Society, also felt that rate revisions 
should be applied to cover past losses, 
particularly in mutual companies. C. N. 
Walker, Lincoln National, said he be- 
lieved that adjusted premiums must vary 
by year of issue in order to recognize 
the incidence of expenses and other fac- 
tors. 


Panel Discussion 


A very timely discussion of the social 
and economic aspects of health insurance 
revealed striking contrast in methods by 
which medical needs are being met in the 
United States and in ‘Canada. The panel, 
moderated by C. M. Eddy, Connecticut 
General, included W. D. Bell, managing 
director of the Canadian Health Insur- 
ance Association, . L. Rietz, Great 
Southern Life, and M. D. Miller, Equit- 
able. 

Mr. Bell summarized the degree of 
Canadian governmental encroachment in 
the field of medical care and its effect 
on insurance companies operating under 
free enterprise. He noted that while 
generally the provinces were providing 
substantially toward the costs of uni- 
versal hospital care plans, strong oppos- 
ition was being offered by the medical 
profession to any further extension into 
other areas of health insurance on a 
compulsory basis. 

Mr. Bell pointed out that Canada’s so 
called “free” hospitalization program is 
hardly free and that the amount re- 
quired through taxation or other means 
to meet full medical needs is about the 
same as required for Canada’s defense. 
He concluded that it is the Canadian 
Health Insurance Association’s “sincere 
belief that further extensions of gov- 
ernment activity in the health insurance 
field to those now able to provide for 
the financing of their own health care 
would not be in the public interest.” 


Gives Picture in N. Y. State 


Mr, Miller described the status of the 
various medical and disability benefit 
programs in New York where 90% of the 
residents have some form of health in- 
surance, compared with the national 
average of 70%. He described the new 
legislation which requires that Group 
health insurance contracts grant a con- 
version privilege at retirement and at a 
schedule of premium rates to that estab- 
lished by the New York Insurance De- 
Partment—the first instance of rate de- 
termination for health insurance by an 
Insurance Department, 

new inter-departmental health and 
hospital council has been appointed 
Within the state government to “consider 
new aspects of health problems facing 
the state and study such health areas 
as health service for the aging, stand- 
ards of hospital facilities and service, and 


methods of financing hospital care.” 

He also reported on recent develop- 
ments in New York with respect to 
Blue Cross. Despite the state govern- 
ment’s avowed interest in health prob- 
lems he does not expect legislative ac- 
tion in New York to extend the disabil- 
ity benefits law to include major medical 
benefits, a possibility which Governor 
Rockefeller had suggested for study in 
his annual message to the legislature in 
1959. He said that New York was study- 
ing how to implement the new Federal- 
state medical care plan for the aged. 

Mr. Rietz reviewed the methods by 
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which the medical needs for the state 
of Texas were being fulfilled. From the 
results of a survey which he conducted, 
he concluded that all medical needs were 
being satisfied in a reasonable manner. 
With respect to the indigent, he observed 
that adequate facilities existed in Texas 
so that a person unable to pay could re- 
ceive aid without stigma. 

The current county system, based on 
the philosophy that all aid should be 
done at the local level, is doing a satis- 
factory job. Mr. Rietz also indicated 
the seriousness of incurring the great 
costs and dissatisfaction under compul- 
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Wm. J. Hill, Jr. Arrives 


William J. Hill, accident and health 
specialist of New York and Brooklyn, 
and Mrs. Hill recently announced the 
arrival of their first child—William J. 
Hill, Jr. 





sory governmental systems both here 
and abroad. 

Mr. Eddy summarized the principal 
points made by the discussants high- 
lighted the differences between the vol- 
untary and compulsory system of pro- 
viding health coverages. 
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PERSONALITIES AT THE WHITE SULPHUR SPRINGS JOINT CONVENTION 


; 


Top row—l. to r. Mrs. William Leslie, Jr. and Mr. Leslie, National Bureau; Hugh Heafner, U. S. Casualty, Charlotte, N. C.; Mrs. Heafner; 


Mrs. J. Dewey Dorsett and Mr. 





Photos by Guy Fergason, Chicago 
Dorsett, Assn. of Cas- 


ualty & Surety Executives; Walter Sheldon, Chicago; Travis Bailey, San Antonio; Edwin Simon, Chicago, and Guy Warfield, Jr., Baltimore, all officers of National Assn. of Casualty & Surety Agents; 
Mrs. Scott Harris; E. C. Lechner, General Fire and Casualty; Mrs. C. F. Germain (Excess and Treaty Management Corp); Scott Harris, Joseph Froggatt & Co.; Mrs. Charles Summers and Charles 
Summers, Bankers Trust Co., New York; Ralph Bergesen, Mrs. Ralph Bergesen and Charlie Francis, all of Service Review, Inc., New York. 


Second row—l. 
(Quinn Arpin, O’Hanlon Reports, N. Y. 


to r. William Leslie, Sr., retired, and Mrs. Leslie; Mrs. 
in background) ; 


Commissioner and NAIC president; T. B. Ogburn, Harold Evans, Harry Eckert, all of American Casualty, Reading, Pa. : 
First row—l. to r. Walter L. Hays, American Fire & Casualty, Orlando, Fla.; Beverly H. Mercer, Fidelity & Deposit; R. S. Robins, Indemnity Co. of N. A.; H. P. Stellwagen, Indemnity Co. of 
N. A.; Frank McVicar, Hartford Insurance Group; James MacKay, Fireman’s Fund; Ted Long, The London Assurance; Ernest Cantrell, Atlanta, Ga.; Rufus Hayes, Louisiana Insurance Commissioner; 


Ed. Trimble and Frank Proper, Employers Reinsurance; Gilbert Kerr, Recording & Statistical Corp.; Mrs. Robert Vandebeck, Mr. 
Weiler, Selected Risks Insurance Co. and Mrs. Kerr. 


Bureau! Mrs. Wilson; Frank P. 





“White Sulphur Personalities 
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who is approaching his 50th milestone in 
the casualtv business. Hugh Heafner, 
Charlotte, N. C., southern vice president 
of that company, came too. 

The Pennsylvania contingent included 
American Casualty executives—Harold 
G. Evans, Harry Eckert and T. B. Og- 
burn, Jr.: Indemnity Co. of N. A. of- 
ficers—H. P. Stellwagen, Jim Crawford 
and R. S. Robins; Addison Roberts and 
Joseph McDermott, Reliance Insurance 
Co., Philadelphia. 

Baltimoreans included William E. Pul- 
len and “Breck” Gamble. U.S.F.&G.; 
Beverly Mercer and Julian Nea’, Fidelity 
& Deposit (newcomer); E. L. Castleton, 
Maryland Casualty; A. Reid Johnson, 
-New Amsterdam. 

Newcomers also included W. E. Stans- 
bury, Hanover Fire, New York; John 
Newlands, Norwich-Scottish Group, 
Hartford: Henry Van Gils, Aetna Cas- 
ualty & Surety; C. R. Herda and Car- 
roll Trefts, Pacific Indemnity, Los 
Angeles; George H. Cosby, Jr., The 
Travelers. Note to Charlie Haugh, The 
Travelers: “You were missed!” 

Not to be overlooked are Frank V. 
McCullough, Vincent McKerrow and 
Robert Schaller, Continenal Casualty ex- 
ecutives. 


From Orlando came Walter Hays, 
American Fire & Casualty, one of his 
city’s most prominent citizens. His wife, 


Charleene, head the United Appeal drive 
which started October 7, goal being over 
$500,000. Mrs. Hays finds time to work 
on building drive for new addition to the 
Orlando YWCA and is also on its ad- 
visory board. 


The Reinsurance Contingent 


Reinsurance company 
brokers seemed to be on 


executives and 
hand in greater 


numbers than ever. E. Brandli, who 
heads North American Reinsurance, 
brought along Edwin 300th, John 
Walker and Ralph Lewis. Jim Cath- 


cart, Jr. General Reinsurance president, 
was accompanied by his fel’ow officers 


Bob Braddock and John P. Madigan; 


Vandebeck, Recording & Statistical; 


E. C. Lechner and Mr. Lechner, General Fire and Casualty Co.; R. S. Richardson, Standard Accident, and Mrs. Richardson; 
Mrs. A. Reid Johnson and Mr. Johnson, New Amsterdam Casualty; Nathan Mobley, Federal Insurance Co. and Sam Beery, Colorado Insurance 


James Wilson, Hooper-Holmes 





while Frank Proper, chief of Employers 
Reinsurance, Kansas City, included Vice 
Presidents John B. Wornall, Jr., William 
Hannon and Ed Trimble, New York, 
in his party. The American Re-Insurance 
was represented by Ed Mulvehill, M. L. 
Rouse and W. Fred Witzel, and execu- 
tives of Reinsurance Corp. of New York 
W. W. Cochran and Martin Woodbury. 
Reinsurance brokers, of course, were 
present—Charlie Pritchard of Pritchard 
& Baird, New York; Bill Delaney. Ir. 
and John Onderdonk of Delaney Offices, 
Inc., New York; Ellis Carson, Boston, in 
representing Boit, Dalton & Church, has 
reinsurance connections, too. 


Vote of Thanks to Roland Lange 


Hartford Fire Insur- 
ance Group, did a swell job in address- 
ing a joint meeting of company people 
and agents in his capacity as president of 
Insurance Information Institute. His 
audience had a much clearer picture of 
L.L.1.’s operations and progress to date 
after hearing his talk. Carroll Bate- 
man, general manager of I.I.I., was in- 
troduced and made a good impression. 
Mr. Lange received the thanks of the 
convention! 

Mention must be made of Shelby Cul- 
lom Davis, New York insurance shares 
specialist, who after spending vacation at 
Northeast Harbor, Maine, went abroad 
in late August to attend the Monte 
Carlo reinsurance Rendez Vous (Bill De- 
laney, N. Y., was also there) and then 
spent two weeks in London and Scotland 
visiting insurance companies and later 
in Switzerland. He reports that British 
insurance shares market has staged a 
“sensational advance” in past year and 
leads the British stock market. Some is- 
sues are up 80-85%! 


Among the Agents 


Space does not permit specific mention 
of all the agents attending but here are 
some human interest items picked up in 
conversations with them: 

Ernie and Jimmie Cantell (Spratlin, 
Harrington & Co., Atlanta) celebrated 
their 32nd wedding anniversary in Au- 
gust and her gift from Ernie was an 
air-conditioned Chrysler car. Last winter 
Mrs. Cantrell went in for bowling in a 
big way and won 11 trophies. 


Roland Lange, 


Chase Ridgely and Mrs. Ridgely, Bal- 
timore, still talk about their European 
trip of last spring. They crossed on the 
Italian S.S. Conte Biancamano to Naples 
via Boston, Azores, Portugal and the 
Mediterranean semi-circle of Spain and 
Italy. They visited abroad Italy, Vienna, 
Monich, Paris and London. 

F. Albert Roloson, Riggs-Warfield- 
Roloson, Inc. chairman, Baltimore, re- 
ports booming business this year. When 
Maryland’s safe driver insurance plan 
was announced they started an advertis- 
ing program which has produced a sub- 
stantial increase in automobile insurance 
production. 


Red Ledbetter, Oklahoma City, a 
superb golfer, played in the Western 
Senior Golf tournament in June, and 


and Mrs. 
are spending several days in 
Hartford, then to Williamsburg, Va. for 
a day or two, then on to Pinehurst, 
N. C. where he will play in the North 
and South Senior Golf Tournament. Mrs. 
Ledbetter’s principal interest at home is 
Episcopal Church work, primarily as 
chairman of the Bishop’s Mission Alter 


following this convention he 
Ledbetter 


Guild. They have seven grandchildren. 
Their son, Buddy, was married last 
December 30 to the girl whom he 


brought to this convention a year ago. 
They were back this year, Buddy being 
on the board of NACSA. 

C. W. Olson, Jr., Chicago, present 
with Mrs. Olson, also concentrates on 
golf and played during 1961 in various 
Senior Golf tournaments. His son, C. W. 
III, and wife, Mary, were at White Sul- 
phur as well as his daughter, Peggy, who 
handles public relations for the St. Luke- 


Presbyterian Hospital, Chicago. 
Tom Earls, Cincinnati, another fine 
golfer, played with Bob Bowen of In- 


dianapolis in the Tri-State golf tourna- 
ment last summer. His oldest daughter, 
Judy, moved to San Francisco and is 
working as a secretary for Great Ameri- 
can Group, and loves her job. His son, 
Tom, Jr., has returned to Cincinnati and 
works in the central department of the 
Hartford Fire. His youngest son, Dan, 
won the junior club championship at the 


Cincinnati Country Club, defeating his 
cousin, John, in the finals. Both boys, 
[om says, were duly coached by their 


grandfather, still a good golfer, 





STATEMENT REQUIRED BY THE ACT OF 
rg Le 24, 1912, AS AMENDED BY is 
ACTS OF MARCH 3, 1933, AND JULY 
1946 (litle 39, United States Code, a 
233) SHOWING THE ahd os MAN- 
AGEMENT, AND CIRCULATIO 


Of The Eastern Underwriter, riers weekly 
at New York, N. Y., for October 1, 1960 


1. The names ond addresses of the publisher, 
ames managing editor, and business managers 


*  Sublisher, Eastern Underwriter every, 
93-99 Nassau Street, New York 38, 

ditor, Clarence Axman, 299 Wei 12th 
Street, New York 14, N. 


Managing Editor, L. Jerome Philp, 25 Rocky 
Road, Larchmont, 7, 

Business Manager, Ww. L Hadley, 1835 Wat- 
chung Avenue, Plainfield, N. J. 

2. The owner is: (If aeinad by a corpora- 
tion, its name and address rg be stated and 
also immediately thereunder the names and ad- 
dresses of stockholders owning or holding 1 
percent or more of total amount of stock. If 
not own by a corporation, the names and 
addresses of the individual owners must be 
given. If owned by a partnership or other un- 
incorporated firm, its name and address, as well 
as “+ of each individual member, must be 
given 

Eastern Underwriter Company, 93-99 Nassau 
Street, New York 38, 

Clarence Axman, 399 “West 12th Street, New 
York 14, N. Y 

W. L. Hadley, 1835 Watchung Avenue, Plain- 


field. N. ¥ 4 


3. The known bondholders, mortgagees, and 
other security holders owning or holding 1 
percent or more of total amount of bonds, mort- 
gages, or other securities are: None. 

4. Paragraphs 2 and 3 include, in cases 
where the stockholder or security holder ap- 
pears upon the books of the company as trustee 
or in any other fiduciary relation, the name 
of the person or corporation for whom such 
trustee is acting; also the statements in the two 
paragraphs show the affiant’s full knowledge and 
belief as to the circumstances and conditions un- 
der which stockholders and security holders who 
do not appear upon the books of the company 
as trustees, hold stock and securities in a ca- 
pacity other than that of a bona fide owner. 

5. The average number of copies of each 
issue of this publication sold or distributed, 
through the mails or otherwise, to paid sub- 
scribers during the 12 months preceding the 
date shown above was 3,875. (This information 
is required from daily, weekly, semiweekly, and 
triweekly newspapers only.) 

Eastern Underwriter Com 
W. L. Hadley, Business 


Sworn to and subscribed before me this 30th 
day of September, 1960. 
(Seal) 
CHARLES 0. MAGNUSSEN, JR. 
Notary Public, State of New York 
No. 41-7,664250 
Qualified in Queens County 
Certificate Filed in New York County 
Term Expires March 30, 1962 


any, 
anager. 
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Editors cali him the backbone of America. Politicians call him the Majority Vote. 
Economists call him the big Middle Income Market. 


He’s a prominent man in the State Farm picture. Our agents know him well. They 
provide much of the auto insurance he buys. And at the same time they are 
giving him opportunities, never before so readily at his disposal, to protect 
himself and his family more adequately with the home and life insurance he needs. 


For him, for millions like him, the State Farm agent is the Family Insurance Man. 


THE MAN IN OUR PICTURE 


STATE FARM 


j 


STATE FARM INSURANCE COMPANIES / Home Offices: 


oo INSURANCE 
Bloomington, Illinois 














Announcing New Atna Life Partnerships in New York City 


SECHTMAN & 
McWILLIAMS 


General Agents 


200 East 42nd Street, New York 17, MUrray Hill 2-0200 


KREBS & 
SMITH 


General Agents 


151 William Street, New York 38, REctor 2-7900 





WALTER W. SMITH 


0. A. KREBS 


Mr. Walter W. Smith, formerly General Agent in St. 
Louis, joins in partnership with Mr. Krebs. He succeeds 
Mr. Robert V. McWilliams, who has been named a prin- 
cipal in the firm of Sechtman & McWilliams, General 
Agents. His St. Louis Agency won the coveted President’s 
Trophy in 1957. 

Mr. O. A. Krebs, associated with Atna Life since 
1924, became a General Agent in New York in 1945 
after a distinguished career in management. His leader- 
ship has made the William Street Agency one of our 
leading metropolitan agencies. 


Life - Group + Accident and Sickness Insurance 


AZTNA LIFE INSURANCE CO. 
Hartford 15, Connecticut 








LOUIS W. SECHTMAN ROBERT V. McWILLIAMS 


Mr. Robert V. McWilliams joins Mr. Sechtman to share 
direction of one of the most completely staffed agencies 
in this area. His career with the Company began in 1936 
and since 1946 he has served in numerous executive 
capacities in New York, becoming a General Agent in 
1954 in partnership with Mr. Krebs. 

Mr. Louis W. Sechtman has served in the New York 
area since 1920. He became an Assistant General Agent 
in 1927 and has been a General Agent for the past 
19 years, earning an outstanding reputation for agency 
development and operation. 


¢ Pension Plans * Advanced Underwriting Services 


In addition to these offices, the Metropolitan area is served 
by AAtna Life Agencies at: 

666 Fifth Avenue e 355 Lexington Avenue ¢ 

10 Coiumbus Circle ' 

Brooklyn ¢ Jamaica ¢ White Plains « Garden City « 
Newark 








